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volume of sales is small and growing smaller. 
Retail shoe merchants are stocked up with 
high-priced, war-priced goods. Factories are slowing 
up; and the production of new goods at the manu- 
facturing source will be meagre, until the stock-jam 
at the outlet of the commercial stream—the retail 


Seely in the shoe trade is not good. The 


merchant—is removed. This is a plain statement of - 


the facts. And until everybody in the shoe trade 
stops talking nonsense which they do not believe 
themselves, and applies the only remedy that will 
cure the ailment—liquidation by lower prices—the 
shoe industry will continue in a state of partial 
paralysis. 

This is the truth, the whole truth, and nothing but 
the truth and we might as well stop “kidding’’ our- 
selves and face the facts. Other trades are facing the 
same conditions and applying the remedy—a slashing 
of prices. 

That’s what is' the matter with the shoe trade of 
America today. We are faced with a condition as 
old as trade itself—a market glutted with high-priced 
goods that the consumer refuses to buy, and which 
only the sternest necessity will compel him to buy; 
and until common sense begins to function the pres- 
ent paralysis will continue. 

At every kind of meeting of the various branches 
of the shoe trade the tenor of the addresses is ‘‘Opti- 
mism,”’ which, in view of conditions, is only another 
name for moonshine and nonsense. The condition 
of the trade warrants neither optimism nor pessi- 
mism. Jt does insistently demand the exercise of plain 
hard sense; and it does call for courage, a wise spirit of 
sacrifice, and a realization of the truth of the old 
proverb that ““You can lead a horse to water but you 
can’t make him drink.” 
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Read This 
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and ACT 


The closing of factories and shops in every in- 
dustry is proof that markets are stagnant; and until 
supply is willing to meet the conditions of demand— 
lower prices—the evil will continue. Meantime the 
stoppage of manufacturing entails the idleness of 
labor. The cessation of labor means the cessation of 
wages; and an enormous decrease in the purchasing 
power of the greatest purchasing element in the 
American community—American labor. 

The stocks on hand must be sold, if new stocks are 
to take their place and the factory wheels set going 
again. At present prices they won’t be sold, for the 
consuming public will not and cannot pay the war 
prices that retail shoe merchants ask and no after- 
dinner oratory and optimism will make them pay it. 

The stocks must move. They must be sold; and 
selling at cost without a profit is not necessarily ruin, 
since the money in the shoes—the cost—will be re- 
turned. The longer the high-priced unsold stocks are 
held, the greater will be the depreciation in their 
value; and common sense must tell everybody in the 
trade from factory to consumer that some loss or 
sacrifice today is better than total loss later. The 
trade must realize that the sun has set on war prices; 


the boom days are over; and it is better to be bumped - 


and bruised than to be broken and bankrupt. 

The trade must take its courage in its hands and 
face the everlasting truth of conditions. It must 
realize that while the fundamental function of the 
shoe industry—the production and sale of shoes—is 
arrested and in partial paralysis, the inescapable and 
relentless elements of all business—salaries, rents, 
taxes, insurance and “overhead” generally—never 
cease from troubling and are eating the head off 
business. 

The thing that must be done and done quickly, is 











































BOOT AND SHOE RECORDER 





Oct. 30, 1920 





FI a ccc 




















CFR 2Qonncecororor 


to get rid of the jam that is blocking the stream and 
paralyzing traffic. As a plain matter of fact it would 
be better for the future health of the shoe trade to 
throw the accumulated stocks into the ocean, than 


In 1880 there were 100,000,000 feet in the United States; in 1890, 125,000,000; in 1900, 152,- 
000,000; in 1910, 184,000,000, and this year 220,000,000. Ten years from now there will be 275,000,000, 
and each pair of feet will need a pair of shoes, then as now, several times a year. Does any fellow 
with brains enough to fill a thimble think the Shoe Trade is going out of business? Forget it. 
You may go without butter, 
And buttons and booze; 
But until you wear halos 
You'll have to wear shoes. 





Se 


50 cents a pound. Today the corresponding figure is 
21 cents, in a weak and nominal market. The first 
break in hides in late 1919, particularly after South 
American hides flowed this way in quantity, carried 
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Liquidation With a Vengeance 


MIGHTY interesting sidelight on this question 

of liquidation is furnished by the financial 
report of the Central Leather Company for the 
September quarter. An operating profit of $5,818,000 
for that quarter last year is transformed into an 
operating loss of $5,897,000 this year. After fixed 
charges a balance last year of $4,012,000 contrasts 
with a deficit this year of $7,556,000. After pre- 
ferred dividends and after omission. of the common 
dividend the company’s surplus is cut down from 
$26,582,000 to $18,443,000. 

“In small part,” says the Boston News Bureau, 
“this dramatic reversal is accounted for by extremely 
light business while expenses were continuing on a 
high plane. The outstanding explanation, however, 
is the culling of inventory to the bone, in view of what 
has happened in both hide and leather markets. 

“Hides reached their record high quotations near 
the end of the September quarter of 1919. The aver- 
age of a dozen grades of cattle hides then reached 





Stupendous Taxation Stifles 
Business 


E want our readers to study with care the 
address of the Honorable Martin B. Madden, 
published in this issue. Herein is explained the 
financial structure of this country, the necessity for 
business men to emphasize economy in gover- 
mental matters, the desirability of a budget system 
and some of the eloquent reasons why the Federal 
Reserve Board was compelled to bring about national 
liquidation. His explanation of our money contact 
abroad is most enlightening. It is decidedly refresh- 
ing to see a member of Congress explaining in simple 
language the expense of maintaining a government. 
More and more we realize the truth of the statement 
often repeated, ““The Power to Tax Is the Power to 
Destroy.” It is high time for a personal and active 
interest on the part of every business man in the 
taxation methods of this country. 
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Nailed with Facts 


EAL, substantial research is not often as well 
rewarded by appreciation or used for practical 
purposes as it might be. So many men consider it well 
enough to know where to find the facts about an 
industry so that when they may need them, they can 
wrile or wire for them. Just a timely bit of suggestion— 
start a scrap book now, leading off with the six pages 
of vital statistics of the shoe and leather industry, 
published in our October 9th issue. You may find a 
quick use for it. 

Hardly a-week goes by but what the “Recorder” 
gives a store system or an industrial research worthy 
of being preserved for future reference. 

Down in Gainesville, Texas, a pert but offensive 
little ‘“daily riddle” appeared in the paper as follows: 
Raw hides, four cents per pound, and ladies’ shoes 
that contained not enough leather to cover a baseball, 
$20 per pair and over, some riddle, eh? 

In the very next issue, Horn & Canon, shoe mer- 
chants of that town, gave them the answer in an 
article from ““The Boot and Shoe Recorder.” The 
timeliness of the reply was so apparent that the mer- 
chant tells us “we have had many compliments from 
the trade for the valuable information that the 
articles contained.’’ And, best of all, in their letter 
published in the “Daily Register” of Gainesville was 
this last and most pertinent paragraph: 

“Newspapers have given exaggerated emphasis to 
this indicting of reputable merchants, front page 
stories have featured the demagogical tirades of some 
party leaders, against those responsible for the high 
cost of living, while only very insignificant space has 
been given to the clear scientific analysis of the 
economic forces that are operating on the markets of 
post-War times, and you Editors are largely to blame. 
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because you have failed to ask for first hand infor- 
mation from your advertisers, the merchants.” 

We have time and time again pointed out that 
daily newspapers are often glad to publish accurate 
information if it is placed in their hands. Therefore, 
if you find a good point in the ‘‘Recorder,”’ like the 
one in this week’s issue in the “‘care of footwear,” 
see to it that your daily newspaper has an oppor- 
tunity to see whether or no it is available. 


The Practical Will Win 


OO many business paper readers do not realize 
the essentialness to them of accuracy and expert 
knowledge in the trade paper’s part.’ And again, too 
many advertisers can’t distinguish between a trade 
paper that is sincere and accurate, that is giving out 
only expert information, and one that hands out a 
lot of stuff picked up around the trade by people who 
do not know, from people who either are not thorough- 
ly posted themselves or have some axe to grind. 
Almost any fairly intelligent man or woman can 
go around a trade and get some sort of market in- 
formation—more or less accurate—and put it up in a 
form which will make some impression on the reader. 
But such a staff cannot supply the reader with in- 
formation as to how to move the goods; how to im- 
prove the system under which he keeps track of his 
sales; how to properly equip his establishment; how 
to increase his business, and at the same time, how 
to keep down his expenses and increase his profits. 
That requires experience in a position and amid dif- 
ficulties similar to those of the reader. And it is the 
trade paper which has put itself in shape to supply 
such information that will grow more and more into a 
practical force. 
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An attractive window 
of Jordan, Marsh & 
Co.’s store, Boston. This 
window marked one of 
the entrances to the 
men’s shop, where every- 
thing in masculine ap- 
In the 
shops, 


parel is carried. 
series of little 
each one complete, and 
each opening into the 
other, a man can quickly 
and with no inconven- 
ience purchase a com- 
plete outfit from a wide 
range of merchandise, 
arranged in logical se- 
quence, in an exclusive 


From Tip to Top 


men’s store, within a 










department store. The 
window tells the story— 
from “Tip to Top.”’ The 
rich mahogany back- 
ground corresponds well 
with the richness of the 
models displayed. This 
trim was arranged by 
Window Trimmer J. J. 
Roche. 

Why not, in the holi- 
day season, sell gloves, 
handkerchiefs, neckties, 
garters and co-operate 
with your neighbor, the 
hat man, by making re- 
ciprocal displays of hats 
and shoes. 
























OU had enough influence, men of your type in 
the United States, to create a sentiment in the 
country that would make for stabilization in 

government. You did not exercise the influence you 
possessed. If you take a day off once in a while and 
especially around election time and participate with 
your other fellow-citizens as you ought to, you might 
be able to select men who would pass laws that would 
be reasonable. It would save you a week coming 
down here without any results. If there is anybody 
in America that can read the present tax laws and 
tell what they mean, I would like to get his picture. 


Correction of Taxation Muddle 


I was anxious to make my returns so that I would 
pay the Government all that I was entitled to pay. 
I went to the Internal Revenue Commissioner and 
asked himi to give me an expert from his office to 
make out my schedule. He spent a day or so with me 
in an effort to make the schedule and he reported that 
it was perfect. I haven’t got much and it ought to 


Taxation and Stabilization 


Create a Sentiment That Will Show Members of Congress That 
the People Insists Upon Governmental Economy 


By HONORABLE MARTIN D. MADDEN, Before the Tanners’ Council” 


















have been easy to make the schedule correctly, but the 
year after I paid the taxes from the schedule made 
by the Government expert, they sent me a bill for 
$1,600 on account of mistakes that this man had made 
in the calculations. (Laughter.) 








General Clamor for Reduction 


I can understand the disaster you people who have 
something are laboring under. There never has been 
as much money spent by any Government in the 
history of the world in the same period as we have 
spent in the last few years. It cost $25,500,000,000 
to run the Government of the United States from the 
date of the Declaration of Independence until the 
day the great world war was declared, and the first 
six months of the war the Government had obligated 
the American people to the expenditure of twenty- 
four and a half billion dollars. During the war, fifty- 
one and a half billion dollars were appropriated— 
not all expended—over twice as much as we eX 
pended during the first 143 years of the Government's 
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history. There never was such an era of reckless 
waste of public money anywhere in civilization, and 
it is due to that that we have such enormous burdens 
of taxation levied upon the people. Everybody is 
clamoring for a reduction in taxes. 

[ wrote to one business man who clamored for a 
reduction in taxes and said, “‘How can you expect us to 
do anything? Every time Congress tries to reduce 
expenses in a given activity in the Government, a 
thousand men like you wire to us saying, While you 
are in favor of economy in Government, you think it 
would be fatal to disturb this one particular activity 
and you do not want us to reduce expenses as to that. 
Tie next day you criticize us because we have too 
much expense. If you will quit writing and go out 
among your neighbors and create a sentiment that 
wil show the members of Congress that the people 
of the United States are in favor of economy, you will 
gei the legislation.”” He thought I was right. ‘‘Well,”’ 
I said, ‘We have turned the railroads back to the 
people that owned them and we have prevented the 
continuation of the extravagant waste of public 
money by Government conduct of the railroads.” 
It cost $4,006,000,000 more during the period of 
Government control to run the railroads of the United 
States than it cost during any like period under pri- 
vate management, and it cost more to run the rail- 
roads, twice over and above what the normal cost of 
management had been before the Government took 
them over, than it used to cost to run the entire 
Government of the United States before we entered 
the war. 

Our Huge Debt 


We entered the war with less than a billion dollars 
of bonded debt. We had $22,000,000 of interest 
charges annually. It used to cost about $1,000,000,000 
a year to run the Government. We came out of the 
war with $26,000,000,000 of bonded debt and an 
annual interest charge of $1,020,000,000. 


A 10,000,000,000 Year Expense 

The estimated cost of running the Government 
for the present fiscal year as submitted by the Presi- 
dent of the United States and the heads of depart- 
ments was $6,347,000,000. We came out of the war 
with $12,000,000,000 of unpaid obligations. Four and 
a half billion of that was paid out of the last sale of 
$4,500,000,000 in bonds. We still have $4,000,000,000 
of unpaid, unfunded debts, carried in the form of 
Treasury certificates bearing five and a half and six 
per cent interest, and if we add that unpaid obligation 
to the 6,000,000,000, practically, of estimated ex- 
penses ‘needed to conduct the Government for the 
current fiscal year as submitted by the departments, 
we would have a cost for the present fiscal year for 
the maintenance of the American Government of 
$10,000,000,000 as against a billion a year before we 
entered the war. We have estimated revenues to meet 
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that of $5,500,000,000 and if we spent the money as 
proposed by the Executive Branch of the Govern- 
ment, we would be in debt at the end of the year, still, 
this $4,000,000,000, or we would have to raise it by 
levying new taxes. 


Everybody Help Reduce 


National taxation, in a large measure, depends 
upon the expenses of the Government. You cannot 
run the Government without taxation, but you can 
run the Government along economical, clean business 
lines and reduce the taxation to a minimum, but we 
are not going to be able to run this Government as 
economically, that is, for the same amount of money, 
as we used to run it before the war. 


At Least $3,000,000,000 Yearly 


There is a way to reduce the expenses on things 
that we can do without, and that way ought to be 
employed, but as to the funded, bonded, interest- 
bearing debt of the Government, of course we cannot 
reduce the expenses in relation to that. We cannot 
expect to maintain this Government and operate it, 
in my judgment, for less than about $3,000,000,000 
a year. From now on, for some time to come, that 
will be at least $2,500,000,000 less than you are taxed 
for now, but it will still be a large burden of taxation. 
The question is, how to raise the revenue, who to 
impose the burden upon. 


The Sales Tax Impractical 


Those who are in large business think the excess 
profit tax ought to be taken off and done away with. 
They claim that that is the means by which high 
prices prevail. Then the query is, “Who are you 
going to levy the tax upon that you take off?” Some 
suggest that you make a sales tax on final sales. That 
would not raise anything unless you make the tax 
high; we figured that out. If you make a sales tax 
on all sales, the average number of times that a thing 
is sold is 20, and it has been suggested one and a half 
per cent tax. That would be 30 per cent in the 
aggregate. Then the fellow that paid the tax would 
add 30 per cent more which would make 60. 

Our business is to run the Government like you 
ought to run a bank. You are not going to be able 
to do that, of course, because there are more or less 
politics in any administration, I care not what the 
administration is, what its title may be, but you can 
run it honestly and you-can run it economically and 
it will be the function of those who are charged with 
the responsibility for the conduct of the Government 
in the near future to see that we do introduce sys- 
tematic methods of conducting the Government. 


A Budget System Is Needed 


If we submitted the whole Government program 
at once, in one bill, it would be called to the attention 
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of the public and great debates would follow on the 
question of economy or extravagance, system or 
ruinous failure of system, and that the Administra- 
tive section of the Government would be compelled 
to defend its right to an economic Government or 
submit to the odium of extravagance. 

The same thing would be true under the budget 
system as to the Congress and the House of Repre- 
sentatives adopting a modification of the rules of the 
House to provide that all appropriations in the future 
shall be made by one committee on appropriation 
instead of by 11, each one vying with the other to see 
how much more he can get out of the Treasury than 
his neighbor. The Committee on Appropriations also 
recommend the adoption of a rule in the House to 
make amendments to appropriation bills by the Sen- 
ate subject to objection in the House, which has not 
been the case during all of the history of the Govern- 
ment, and that has been adopted and in the future it 
seems to me that we should be able, as the result of 
that amendment, to prevent the additions of hundreds 
of millions of dollars every year to appropriation bills 
by the Senate who never give any consideration, 
whatever, to appropriation bills except to add some- 
thing that somebody wants. 

We are in a peculiar situation financially. The 
Federal Reserve Board, of course, during the war was 
compelled to do many things through the Federal 
Reserve Banks to finance the Treasury which had 
the greatest need. They went outside the law, fre- 
quently, in what they did. They authorized re-dis- 
counts beyond the limit fixed by the law and the 
result was that an expansion of credits far beyond 
safety has existed and still exists. They were com- 
pelled to call in all of the gold certificates in circula- 
tion amounting to about $1,000,000,000. The busi- 
ness people of the United States have been selling 
goods to Europe in large quantities and much of the 
goods they have been selling have had to be paid for 
in acceptances which have been discounted in Ameri- 
can banks and many of them are not being paid 
when they again become due. 


Our Money-Contact Abroad 


The balance of trade has been against the United 
States in South America and in the Orient. We have 
been sending gold down there to pay our balance 
while we have not been getting gold from the other 
side. 

We have loaned Europe $10,000,000,000 and 
they are not paying the interest on it. We have sent 
them $700,000,000 worth of food supplies without 
any costs; since the war closed, the American people 
have contributed over $4,000,000,000 to the needs of 
the European nation. We have $10,000,000,000 
worth of discounted European paper in the American 
banks. Europe is not in a good financial situation 
and our situation depends entirely, for safety, upon 








Oct. 30, 1920 





whether we keep our obligations in a bankable con- 
dition. The business men have complained because 
the Federal Reserve Banks have refused re-discounts 
which would enable the other banks to accommodate 
the business interests of the country. 


Everybody Must Trim Sails 


It seems to me that the time is here when every- 
body in the United States must realize that we are at 
the crisis, that we are at a point where we are liquidat- 
ing and where everybody must trim sail. I do not 
want to be discouraging, but I have gone all throuzh 
this phase of the financial situation of the world with 
the world’s experts, and while I am not a banker and 
am not interested in any banks, and the bankers muy 
not agree with me, my information is from the insi le 
and I am giving it to you. It may have struck the 
tanners already; it is striking other people. Your 
inventories are not worth as much as they used to be. 
You have probably paid your taxes on the basis of the 
last inventory and you find the inventory not worth 
much more than the taxes. (Laughter.) 

You may be appealing to the Congress for a modi- 


fication of the -rules that apply to the payment of 


taxes, and you may want to go back, look back and 
get the Government to refund, but every man here 
has intelligence and patriotism enough to realize that 
we ought not have retroactive legislature. You would 
object to that kind of legislature if you thought you 
had not paid enough. It would be ruinous to the 
business of the country if they adopted such a policy. 
It is as ruinous to the Government as to the business, 
because when you ruin one, you ruin the other. We 
ought to get on the same basis and pass revenue laws 
that everybody can understand, so that the business 
man will know what his obligation to the Govern- 
ment is and when it is once paid that is the end. 


A Return to Conservative Methods 


We have some radicals in Congress who do not 
want that. We have a sufficient number of conser- 
vative men in Congress who believe that this Govern- 
ment ought to be put upon a conservative basis; 
that it ought to be the ideal Government of the 
world, and that it ought to be the beacon light to 
lead the way in all things that have to do with not 
only monetary considerations but for the advance- 
ment of civilization as well. (Applause.) 

I think the time has come when, if those who are 
at the helm are inspired with a sufficient degree of 
patriotism and devotion to the country and its needs 
and its people’s advancement, and if the Govern- 
ment is backed up by a united patriotic, devoted 
people, that we will be able to put America where 
every American thinks she is—at the head of the 
world. 

I am proud to know that Congress has legislated 
along lines for the advancement of foreign commerce. 
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The enactment of the legislation which authorizes 
the creation of foreign financial institutions; that per- 
mitted the financing of sales of American goods in 
foreign markets, is a step in the right direction. 
There is no reason why, if we have the vision and 
the conservatism and the judgment and the courage 
and the devotion, that we need fear for the future, 
but we are not going to be living in the clover patch 
to the extent that we have been living in it for the 
last couple of years. We have got to realize that the 
haystack at which all of the world has been feeding is 





TWO TONES IN BOOTS 


Suede as the tonic material for trimmings 

permits of as excellent a combination as the 

above—field mouse kid with Havana brown 

suedelacestay. SelectedfromlineofSherwood 
Shoe Co., Rochester, N. Y. 











pretty nearly eaten out and that business is going to 
slacken up sooner or later and true values are going to 
obtain, and I just ask you to help those of us who are 
your public servants. We are glad to have your ad- 
vice anid the information upon which we can act to 
assist us in the conduct of the Government which 
you own and which we are proud to serve in 
doing the thing that will bring the blessings of 
happiness and prosperity to the American people. 
(Applause. ) 
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Canadian Luxury Tax 


Provisions Announced by National Association 
From Toronto Headquarters 


Toronto, October 28—Provisions governing the 
imposition and collection of the Canadian luxury tax 
effective November 1, as announced by the National 
Shoe Retailers’ Association of Canada, include the 
purchase of a $2.00 ‘“‘business license’ number before 
November 15; the purchase of stamps to be affixed 
to the sales bill; and the securing of a cancellation 
stamp from the Department of Inland Revenue. 
Further provisions have to do with returned mer- 
chandise. If the problem is one of an even exchange, 
no tax is collectable upon delivery of the exchanged 
articles. If taxable merchandise js charged by the 
customer, the merchant is held responsible for the 
amount of the tax. If subsequently the merchandise 
is returned, provision is made for the refund of the 
tax, provided affidavit, supported by receipted in- 
voice, is filed with the department. In cases where 
merchandise is exchanged for other merchandise of 
greater value, the tax is collectable only on the dif- 
ference in value. When exchanges are made of articles 
of greater value for merchandise of lesser value, the 
difference in tax is returnable on presentation of 
records as provided in the case of returned mer- 
chandise. 





Retail Salesmen Meet 


First Get Together of Season a Big Event 

Boston, October 25—The first meeting of the 
season of the Boston Retail Shoe Salesmen’s Asso- 
ciation was held at the Marble Room, Hotel Avery, 
October 19. The new president, Percy I. Thayer, 
proved himself to be a very able presiding 
officer. 

The speaker of the evening was James H. Stone, 
editor of the Shoe Retailer, who took for his subject 
the opportunities open to the retail store salesman. 
Mr. Stone emphasized the fact that the salesman of 
today is the merchant of tomorrow and cited among 
other cases that of Messrs. O’Connor and Goldberg, 
who commenced their successful careers in a very 
humble way in a Chicago store. About 60 members 
attended. 





Yet the Salesman Is Blamed 


“Most people’s feet are ruined between the ages 
of six and sixteen. This is especially true of women. 
A ten or twelve-year old girl wants shoes as stylish 
as big sister’s, and will deliberately mislead the 
salesman and the parent, about the fit of the shoe.” 

_That’s put down in black and white by an author- 
ity. Yet the common way is to blame the salesman 
and say he didn’t fit the shoe right. 
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Watch Your Step 


The Shoe Trade Needs: 


More overalls and less overhead in the factory. 

More live wires and fewer dead ones in the salesroom. 
More cool heads and fewer cold feet in the management. 
More bills and fewer notes in the bank. 

Dollars and sense, not dolors and cents. 


The Trade Should Learn: 


Never to install the mourner’s bench in the office. 

That any boob can stand a boom; it takes brains to beat a bump. 

You can’t lose what you haven’t got. It’s time enough to worry about 
profits when you get them. 

Promissory notes are hungrier than mortgages and eat oftener. 


There are 220,000,000 feet in the United States. The owners may use 
them to kick; the shoe trade should use them to shoe. 


The Shoe Trade Should Know: 


Some loss today may save total loss tomorrow. 

Chill brains never produced chill blains. 

Sometimes a.dead sure thing is a sure dead thing. 

It’s not the leather in the shoe but the leather in cold storage that makes 
cold feet. 

Prudence never won a battle or sold a shoe. Season prudence with 
courage and you get a good American asset—Gumption. 
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Photographs of Thomas G. Plant Co. Styles 


Style and Survival 


The Important Part That Style Plays in the Modern Shoe Stores 
That Venture and Win 


industry today is that of style. - It is closely 
allied with the thought that survival in 
business depends upon the ability and efforts of the 
independent retail shoe merchant in giving to his 
trade footwear attractive because of style. 
All over this country there are factories producing 
tyle footwear in small orders wherein the first 
requisite is ‘‘delivery” and “price” is most secondary. 


Tis most significant note in the retail shoe 


Delivery First Consideration 


One of the biggest shoe merchants in New York 
ity placed an order for gray suede oxfords and did 
not even ask the price. He left it to the manu- 
acturer to get the material, assemble the shoes and 
make delivery under terms “cash at once, your 
price.” Another alert shoe merchant gave a “till for- 
bid” order of a case of novelty shoes per day covering 
24 styles. He figured out that he could sell them 
as quickly as they could arrive and clean them up 
0 the very last pair. 


- Newest Style Note—Gray 


As predicted in the “Recorder” on September 4, 
he newest style note is a development of gray in 
suede and kid in low effects, straps, oxfords and 
boots. Already gray hosiery appears in such numbers 
hat the women have not been able to get gray foot- 


wear sufficient to their needs and are wearing black 
in contrast. One of the best selling numbers in a 
high grade store in Boston is a button boot with a 
silver gray top over patent which sells for $20, and 
is indicative of a desire on the part of their wealthy 
clientele for a distinctive type of footwear. The 
misplaced season of good weather has brought about 
such a demand’for strap effects that the majority of 
the style factories have been hard pressed for pro- 
duction. Instead of the Fall boot season starting 
with October 1, the outlook now is that a bootdemand 
will develop in November. 

The illustrations at the head of this page indicate 
a style demand for novelties for both sport and dress 
wear. The majority of fine shoe stores enjoying a 
complete footwear trade find in these types of hosiery 
an immediate demand. 

It is interesting to note in connection with these 
photographs that many concerns are now experiment- 
ing in the use of photographs to give a true picture 
of the footwear which they offer. 

The Thomas G. Plant Co. went to the extent of 
having Baron De Meyer make a set of art studies by 
photography, and the cost thereof per print was well 
up in the hundreds of dollars. The trade has been 
dependent upon the hand drawn show illustration 
for so long that to get variety and distinction it is 
turning to fine photographs. 
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Milwaukee Convention Is to Teach 
Window Trimming | 


HIS Milwaukee convention will be more than 
an array of beautiful set-up exhibits and dis- 
plays, it will be a school with teachers and 

students to educate the many shoe merchants to 
the most modern ways of doing business, to call 
into action every possible force that will bring about 
quicker turn-over and better merchandising. 

The show window is, without doubt, the mer- 
chant’s best advertising space—his best means of 
attracting buyers. Of course, there is a wrong anda 
correct way of: attracting buyers, of decorating 
windows. The correct and efficient way does not 
only attract buyers but really sells merchandise. 
From a standpoint of bettering his window displays 
it would alone .be profitable for any shoe merchant 
to attend the Milwaukee convention. 


Contest Open to Any Window Trimmer 


Throughout the four days of the convention there 
will be a window trimming contest in a separate part 
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of “The World’s Fair Division’”’ of the large Audi- ‘ie 
torium, the finest exhibition and convention building Win 
in the country. The setting and background for this hott 
contest will be a large attractive window fifteen feet if pr 
wide and four feet deep. The contest is open to any vill 
window trimmer in the country. All that is necessary ie 
for anyone to enter is to advise the convention com- ut 
mittee of his wishes, giving details as to present em- oe 
ployment, training and experience in window trim- othe 
ming work and stating exactly what kind of a display As : 
or trim he wishes to make. Already some of the best @ , “a 
window trimmers in the country, who are specialists Ho» i 
in attracting the public by means of store window ex- Thes 
hibits, have entered their names as participants in deo 
the contest. . wad 
; , ¢ 
Plans are now being completed for a new trim ot Al 
display in this large window every hour of the four whic 
days of the convention. The trims or demonstrating ie 
will take in all the seasons of the year, Spring and it 








Fall openings, Christmas and Easter windows, and all 


































\.udi- 
Iding 
r this 
. feet 
) any 
ssary 
com- 
| em- 
trim- 
splay 
. best 
alists 
Ww ex- 
ts in 















m or 
four 
ating 
- and 
rd all 








Oct. 30, 1920 


other holidays of each and every season. The dis- 
plays and trims will be put on in such a way that they 
will be of the greatest educational value to visiting 
merchants. Among others there will be demonstra- 
tions and talks on evening slippers and accessories, 
hosiery, children’s shoes, men’s shoes, women’s 
shoes, etc. Then there will also be special demon- 
strations and talks on the subject of color harmony 
between ladies’ hosiery and footwear. The matter 
of correctly displaying shoe findings, laces, foot ap- 
pliances, polishes, dressings, etc., will be given particu- 
lar attention as few shoe merchants give to their 
findings department the attention that it should re- 
ceive and overlook the fact that they are neglect- 
ing an end of their business that could be made 
very profitable. 


Definite Rules to Follow 


In decorating a window there are a few definite 
rules to follow just as 
in everything else. 
Probably the most 
fundamental of these 
is the rule that you 
should at all times 
keep in mind the 
object you aim to sell 
—that is the object 
or article which you 
want to impress upon 
the public, upon the 
passerby and you 
want to impress it so 
forcibly that he at 
once becomes a pur- 
chasing possibility. Each window trimmer will act 
as a sort of instructor or teacher. He will give 
reasons for everything he does, he will tell why he 
uses a certain background, certain fixtures, certain 
color schemes, certain vases, flowers, show cards, etc. 
Window trimming is a good deal like advertising— 
both deal with human nature—both sell merchandise 
if properly carried out.’ Among all these hourly trims 
will be displays that appeal to the purchaser from 
every possible angle. For example, one decorator will 
put up a display that has the “best in town” appeal, 
another that has the “reason why appeal,”’ still an- 
other that has the ‘economical appeal,’’ and so on. 
As each display man goes along his remarks will be 
taken down by a stenographer and at the completion 
of each and every display a photograph will be taken. 
These photos together with educational explanation 
of each one will later be published in some of the shoe 
trades papers. 

All of these displays will be in the form of a contest 
which will be under the able direction of Guy Malloy, 
one of the best-known window trimmers in the coun- 
try and who is an authority on displays and decora- 





Showing Interior Arrangement of Milwaukee Auditorium 
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tions. The judges for this contest will be chosen on 
the last day of the convention and will be some of the 
most prominent shoe men from coast to coast, men 
who understand human nature and the power of 
appealing to the purse strings of the public through 
the eye. The judging will be done from the photo- 
graphs and the typewritten explanations and remarks 
of each display. Three beautiful silver loving cups 
will be awarded to the three decorators or trimmers 
who put up the best displays. The cups are the most 
beautiful that could be obtained and have been es- 
pecially purchased for this contest. As stated above 
this contest is open to any shoe window trimmer in 
the country. You must, however, notify Guy Mal- 
loy, Director of Window Displays 1921 Convention 
Committee, 224 Plankinton Arcade, Milwaukee, Wis., 
well in advance of the convention dates. This is ab- 
solutely necessary, for the Convention Committee 
must at all times know exactly what sort of windows 
are to be trimmed 
during the conven- 
tion days so that the 
proper fixtures and 
decorations can be 
supplied. Already 
arrangements have 
been made for over 
$100,000 worth of ab- 
solutely new and 
modern fixtures, 
things never shown 
or seen anywhere be- 
fore, something en- 
tirely new. Most of 
the fixtures that will 
be used in the contest will be furnished by some of the 
largest and best fixture manufacturers in the country, 
as the Curtis-Leger Fixture Company, Decorators” 
Supply Company, Decorators’ Fixture Company, 
Hecht Fixture Company, Crystal Fixture Company, 
Hugh Lyons Fixture Company, Onli-Wa_ Fixture 
Company, Window Decoration Works and the 
Artistic Wood Company. 


Permanent Displays Also 


Besides the one large window used for the contest. 
there will be throughout the Auditorium twenty-one 
additional show windows featuring shoes. These 
twenty-one windows will be devoted to permanent 
displays featuring footwear for all the seasons and 
holidays of the year. It is well-nigh impossible to. 
accurately describe the magnificent and wonderful 
appearance of these windows because such an elabor- 
ate program of displays has never been attempted any- 
where, not even at the Annual Window Trimmers’ 
Convention. 

Never in the history of conventions have there been. 
window demonstrations such as will be seen here. 
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Western Shoe Wholesalers Take Steps to Make 
Every Order a Contract 


St. Louis, October 25 
HE twenty-third annual meeting of the Western 
Association of Shoe Wholesalers, which was 
held in St. Louis at the Hotel Statler Friday, 
October 22, was one of the best attended in the 
recent history of the organization, more than fifty 
members answering the first roll call and a consider- 
able number of others arriving after this formality 
had been concluded. 

The session, while it brought out no sensational 
developments in connection with the work of the 
association, was filled with practical results in the 
endorsement and ratification of most of the reports 
of the various committees which handle the work of 
the association during the year in 
connection with the executive 
officers. 


For Uniform Contract 


Generally speaking the results of 
the convention were largely in favor 
of greater co-operation of and har- 
mony between members of the shoe 
manufacturing and wholesale trade 
as well as with the retail section of 
the shoe industry and the National 
Association of Shoe Manufacturers 
with which the Western organiza- 
tion is affiliated. One of the most 
important actions taken was in 
connection with the formulation 
and maintenance of a uniform style 
of contract for orders from mer- 
chants with somewhat more binding 
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Cadwell, representing E. F. Carpenter, chairman of 
the Rubber Committee; E. F. Piekenbrock, chair. 
man of the Finance Committee; P. E. Parrott, chair- 
man of the Committee on the Cost of Doing Businvss; 
W. F. Lyon, chairman of the Committee on Datirgs, 
Discounts and Overdue Accounts; Harry Vinson- 
haler, chairman of the Committee on Parcel Post and 
Express Shipments; Henry Huiskamp, representing 
T. Garrison Morfit, chairman of the Legislative 
Committee who recommended that every effort be 
made to defeat the McNary bill; and R. E. Belcher, 
chairman of the Committee on Trade Acceptances. 


Officers Elected for the Ensuing Year 


The new officers chosen for the 
ensuing year were re-elections so far 
as the executives were concerned, 
President Phil A. Becker of St. Louis 
being again chosen president and 
Glenn C. Wharton of Chicago as 
vice-president. The three new men- 
bers of the Executive Committee 
chosen were Messrs. B. E. Parrott 
of St. Joseph, Mo.; T. B. Stanwood 
of Chicago and J. H. Hartman. The 
convention also recommended to the 
Executive Committee that it accept 
an invitation from the Chicago 
Chamber of Commerce to hold its 
next annual meeting in Chicago. 

The entertainment features of the 
convention included a dinner at the 
Hotel Jefferson givén by the United 
States Rubber Company to the 
Executive Committee, the general 





provisions for both parties than has 
been the case in the past. 
Allied with this action and based 


PHIL A. BECKER 


President Western Association of 
Shoe Wholesalers 


committees and St. Louis guests, 
followed by a theatre party. This 


-on the report of the committee on 
trade abuses, cancellations and 
arbitrations. G. D. Chandler, chairman, was that 
which followed from the committee on signed orders, 
Howard F. Johnson, chairman. This committee 
recommended firm adherence to the practice of oblig- 
ing the traveling salesmen to obtain a signed order in 
every case where possible, but where a customer 
declined to sign an order that the salesman be in- 
structed to send in the duplicate with the original, 
to the house, which in turn was to return the dupli- 
cate to the merchant in acknowledging the order. 

Other reports were made by President Phil A. 
Becker and Secretary-Treasurer S. W. Campbell, 
H. C. Dovenmuehle, chairman of the Committee on 
the Revision of the Contitution and By-Laws; Mr. 





was on Thursday evening preceding 
the assembling of the convention. 
Another entertainment was a dinner to the con- 
vention given Friday evening to all the members in 
attendance as well as to invited guests by the St. 
Louis Association of Shoe Wholesalers and Manv- 
facturers. This, too, was followed by another theatre 
party. At the luncheon on the day of the convention, 
the chief address was made by Jackson Johnson, 
chairman of the board of the International Shoe 
Company of St. Louis. 

During the sessions of the convention, papers 
were read on rubber trade conditions by Charles 
W. Barnes of the United States Rubber Company 
and on leather conditions by J. L. Wallace of the 
United States Leather Company. 
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How the Henry A. Meyer Shoe Company Success- 
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fully Used Trading Certificates 


went across big—far beyond our expecta- 
tation. Not only in this store but in the 
new Store we recently opened in Kansas City and also 
in the Cincinnati store,” said H. A. Meyer of the 
Henry A. Meyer Shoe Company, Monroe and Wabash 
Street, Chicago, recently. 
The trading certificate was one of the plans used in 
connection with the opening of Fred Gray’s Bostonian 
Shoe Store in Kansas City. 


¢ OW did the trading certificate go across? It 


No Announcement Until Day Before Opening 


‘The new store was opened Saturday, September 25. 
All through the process of remodeling the building, 
installing the fixtures and arrangement of the stock, 
the front of the store remained boarded up. Not even 
a sign on the,. 


the shoes were attractively priced—so priced, in 
fact, that the casual observer could readily see that 
the prices were well below the former level. 

That the certificate idea helped in garnering the 
large volume of business is shown from the fact that 
the sales for September in both the Chicago and 
Cincinnati stores were well ahead of September of 
last year. 

Liquidation Is Advised 


“We well realize,” said Mr. Meyer, “that this is 
not’ a time for long profit taking. The dominant 
thought in the mind of every good merchant, I 
think, should be to liquidate the present stocks as 
rapidly as possible and on the best possible basis. 
There is nothing to be gained by laying down. 

“When Janu- 
ary first rolls 





rough boards in- 
dicated to the 
public that a 
new shoe store 
was to occupy 
the room. No 
publicity had 
been given the 
affair until Fri- 


4820 a, 
We appreciate your attendance at our thalvcrenry 


_ Worth One Dollar In Trade - 


deemed on each pair of shoes. 


We will accept this certificate at its $1.00 trading value on any pair of shoes. WW \ 
you buy in this store previous to January I, 1921. Only one cortifionss re- 


around and in- 
ventories are 
taken, merchan- 
dise must be 
taken up at its 
market value at 
that time. That, 
no doubt, will 





day, September 
24, when an ad 
appeared in the 
leading Kansas 
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mean a_ big 
shrinkage if 
shoes purchased 
within the last 
six months con- 








city papers. On 
the same day 
opening announcements were mailed to several 
thousand Kansas City men. 

Each person, man or woman, who visited the store 
on the opening day was given a trading certificate 
good for $1 on the purchase price on any pair of shoes. 
The certificates are redeemable any time prior to 
January first, nineteen-twenty-one. 


Plan Succeeds—Used Also In Chicago and 
Cincinnati 


The Kansas City store started off at a great stride. 
The trading certificate idea proved so satisfactory in 
that store that it has since been used with equal suc- 
cess in Chicago and Cincinnati stores, all of which are 
under the same general management. These stores 
sell only men’s shoes, specializing in “Bostonians” 
and ““Boydens.” 

In the Chicago and Cincinnati stores, the certificate 
idea was used in connection with anniversary sales. 
No big screeching, cut priced ads were used in any 
of the stores. Windows were tastefully trimmed and 


stitute the 
stock on hand at that time. We do not propose to 
have anything like that happen in our stores. We 
have got to sell more shoes this year than we did last 
year. We have done it so far and we will keep up the 
pace. 
“Every pair of our present stock sold between now 
and January first will help just that much toward re- 
ducing the loss which must be faced at that time. 


Inventory Will Not Show Shrinkage 


“As the trading certificates. are now coming in we 
estimate that approximately 60 per cent of them will 
be redeemed before January first. This will mean an 
extra stock turn-over and with it the consequent re- 
duction of our overhead expense in proportion to 
gross sales. 

“It will mean also that the shoes on our shelves at 
annual inventory time will have been purchased at 
the low price level and therefore will not show the 
shrinkage which merchandise purchased during the 
first half of 1920 would naturally have to show.” 
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Experience Meeting of Boston Boot and Shoe Club 
Two Hundred and Fifth Business Meeting---Election of Oliver M. 


Fisher as President 


thirty-third season at the Copley-Plaza Hotel, 

Wednesday evening, October 20. Oliver M. 
Fisher, in opening the session, explained that the 
members should consider themselves as neighbors 
and to very properly meet on a friendly footing to 
discuss the big topic of the day, salesmanship. Be- 
cause of the death of President William H. L. Odell, 
who died while in office, election was made the first 
order of business, which resulted in the unanimous 
election of the following: 

Oliver M. Fisher, M. A. Packard 
Co., Boston, president; Charles M. 
Lawrence, Thomas G. Plant Co., 
Boston, first vice-president; Cecil Q. 
Adams, Bristol Patent Leather Co., 
Boston, second vice-president; 
Thomas F. Anderson, Boston, sec- 
retary; Frederic M. Haynes, Boston, 
treasurer; George W. Wright, Thay- 
er-Foss Co., Boston, assistant 
secretary. Executive Committee— 
Jonathan Brown, Jr., J. Brown & 
Sons, Salem; Charles A. Coe, United 
States Rubber Co., Boston; Willis 
R. Fisher, A. C. Lawrence Leather 
Co., Boston; Peter W. Hutchison, 
Briggs & Hutchison, Lynn; Harold 
C. Keith, George E. Keith Co., 
Brockton; William J. McGaffee, 
Thomas G. Plant Co., Boston; Ed- 
ward W. Perkins, J. E. French Co., 
Rockland; W. R. Sampson, United 
Shoe Machinery Corp., Boston; Wendell Endicott, 
Endicott-Johnson Corp., Boston, and Albert N. 
Blake, Watson Shoe Co., Lynn. 

Resolutions of respect to the memory of the late 
William H. L. Odell and Frederick F. Cutler were 
read and the meeting rose in silent prayer. 

The principal speaker was Thomas F. L. Hender- 
son, personality and business analyst of LaSalle Ex- 
tension University, Chicago. His subject was ‘‘Sales- 
manship That Wins Today.” The most pertinent 
paragraphs in his speech are here given: 


T's Boston Boot and Shoe Club opened its 


The Greatest—Loyalty 


“I would like to place loyalty at the top in sales- 
manship. Here is a thing you can’t buy with a salary 
or expense check and when developed covers a mul- 
titude of sins. When a man is imbued with an in- 
tense spirit of loyalty, his big desire at all times will 


OLIVER M. FISHER 
President Boston Boot and Shoe Club 


be to do his dead level best. No man can claim to be 
loyal if his loyalty doesn’t manifest itself in this way. 
A very successful salesman employer was asked how 
near he allowed his men to get to him: ‘Close enouyh 
to hear their hearts beat.’ Might it not be possible 
that a lack of human interest has been responsible for 
the lack of this invaluable characteristic in your sa!es 
organization? The initiative might have a very con- 
spicuous place. The power to do things without being 
told—the discovery of new ways and means for get- 
ting business—the development of a 
sixth sense that makes possible the 
sniffing after prospects, of the 
frequent attacks of ‘cold feet’ that 
the usual salesman has, isn’t to be 
desired in everyone’s life, and that, 
of course, includes the salesman-— 
is Perseverance. Unlimited possi- 
bilities are in the hands of that sales- 
man who knows no failure. 


Know Your Goods 


“Brother traveling salesman, let 
us play the game square. And 
when it comes to the analysis of the 
goods, let me be brief. All things 
else being equal, the best salesman 
is the man who knows his goods 
best. Nothing is great or small 
save by comparison—not that I 
would suggest a contrasting or com- 
paring of your goods with your 
competitors’ of your own volition, 
for that is weak salesmanship; but you must have in 
your own mind such an analysis of your own propo- 
sition that you can meet any argument that any cus- 
tomer or competitor puts up to you. And you can 
never have your customer get a better picture of 
what you are selling than you yourself have, if the 
negative in your own mind always reproduces a print 
fully as indistinct and unsatisfactory. The other 
point of analysis I want to speak of is the analysis of 
the other fellow, your customer. All men are not 
alike, and cannot be approached in the same way, 
and the method in handling one customer to get re- 
sults may not, and doubtless will not, be equally 
successful when used with’a man of the opposite 
type. One man wants detail—another the high 
spots only. To one man you can talk as fast as you 
care to and ‘land him.’ The same method pursued 
with the other kind might result in ‘nothing doing.’ 
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And so we must recognize that there is a difference 
and be able to meet the difference and adapt the 
presentation of our plan so that it will appeal to both 
with results satisfactory to the man handling the deal.” 

The enthusiasm and interest developed by Mr. 
Henderson in his address served as the keynote for 
the rapid-fire discussion of trade topics that followed. 

Charles H. Jones of the Commonwealth Shoe and 
Leather Company started off emphasizing that 
“what was more important than orders to a shoe 


ub 







to be 
way. 













* factory was the development of a code of ethics in 
sible jy the industry. The trade name for faith is credit. A 
i fae lar.:e proportion of the wealth of the world is created 
sales anew each year. It has to be financed: by credit 
—_ which is character. If the industry has lost business 
eing honor, it has indeed suffered.” He was followed by 
get- Alfred W. Donavan of the E. T. Wright Shoe Com- 
ofa pany, Rockland, who gave statistics of the industry, 
: the proving thereby that footwear would be in demand 
the nationally because of necessity. 

that The hit of the evening was the speech of John A. 
> be Gardiner of the American Oak Leather Company, 
hat, and we give an extract typical of his remarks: 

_—~ “The trouble with us now is too much administra- 





tive meddling with business and finances. Hard 
times are usually brought about by hard heads and 
this is no exception. Liquidation is often a good 
thing, but when 100,000,000 people begin liquidation 
at the same time and the banks begin forcing defla- 
tion, the result is bound to be hard times; but there 
is light ahead. Bad politics can do a lot of damage, 
but good politics can straighten out the tangles. 

‘‘Noah was the first good politician we read about. 
He got his family in out of the wet all right. Joseph 
was no slouch of a politician either when he worked 
the corn scare on the Egyptians. Samson slew 
10,000 Philistines with the jawbone of an ass, but the 
best that can be done with that warlike instrument 
today is to tie up business all over the country while 
politicians call each other bad names.” 

William R. Fisher of the A. C. Lawrence Leather 
Company suggested a more thorough readjustment 
in the distributing branches of the trade to bring 
about a revitalization of business. Mr. Cobb of Sea- 
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of mans and Cobb gave a blanket indictment of the shoe 
be trade as being the greatest cancellation trade in the 
nt one hundred industries he served. 

or Naturally with the interest in raw stocks, the re- 
of marks of Owen C. Howe, Sands & Leckie, should be 
ot given more extensive space, and is printed in full 
¥. elsewhere. 

e- 

y § Receiver Asked for Co-operative Stores 
; Mid-Western Farmers’ Organization Bankrupt, 
3 Says Shoe Manufacturer 

d Milwaukee, October 26—The Jung Shoe Company, 


Sheboygan, Wis., manufacturer of boots and shoes, 
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filed application in the courts at Milwaukee on 
Saturday, October 16, for the appointment of a 
receiver for the American Co-operative Association, 
which has its headquarters at 370-374 Broadway, in 
Milwaukee, and is considered the largest farmers’ 
mutual business organization in the country. Practi- 
cally the entire membership consists of farmers, in 
eight mid-Western States, in whose behalf the 
association buys and sells. The stocks consist of all 
kinds of merchandise, household supplies, wearing 
apparel, boots and shoes and other goods. 

The receivership proceedings are attracting na- 
tional attention because on the outcome will depend 
the future of a notable effort to carry on a co-opera- 
tive business for the farmers of the United States, 
which cannot fail, if successful, seriously to impair 
the business of retail merchants in smaller com- 
munities. 





Picked Prizes from Store Windows 
How Salem Merchants Got Window Inspection 


To make shoppers look in store windows, the 
merchants of Salem, Mass., running an organized 
Fall sale, under the direction of George Ashton of 
the All America shoe store, did this: 

Each merchant made a special window display 
and in the middle of the display put a prize. A pair 
of shoes was the prize in several shoe store windows. 
The prize went to the holder of the ticket with a 
lucky number. 

Shoppers asked for numbered tickets in each store 
and got them free of charge. After the lucky numbers 
were drawn, they were posted in the windows. For 
example, in a shoe store window appeared this, ‘No. 
23,645 won this pair of shoes.” The holders of 
tickets went along the streets, looking in the store 
windows, to see if their ticket won a prize. 

More than 70,000 tickets were distributed. Over 
100 articles were given as prizes. Several thousand 
people looked in the windows. 





Wears Size 15 


Wabash, Indiana, Shoe Merchant Donates Shoes 
to Big Feet Champion 


A retail shoe store at Wabash, Indiana, recently 
received a pair of size 15 shoes for exhibition pur- 
poses. The manager of the store put the shoes in 
one of his windows and placed beside them a card 
reading, ‘“We will give these shoes to any person 
who can wear them. 

A customer saw the sign and called his son-in-law, 
Tom Bowman of Largo, Indiana, to come and 
claim them. Bowman went to the store the next 
day and wore the shoes home. Mr. Bowman stated 
that he wears 1414 for dress purposes, but that size 15 
is just right for work shoes. 
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Hide Prices Below Ten Year Average 


Oct. 30,4192 


A Common Saying in the Trade, “Cheap Hides Make High Priced 
Leather’’ 


By OWEN C. HOWE, of Sands and Leckie, before Boston Shoe Trades’ Club. 


during a period of about four months. It ran 
values up 60 to 1,200 per cent. 

The decline began in August, 1919, and has now 
lasted about 15 months. The hide dealers have en- 
dured the strain remarkably well, and they recognize 
that present conditions present some advantages. 
One advantage is that the dealer can do business on 
much less money than he could last year. Another 
advantage is that prices are much below our average 
of the past 10 years, and therefore the dealer feels 
morally sure that the day is not far distant when 
stable conditions will be established. 

Hides are cheaper here than in practically any 
other country. Almost every week there are hides 
bought in this country to go to Europe. Even Mexico 
and Australia have bought hides here. China and 
India cowhides have been sold here at far below what 
they could be bought for at origin. Such a supposedly 
poor country as Italy has lately bought a block of 
foreign hides at a much higher price than they would 
bring here. 

Stocks of hides abroad, more especially low grade 
hides, are large, but stocks of foreign hides on spot are 
small. There has been no incentive to import them. 

Stocks ef domestic hides are large, but not so large 
as is thought, because many lots are offered several 
times over through different channels. Domestic 
stocks will soon be absorbed or disappear from the 

market as soon as trade takes a turn for the better. 

Many people think that the hide market will not 
improve until the leather and shoe situation is better, 
but such will probably not be the case. The hide 
people are closely in touch with world conditions, 
and, when they think conditions are favorable, they 
will buy raw stocks, whether the tanners are ready to 


ae: rise in hide prices during 1919 occurred 


operate or not. I know of a case where a tanner 
made a million dollars several years ago; not because 
he bought raw stock when he should have, but be- 
cause an importing dealer bought it for him, and 
held it until the tanner saw the leather demand im- 
proving. A rising market usually comes from the 
raw stock end. Last year hides rose sooner and fas!er 
than leather. When the turn comes again, it will 
quite likely come from the raw stock end. 

It is a great pity that a staple commodity like hides 
cannot ride on an even keel, but evidently man’s 
speculative faculty will not permit it. The greed for 
gold out-balances good judgment. Consequently, 
hides, and leather also, are part of the time unreason- 
ably high or unreasonably low. As a result it has 
become a common saying that cheap hides make 
high priced leather, and vice versa. Well, hides are 
cheap now, so cheap in fact that a leading shoe man 
said several weeks ago that if we gave him hides he 
could only reduce his shoes $1.00 per pair. 

A few tanners who usually judge the market cor- 
rectly are buying from week to week. A few others 
are watching the market closely and will try to 
operate when they think the bottom has been reached. 
It remains to be seen whether they will get in at the 
low point. One thing is certain, however, and that is 
that there will be buying in a large way the minute 
hide and leather people feel sure the bottom has 
been struck. 





New Central Leather President 


George W. Childs, Vice-President of Central 
Leather Company, long experienced in the tanning 
industry, was elected on Wednesday to president of 
the Central Leather Company. He succeeds Walter 
S. Hoyt. 
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were still unfair and above true value. 








precluded.” 





Present and Future Prices of Leather and Shoes 


President Harry I. Thayer of Tanners’ Council issues this statement: 

‘After two days’ deliberation the thought was crystallized that, owing to the severe decline in 
the price of all hides and skins, it should now be possible to give the consuming public a cheaper shoe 
which has been generally kept out of the market because of the prevailing idea that prices of shoes 
However, it must be recognized that, while a reduction in 
shoe prices would now be possible, at the same time, owing to the greatly increased cost of all other 
items entering into the production of leather and shoes, anything near a pre-war price is absolutely 
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“Hand Me the Cream, Please” 






Showing the Reward Reaped by the Man Who Believes Business 


vention at Denver, Rev. James Thomas, that 

~ philosopher of the iron mines, used this illus- 

tration of the difference between an optimist and a 

pessimist. “A pessimist,” he said, “is.a man who 

sits at the table and in a languid, hesitating way 

says—‘I would like to have a little milk if there is 
any left in the pitcher’— 


ik an address before the Mountain States Con- 


Is to Be Had for the Effort 


By E. C. LOGAN, Western Editor, ‘‘Boot and Shoe Recorder”’ 


week by week and month by month. He found he 
could take a general markdown of 3 per cent on his 
merchandise and still show a satisfactory profit. 
Instead of taking a markdown of 3 per cent on each 
pair of shoes in stock he took a markdown on certain 
shoes which he wanted to move and featured them 
in his window and his advertisements. He called his 

salesforce together, in- 





while the optimist is a 
man who says—Hand 
me the cream, please. 
Get it. 

In many sections of 
the country, especially 
in the industrial centers, 
September business in re- 
tail stores has not been 
up to expectations. In 
acertain Ohio city several 
thousand workmen have 
been temporarily laid off. 
The average merchant in 
that city accepted the 


alloy; 





9 I saw him across the dingy street, 
A little old cobbler, lame, with a hump, 
Yet his whistle came so clear and sweet 
As he stitched away at a dancing pump. 


Well, some of us limp, while others dance, 
There’s none of life’s pleasures without 


Let us thank Heaven, then for the chance 
To whistle, while mending the shoes of joy. 


Grace MacGowan Cooke, 
In “The Three Partners’’ 


jected the spirit of pep 
into them and had them 
concentrate their sales 
efforts on these special 
numbers. He put it 
across and the business 
of that firm shows a hand- 
some gain over Septem- 
ber of last year. 

This concern has nearly 
half a century of success- 
ful history behind it. . It 
is undoubtedly known by 
more people in that city 
than any other store. All 








situation as a matter of 
course. Besides the lay- 
ing off of these men, the weather throughout the 
month was exceedingly warm, which also had a 
tendency to slow up business. 


The Store That ‘‘Made’’ Business 


Out of a half dozen or more prominent merchants 
who were interviewed all but one had felt the result 
of the situation in their sales record. The one firm, 
however, saw the situation coming and got busy. 
They dolled up the store; spent extra money in 
advertising; talked over the situation with their 
salesforce and made each salesperson a committee 
of one to bring in extra business. They were all on 
their toes watching for business. Their business did 
not slump, but showed a handsome gain for the 
month. They were not pessimistic and in effect 
said, ‘Hand me the cream.” 


The Place for Price-Cuts 


In another larger city similar conditions have pre- 
vailed. The average merchant expected a slump 
and got it. One store got busy figuring. The head 
of the organization compared the profit sheets and 
sales records of this year with those of last year, 





through the years it has 
built up a reserve of good 
will and reputation for truthfulness and honesty. 
When it announced a price reduction on these special 
numbers the people of that city believed in the truth- 
fulness of the statement. It is cashing in on the 
reserved good will. It is getting the cream. 


A Manufacturer Gaining Business 


In a certain shoe manufacturing center of the 
Middle West, the sales records of one of the largest 
concerns shows a gain of approximately 28 per cent 
in shipments for the first nine months of 1920 as 
compared with the same period of 1919, which was 
the biggest year in its history. 

This firm did not get the business by saying: ‘“‘Busi- 
ness is rotten. We will not send our men out and 
we will not advertise. We will just wait until business 
gets better.” 

They believed that the affairs of the country are 
fundamentally sound. They looked over the situa- 
tion, saw that the agricultural section of the great 
Middle West and Southwest was prosperous, that the 
outlook for crops was better than ever before, and 


deduced that good crops mean money in the pockets | 
(Continued on page 67) 
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Shoe Fitting in 1920 


*““Recorder’’ Lesson No. 20 


The better the fit the better the wear. Price 
and profit then become a pleasurable 
acknowledgment of service. 



























New faces at the fitting stool mean a keen interest in 
the first principles of shoe selling. Scarce a store in the 
country but numbers the addition of men whose knowl- 
edge of feet and footwear is limited to the “‘first hand” 
knacks of getting sales. If by a series of AUTHORITA- 
TIVE ARTICLES we can give more light on “the first 
duty of the retail shoe sal. fitting human feet’’— 
then we will have started our 1920 educational program 
correctly. Study these types and apply the suggestions 
to your fitting-stool experience. 





















































THE TOE JOINTS—NO. 20 


ITH this lesson we end the series of hints and 

\ \ suggestions on shoe fitting. In the different 
lessons we have tried to suggest ways and 

means that might prove enlightening to any shoe 


" seller. 


Shoe fitting, as we all know, is even more difficult 
today than it was in the old days. The public is more 
intelligent, more of a slave to constantly changing 
styles, and is more desirous of having a slab-sided foot 
look like the normal, well-proportioned foot of friend 
or neighbor. This is a fact that tries the patience of 
the shoe fitter, and, above all, that desire and love for 
a $15 or $20 shoe when the pocketbook is limited to a 
$5 grade. 

The Effect of Style Changes 


Experience has proved beyond a doubt that con- 
stantly changing styles in men’s and women’s shoes 
breeds difficulty in shoe fitting. The customer pur- 
chases a pair of shoes, and after they “have proved 
the most comfortable I have ever worn,” six months 
later he or she wants another pair just like the shoes 
they have on. Well, six or eight months have elapsed 
and the retail salesman finds in taking off the old shoe 
that ‘“‘we have discontinued this last, but here is one 
just like it.” 

It isn’t just the same, but the customer’s foot is just 
the same. Consequently there is trouble right off the 
bat. The salesman must fuss and stew, lace and un- 


The How and Why of Treating Troubled Feet as Solved by Experts 
Who Have Met with Every Form of Foot Trouble 





lace (or button) until he finds something that is ‘“‘just 
like the old one”’ or that may prove comfortable when 

- shaped to the foot in wearing. Mind you, the poor 
foot hasn’t changed one bit. Consequently it is a 
case of the foot fitting the shoe, and not the shoe fit- 
ting the foot. All this takes time, patience and judg- 
ment on the part of the shoe salesman. 


Pointing the Remedy 


Now the remedy for: this is obvious and if worked 
out, will prove an excellent bit of advertising and 
create prestige for the enterprising merchant. Some 
of you practice what we are going to suggest and if you 
do, we are not talking to you, but rather to the mer- 
chant who changes his lasts every time the traveling 
man Calls. 

When you get a good fitting last, that is, a last that 
will fit different feet, as some lasts will, just hang to 
one or more lines on that last, and make a point to 
make it known to your customers that they can send 
from a distance and be sure of getting the same last 
every time. 

Their feet do not change, and they will appreciate 
the great convenience and enjoy continuous comfort 
by getting another pair of “the most comfortable shoes 
1 have ever worn.” 


Part Played by Advertising 


Make a noise about it and impress it on your cus- 
tomers every time you take their money, something 
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in this fashion: “When you want another pair just 
like the pair you are wearing, copy the number on the 
lining and send it to us, for we always intend to keep 
this particular last on hand.” 

Many stores find it to advantage to keep a card 
index record of their customer’s fittings, for many 





GOOD SHOES 47 LITTLE. PRICES 


All High School Girls 


And grammar school girls, too, are in 
to see our special school shoe that were 
offering young ladies: 
Black with 

It's Calf, oes Suing in 
pe 

snappy shape aiid well fitting. sid 

Specially priced at $7.00 





OPPOSITE COURT HOUSE 











THE IMPOSSIBLE IN ADVERTISING 


Keep consistent your text and illustration. Why throw 
money away in advertising that is ridiculous. Imagine 
a school-girl with a shoe like this! 


reasons. If a customer wishes to write in for shoes, 
they often are confused by the size, case and style 
markings. When in the store it appeals to the cus- 
tomer’s sense of importance to have a salesman turn 
to the file and consult the records before fitting. 
Then too, when you wish to stimulate business by 
going through. your file you are able to write or phone 
customers that you have a certain style on their fit- 
ting, on which you are reducing the price. Cus- 
tomers often forget the children’s sizes—a record that 
shows the size, price and date purchased often helps 
wonderfully. 


The Top of the Toes 


In this lesson the illustration indicates the top of 
the toe joints often irritated by a shoe fitted with too 
much fullness in the upper; the vamp wrinkles inward 
and the ridges formed by the wrinkle scrape on the 
top of the toes, often causing blisters. 

Poor lasted vamp linings and knob toe shoes are 
often the causes. . These difficulties arise more often 
in cheaper grades, and it is the customer with the 
small pocketbook that is more likely to suffer. 


When you get a case of this kind there are two ways 
to remedy the evil. In the first place if the trouble is 
caused .by poor fitting, give the customer another 
pair. But if you are satisfied that it is no fault of 
yours and you wish to relieve the sufferer, fit an inner 
or slip sole from ball to toe, thick enough to take up 
the fullness; or it may run from heel to ball without 
seriously affecting the fit of the shoe. Often it will be 
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necessary to open the shoe back as far as the ball and 
take the vamp lining out altogether. 


A Record Breaker 


Detroit, Mich., October 26—F. E. Driscoll, manager 
of the Long Shoe Company, 101 Woodward Avenue, 
reports their record breaker sale to one party (a 
Lithuanian returning to the old country), as follows: 

3 pairs women’s high shoes $6.95 $20.85 

1 pair women’s high shoes.. 5.95 5.95 

2 pairs brogue oxfords 6.95 13.90 

2 pairs women’srubbers.... 1.25 2.50 

2 pairs men’s rubbers 3.30 
10.00 
.20 
4.00 
9.00 





2 pairs women’s hose 
12 pairs women’s hose 


$69.70 





‘HAND ME THE CREAM, PLEASE”’ 
(Concluded from page 65) 
of the farmers and the people in the smaller com- 
munities of the farm section. They knew that 
merchants in those sections would have to have 
merchandise to meet the demand. They made their 
prices right, their policies right, and concentrated 
their efforts in those sections where prosperity is at 





Latest Tongue Effects 





London Is Showing Cut-Steel Designs on Leather 
Tongues as the Latest Ornamentation—From 
Footwear Organizer, London 











its height. They demonstrated the truthfulness of 
Mr. Thomas’ definition of the optimist. 

There is “Cream” in every community. In some 
communities there may not be as great a supply of 
cream as was prevalent a year ago. There may not 
be enough for both Mr. Pessimist and Mr. Optimist . 
to get as abundant a portion as he might wish, but 
it is a safe bet that Mr. Optimist who believes it is 
there, will get his because he will go after it. 
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Proper Care Will Prolong the Life of Shoes 






























































Timely and Honest Hints to Consumers Will Help to Build Good : 
Will for Retail Merchants th 
lo 
(The public is always interested in saving money, not give full service. Its life is short. The careless oe 
now more than at any other time. Good will can be owner not only wastes his own money, but in- 
created by emphasizing in your advertising the various creases demand at a time when conservation is 
statements made in this article. For the illustrations we needed to bring prices down. 
are indebled to the Retail , 
Trade Board of the Boston a Proper Repairs Help 
Chamber of Commerce which Proper repairing will pro- 
has recently issued for public The W;, EA R D epends long the life of a ta 
distribution a very complete Throwing away slightly worn 
little pamphlet on the care of Upon the CA RE shoes is Pastis. ti Dis- 
footwear.—Editor’s Note.) carding any shoes which in- 
eaiieted expensive repairing can restore 
ROPER care will pro- to their original usefulness is 
long the life of shoes waste. Watch the soles. A 
many months. The weak foundation may destroy 
care of shoes begins with the whole building. ca 
keeping them clean. Merely A new sole built on top of sh 
. polishing, neither cleans nor a worn sole restores the orig- J be 
}| conserves shoes. Often the inal strength of the shoe. B p< 
a grit is ground into the leather. Heels or soles worn down on 
4 Rubbing the polish into the the side should be built up sh 
i pores on the top of the grit before the shoe is thrown out in; 
causes the leather to rot and of shape. a 
break. Black kid and calfskin ° Watch the inside of the 9 pr 
shoes can be easily cleaned shoe. R The acid from per- 
by using a damp cloth before spiration and the friction pr 
polishing. Cream dressings from walking often destroy | 
| are usually better than heavy the lining. Relining inside ro’ 
| pastes which accumulate on the heel and other parts 
/ the surface of the leather and adds months to the life ofa § wi 
induce premature cracking. shoe. : 
Tan shoes can be cleaned Novelty Shoes Difficult to . . 
with castile soap; or preserved Repate int 
as well as cleaned with sad- s Nsden “diin alii light : 
dle soap. The preservative so 
cane ad ial soap was — F. ACTS ABOUT HOES turn soles are difficult and of 
proved in the Army. It can Illustration Used on Cover of Pamphlet Issued by costly to repair. Wearing 
be procured in almost any the Retail Trade Board of the Boston Chamber of _ strong, sturdy shoes every 
shoe or saddlery store. caammemaees day which can be repaired ; 
economically, and reserving sol 
The Effect of ‘Shining’ Too Hard for dress wear novelty or faricy shoes which ors 
Savagely shining any shoes is destructive. Friction i little repairing, is real conservation of § me 
: : eather. 
Gevings Teak, yen Pemeny. Sanne ihe. Heinen. Si ahas puntnn wih heey) iene Maat etiaastie te BG 
Cracking of uppers is often due to this strenuous . , 
PAPE pa occasion and squeeze every bit of wear out of them by wh 
mode of “shining” boots. good repairing and proper care, leather will be con- co" 
For the care of women’s colored shoes there are served and high prices are sure to take a downward i 
several dependable compounds, but only those should trend. oil 
be used whichj'are™ recommended by reliable shoe To get more wear out of shoes, first, buy the right 80% 
dealers. kind of shoes; second, take care of them properly; qu 
A neglected shoe, like'a neglected automobile, does third, keep them in good repair. con 
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The Fit of Footwear 


Where the shoe is either too large, too small, or too 
old with wrinkled and broken drill lining there in- 
evitably results friction, pressure and impact. These 
three factors are paramount in the causation of cal- 
losities, corns, blisters, abrasions, tender and sore feet. 
So, in the examination of a shoe searching for the 


The Wrong Way to Put on a 
Pair of Shoes 


causative agent of foot disability, the fact that the 
shoe may be too large, too small or too old, should 
be borne in mind. The part that the socks play will 
be discussed under that heading. 

Where the injuries above enumerated occur, the 
shoe should be examined thoroughly with the follow- 
ing points in mind: 

1. Top of toes—toe cap too low, leather stiff, im- 
proper construction. 

2. Ends of toes—shoe too short, loosely laced, im- 
proper construction. 

3. Outer sides of big and little toes—shoe too nar- 
row across the instep. 

1. Over the instep—tightly laced shoes, uneven 
wrinkled tongue. 

5. Along the outer and inner margins of the sole of 
the feet—faulty internal construction resulting in thick 
inner edge of insole or warping or curling of the latter. 

6. On the sole of the feet—inequalities of the inner 
sole caused by the warping of the leather or shifting 
of the fill (layer below the insole). 


What the Army Has Discovered 


The shoes being the most important part of the 
soldier’s equipment and the back bone of an infantry 
organization’s efficiency, it is imperative that an ele- 
mentary knowledge, at least, of their care be part of 
the officer’s knowledge. This knowledge should be 
imparted to the men at each and every opportunity 
where the occasion offers itself. To make the foot 
covering as waterproof as possible under ordinary 
conditions the sole and welt should be thoroughly 
oiled with neatsfoot oil, bacon rind (salt removed by 
soaking) or in emergencies with machine oil of good 
quality as used in the lubrication of the rifle. Where 
constant exposure to water and cold is anticipated 
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the upper as well should be thoroughly oiled by ap- 
plication of the oil and rubbing and kneading of the 
leather. Judgment, however, should be practised in 
oiling the uppers because too much oil is a detriment, 
in that it clogs the pores of the leather, making the 
latter impermeable and preventing the moisture of 
the foot from evaporating. This condition of the 
shoe, then, is comparable to rubber which is also 
impermeable. 
Not Too Near the Fire 


When the shoes have become water-soaked from 
continued wetting, do not hold them too near a fire, 
as much quick drying causes stiffness of the leather, 
with the production of corns, blisters, abrasions and 
similar afflictions. From the actign of rapid drying, 
also, it should be noted that the leather decomposes 
and disintegrates quickly, lessening the life of the shoe. 
Where haste is necessary, pebbles may be heated and 
repeatedly placed in the shoe and agitated until a 
sufficient degree of dryness has been obtained. Hot 
cloths may be placed in the shoe or oats which absorb 
moisture readily. 


And After Drying 


The shoes being dried by whatever method chosen, 
they should be thoroughly brushed and the leather 
kneeded with the fingers until supple. Wet shoes 
should never be exposed to the elements in freezing 
weather as the leather will become frozen. Should the 
shoes issued be lined with drill ducking this should be 
examined frequently to see if it is torn, wrinkled or 
lying smoothly in the shoe cavity. Dress shoes used 
for liberty should be kept brushed and polished con- 
stantly if long life is to be expected of the leather. 

As a preventive measure troops should be urged to 
examine the shoe cavity for protruding nails, wrinkles 


The Right Way 


of leather or drill ducking and other inequalities of the 
surface. Broad laces should be used and laced suf- 
ficiently for the march to hold the heel in place and 
prevent shifting of the foot forward in the shoe. The 
tongue of the shoe should be smooth, free of wrinkles 
and lie evenly under the laces. 

(Hints on the buying of shoes are also good in the 
building up of good will. The following passages were 
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taken from advice prepared by the Massachusetts 
Retail Shoe Merchants’ Association.—Editor’s Note.) 


Helps on Shoe Buying 


Buy shoes intelligently and treat them as they 
should be to get the longest wear. 

Buy rugged shoes of good quality, especially the 
soles for everyday wear. 


Ruined by Heat 


E Do not expect a light weight dress shoe to stand up 
under hard everyday usuage, in all weathers. 

Buy as good shoes as you can afford because quality 
means more in shoes than any other article. But un- 
derstand that side leather shoes of good quality will 
give equal and better service than the finest calfskins, 
especially in children’s, boys’ and men’s everyday 
shoes. 

Trade with Reputable Dealer 


Trade with a reputable dealer, who has spent years 
in building his -business, who expects to stay in busi- 
ness, and put your shoe problem up to him and be a 
satisfied customer. Avoid the irresponsible fly-by- 
night, unethical dealer whose only thought is to “get 
money.” 

Women should not buy turn sole footwear for daily 
wear. They are intended only for those who can 
afford such luxuries and for extreme dress wear. In- 
stead, buy welt sole or McKay sewed shoes for real 
service. 

Louis wood heels mean a dollar or two added to 
price, and are not as durable as the leather heel at a 
big saving in cost. 


Leathers Giving Best Service 


Leathers giving the best service in general rank in 
this order: black kid and gun metal calf, then tan, 
patent. Side leathers wear as well as calf and al- 
though they do not look quite as fine are much less 
expensive. Black looks better longer than tan, thus 
at the same costs is more economical. Kids come in 
many grades, feel soft, wear well, and are easily cared 
for. Patent is a strictly dress leather, always un- 
certain in wear, cannot be guaranteed, and therefore 
a risk to the purchaser. Cordovan is expensive but 
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durable. Buckskins and colored kid should only be 
bought by those who can afford them. 

The public should care for and shine their own 
shoes. A home outfit is inexpensive at 10 cents a shine, 
pays for itself quickly, and the saving in shines will 
go a long way toward the cost of the shoes them- 
selves. It is important to know also that the heat or 
friction burning of the saVage onslaught of the pro- 
fessional shoe shiner is responsible for most of the 
uppers cracking. 


Shoes for Children 


Boys and children are harder on shoes than grown- 
ups, and only rugged, wear-resisting shoes should be 
purchased, avoiding the dainty, pretty effects while 
prices are as high as now. Boys’ so-called Scout 
shoes are the best investment for everyday wear. 

Women can save an average of $3 a pair by pur- 
chasing and wearing low shoes in place of boots, at 
least nine months in the year. 

Women’s boots with cloth tops in black and colors 
are practical, wear well, and will save the customer a 
dollar or two as against leather top boots. 

Shoes should be protected by wearing rubbers in 
wet weather. Leather constantly wet dries out hard, 
taking the life from the leather, and leading to cracks 
in uppers. Wet shoes should be dried slowly away 
from heat or sun, then treated with oil to soften them. 
Shoes must be well fitted to get best results. Poor- 
fitting shoes cause wrinkles that finally crack; tight- 
fitting shoes stretch, thus breaking the fibre of the 
leather. 

If these suggestions are followed carefully by the 





Run-over Heels 


shoe wearing public a saving in footwear bills can be 
effected amounting to 20 per cent to 30 per cent a year. 





This Might Pay Others 


A skillful shoe merchant spends much time in the 
markets where shoes are sold. He picks up a lot of 
merchandise, for quick sales. And his total sales 
show large increases, both in number of pairs and in 
cash, over a year ago. Incidentally, he has his clerks 
well trained to run the store while he is in the market 
buying merchandise. 
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Attractive Window Trim of Children’s Shoes in One of the Stores of the Van Degrift Shoe Company, 
Los Angeles 


Strap Effects Most Popular in Los Angeles 


Satin and Kid with High Heels for Dress Wear---Oxfords with Cuban 
Heels for the Street 


HE feminine public of Los Angeles is confining 
itself chiefly to strap effects for Fall and the 
shops are showing some decided novelties. 

For dress wear satin and kid are very popular, with 
French and Louis heels, while for the street, oxfords 
with military heels predominate. Vamps not quite so 
long, and toes not quite so pointed, characterize the 
street oxfords, while some of them are smartly 
stitched. 

Men’s brogues are still going strong, but the ladies 
have practically discarded them, while hiking and 
outing boots as usual sell well, combined with the 
many beautiful effects in woolen hose. Some mer- 


chants predict an oxford Winter, and many women - 


will merely put on gaiters with the advent of the 
rains. 


Rosenthal’s think colored top boots will be popular 
later, but there is little call for them yet. 


Black Satin Also Popular 


The College Boot Shop is showing a novelty black 
satin tongueless boot, laced with black grosgrain rib- 
bon. They have many novelty straps in their window, 
among them a blue kid back strap with blue bead 
dangles around the ankle. 

The Bootery is showing the “‘Dardanella’’ in black 
satin with oxidized steel cloth quarter, a very at- 
tractive dancing pump. 

Wetherby-Kayser’s have just completed a very 
successful season’s-end sale of Summer footwear. 
Many of the shops have conducted very successful 
month-end sales. 
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Style S-5077—$2.50 Pair 


All satin mule, satin piping to 
match, half Louis heel, Teather 
sole; pink, blue, rose, laven- 
der, copen, black. 

Also black with old rose, black 
with pink, black with lavender, 
and black with light blue lin- 
ings; sizes 3 to 7. 


TERMS 
2/10 Net 30 


Reg. U. S. Pat. Office 


SPECIAL 


FOR Style S-5060—$1.00 Pair 


HOLIDAY 


Gray suede slipper, leather 
sole, trimmings and pom pom 
in pink, blue, rose, lavender, 
copen; sizes 3 to 7. 


Se Fcyd berg gy 
B5 heh Ave. New-ore- bers on request. 


Fain Dealings Win dato 
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J he demand he new proee brown shade . 
Z aving a steadily increasing ca 
or Color 32 a = ¥ of a, grade 
. shoes. It is accepted as the new 

Medium Brown brown shade, and should be sampled 


in order to be appreciated. 














leathers 


Nothing could be more remarkable 

always C. l 3 3 than the continued demand for this 
shows oior famous color originated by us. De- 
Tony Red spite predictions to the contrary, 

we are still having large and steady 


WwW h ic h (Smooth) orders for Tony. 
way 
th J 
st Y 7” Practically all our business on board- 
winds To n y R e d ed leather is on the Tony Red color. 


a re (Boarded) Nothing seems to please our trade 
r 
blowing so well for a boarded stock. 














PAUUCRORUOROODOOROORORDEDORG 











CRESCO 


The old reliable. Year by year we make 
more of it for winter shoes. It seems an 
accepted trade fact that CRESCO is the 
only waterproof leather that takes a polish. 


CREESE& COOK CO 
conta CREATORS OF NEW CALF LEATHERS gqumemchteme 


LATS 
TANNERIES Ks OCR SALES ROOMS 
DANVERSPORT Mise “xy 95 SOUTH ST. BOSTON 


WON, aA 
WOLFENSTEIN x SHANAHAN SETA aes OM. 
39 SPRUCE STREET . LEATHER TRADES BUILDING 
NEW YORK ST.LOUIS, MC. 
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LuciUs BEEBE & SONS 


129 SOUTH ST. BOSTON, MASS. 


BLACK AND COLORED CHROME SOLE 
SHEEPSKINS FINDINGS 








AYER TANNING CO. 
MANUFACTURERS OF 


RUSSIA CALF 


BOARDED AND SMOOTH 
BLACK AND COLORED SIDES 


CALF LININGS ELK SIDES 
SPLITS |BAGLEATHER 
MAT CALF METAL CALF 
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ieavew seed TANNING ccaterccnc: 
131 “a \SUMAY BOSTON, 
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A FEW 


Arch Preserver Shoes 


of the many 


Carried In Stock 


Keep your sizes complete 
Don’t lose sales 


Ne. 7 No. 56 No. 44 


143 
piock So Site Lace, 578 Brown Calf (Van Dyke Shade),6 Black Kid 84-inch Lace, 299 
. é Eyelet, 578 Last, .15-8 inch Heel. Last, 17-8 inch Heel. 


Price $9.25 Price $6.75 Price $9.50 


No. 22 
No. 12 No. 26 
‘ . , Dark Brown Kid 8%-inch Lace 
Dark Brown Calf 814-inch Lace, Black Kid 8-inch Lace,§578 Last, "raat 
578 Last, 15-8 inch Heel. 15-8 inch Heel. ney Top, 305 Last, 17-8 inch 
Price $9.50 Price $9.25 Price $8.00 


The Arch Preserver shoe is the shoe dealer’s best and most dependable asset 
when business is dull. Hundreds have found it so. If you haven't already 


_ been told all about them, write us for an appointment. 


THE. SELBY SHOE COMPANY 


PORTSMOUTH, OHIO, U.S.A. 
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THE CLARKE 
FOOT MEASURE 


“It takes the guess 
out of Shoe Fitting” 


at ‘Sy 70 
WAT 2) 
x 5 .60 \ te It gives the correct length and width 





Snappy Welts 


of the foot in one operation. 

It assures absolute accuracy of fit. ° 
It has an extremely favorable psy- 
chological effect upon the customer 
—convincing him that your service, 
your store and your merchandise are 
dependable. 
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Clarke-Emerson Mfg. Co. 


Worcester, Mass. 
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Write us—for the full story! 
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Make Buyers 
Out of Passersby 


Hugh Lyons period display fir 


rs 


6157—Brown’Cocoa Calf, 814 inch, 14-8 Mil- 
Heel. B-D. 


aa ar Cocoa Calf, 814 inch, 8-8 Heel. 


6163—Black Kid, 8% inch, 8-8 Heel. C-—D. 
eatin en 81% inch, 14-8 Mil. Heel. 


tures continue to grow in popu- 
larity because they lend beauty 
and attractiveness ‘to the display 
window. 





PU = 


Terms 2% 10 days Net 30 days 


“She 
hemes - Roth Shoe. 


Footwear Specialties 
1251 West Sixth Street 
Cleveland Ohio 


oa 
NS 


If you have not received our cata- 
logs showing our Adam, William 
and Mary, Chippendale and 
Queen Ann designs, we will be 
pleased to send them to you. 
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HuGH LYONS & COMPANY 
MAKE BUYERS OUT OF PASSERSB! 
LANSING -— MICHICAN 


NEW YORK SALESROOM CHICACO SALESROOV 
35 W. 32nd. STREET 234 S. FRANKLIN § 











y fix 
popu- 
eauly 
splay 


cata- 
illiam 
and 


Oct. 30, 1920 


BOOT AND SHOE RECORDER 


5O Farrington 
Business Builders 


FREE! 


Frank Farrington’s 
letters will liven up the lines 


you thought were dead on your 
shelves. 


A forceful, interest- 
ing Farrington letter is a 
tonic that will speed turnover, 


stimulate special sales, waken interest, 
and increase profit all around. 


Every live merchant 
ought to have the 50 Far- 


rington letters and plan a 
campaign to use every one—one mail- 
ing a week throughout the year. 


Frank Farrington 
knows retailing—is an ex- 
perienced advertising man—a 
writer of forceful, interesting, business 
getting letters. His master salesman- 
ship is apparent in every line of these 
letters. 


These Frank Far- 


rington letters were written 


especially for us at our request, 
because we knew the weak spot in re- 
tail advertising was the lack of strong, 
well-written sales letters all ready to 
send out. 


Any one of these 
letters would be worth its 
cost if you had to pay $10.00 


forit. We value the series of 50, con- 
servatively, at $100.00 but they are 
not for sale. 


The Frank Farring- 
ton letters are reserved for 
Multigraph users, and a com- 
plete set is furnished FREE to every 
purchaser of a Multigraph retail equip- 
ment. The set contains not only 
the 50 complete sales letters, but 
hints on writing additional letters, 
suggestion as to sales contests, new 
plans for building business and better- 
ing profit, any one of which may more 
than pay for the cost of the Multi- 
graph in a few weeks. 


If you want quick 
turnover—better profit—a 
bigger, busier store you’ll want 
to know all about these letters, and 
how you can print them on the Multi- 
graph. 


- The 
American Multigraph 
Sales Company 
1453 East 40th Street 
Cleveland, Ohio 





M4 M4 Just the machine for turn- 
Multigr aph Senior ing out the Farrington let- 
ters, for printing labels, folders, booklets, stationery, and 
the like, and for imprinting manufacturers’ literature. An 
efficient, compact, reliable duplicating device. It does form 
typewriting and office printing and produces high quality 
work,-adequate for the average business. 


It sets real type for genuine 
Flexo-Typesetter printing from printers’ ink. 
Any bright employee can learn to use it, and with a little 
practice can do the job of typesetting swiftly and surprisingly 
well. The device is light, compact and strong. It not only 
simplifies the setting of the type, but provides for keeping 
the type in such a way that it is always ready when wanted. 


The American Multigraph Sales Co. 
1453 East 40th Street, Cleveland, Ohio 
Gentlemen: 

Please give me particulars about the 50 
Farrington letters and how I can print them 
with the Multigraph. 
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Korry-Krome 


GENUINE LEATHER SOLES 







People like Korry-Krome Genuine 
Leather Soles because they wear as 
long as two pairs of other soles. Per- 
manently waterproof and won't slip in 
the wet. They have that comfortable 
flexibility so desirable in a good 
leather, yet they are firm dnd strong, 
keeping shoes in shape whether dress 
shoes or heavy work shoes. On chii- 
dren’s shoes they actually stand the 
scuffing as you’ve never seen any other 
sole do. 


Korry-Krome is looked for and pop- 
ular all over America. People like to 
see this branded nationally advertised 
sole leather on new shoes. It is an extra 
money’s worth that asserts itself. Its 
substance is real value emphasized by 
a secret tanning process. Korry-Krome 
users tell others about it because they 
have something to talk about. 


Shoe repair men who use Korry- 
Krome Genuine Leather Soles build 
bigger business on the solid founda- 
tion of satisfied customers. 


J.W. & A. P. HOWARD COMPANY 


ESTABLISHED 1867 
Corry Pennsylvania 
Boston Store: 95 South Street 
Chicago Store: 185 No. Wells Street 
Philadelphia Store: 263 No. Third Street 
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Plant-Why ? 


Canada is the logical location for An American 
Manufacturer seeking British Business. 


Canada is the United States’ second best customer; Canadians buy 
annually in the United States $800,000,000 worth of merchandise. 
American Exporters to Canada are finding that the existence of 
their Canadian trade is threatened by four things: 


SSIS 


—the refusal of many Canadian importers to accept an Ameri- 
can discount on the Canadian dollar: 


—the rapid growth of the “Made in Canada’”’ movement: 


—the spread of sentiment favoring British Preferential Tariffs 
and Imperial trade: and 


SSSSSSSNN 


—a growing tendency on the part of Canadians to buy where 
their dollar is at a premium rather than in the United States. 


Forty per cent of the United States’ exports go to British posses- 
sions. The forward-looking American manufacturing exporter who 
desires to develop his Canadian and British Empire trade will in- 
vestigate the opportunities Canada offers him. 


The Statistical Department of the Union Bank of Canada will 
gladly assist American Manufacturers in the investigation of 
Canadian conditions and the location of suitable plant sites. 


Write Department “A” for booklet 
**4 Canadian Plant---Why?” 


j 
j 


UNION BANK !' 
of CANADA 
Resources Over $160:000:000 
49 WALL STREET, NEW YORK 
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Perfection Overgaiters Built up to a Standard, Not Down to a Price 


GET YOUR SHARE 


Of The Big Spat Business 


There will be an unusual demand for 
Overgaiters this Fall and Winter 


WE WILL HELP YOU 


Because we have quality spats in the 
most wanted kinds at very attractive 
Perfection Overgaiters prices. Ready for Immediate Delivery 


Leggins and Rompers 
3 Special Lots of Extra Values 


Perfection Overgaiter Co. 10 Button Boot Top 12 Button Boot Top 
Winooski, Vermont 14 Button Rhea 














Se ee 


Positively 
Prolongs 

the Life 5 
f Leather’ 


Heavy work shoes can be made to give the'wearer 
greater comfort and satisfaction by the use of “P&V”’ 
FARM SHOE DRESSING. This keeps them soft 
and pliable. It thoroughly protects the leather— 
making it shed water and resist barnyard acids 
which destroy the leather fibers. Recommend _ its 
use to your customers. 








PRICES . 
25c Size $2.00 per Doz. $22.00 per Gross 
1 = i i aa 1m Ce 


Order from your Findings Jobber, or write us 
for information. 


PFISTERS VOGEL LEATHER 0 


vr 


MILWAUKEE: : -WISCONSI! 
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How Do You Know 


that you are getting the best lining in your shoes? 


By Appearances? 


HERE is an actual picture of The Light- HERE is an actual picture of The Heavi- 
est Weight Twill of ordinary construc- est Weight Twill of ordinary construc- 
tion used for shoe linings. tion used for shoe linings. 


[s there anything on the surface to indicate any marked difference in value between them? Is there anything on 
the surface to render one more distinctive in appearance than the other? 

How are you going to detect slight variations in the value of ordinary twills when the greatest variation pro- 
duces so little superficial difference? 


Although it is better, does the heaviest ordinary twill impart any greater appearance of distinction to the high 
grade shoe than is possessed by the low grade shoe lined with the lightest twill? 


: 
: 





Ds three things for a shoe, and more than that for the man who sells it. To a shoe it gives a different and 
strictly high grade appearance: an added length of life which lowers the cost, and, because it is made in but 
one quality (the highest), leaves no room for doubt as to what lining value it contains. 


To the man who sells the shoe, it gives the assurance which goes with a knowledge of these characteristics, 
as well as the direct return in Good Will which must go with a policy which provides such a generous measure of 


value at so vital a point. 
That value (or service) is needed in a shoe lining is an unquestionable fact. 
That “DOUBLETWILL” provides the fullest measure of value, we are fully prepared to demonstrate. 


Which shall it be? -- Ordinary Twill or “DOUBLET WILL” 


“Doubletwill” and ‘Wear Well’ Shoe Linings are sold O NLY by W. H. HOLBROO K COMPANY 


eee Te Tee TTT eM eMMelMmenMlniennmiiiinemiiiiinelniiiiieniiiiiiemiiiiie I eLR Tera TTT oT] 
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Jack Frost 


pe. UD £ dollars 5) 
for’ you 


ITH the fall stimulation of shoe sales goes the 
opportunity for increased turnover if in your 
store relief from painful conditions of the 

feet can be assured. 


By having some of your sales force trained (without 
cost to you) in the Wizard method of corrections of 
broken arches, misaligned heel bones, callouses and 
other painful foot ailments, you give the public a 
shoe fitting service that builds business. 


Where Wizards are sold, complete shoe comfort is 
assured. That fact has been driven into the conscious- 
ness of shoe buyers throughout the nation by Wizard 
national advertising. There is hardly a home in all 
the land that has not had opportunity to become ac- 
quainted with the Wizard trade-mark—the sign and 
symbol of absolute comfort for feet. 


a > « sgpertenin in the shoe busi- 

ave an interesting, vitally 
ola immensely profitable proposi- 
tion to lay before you in detail. It is a 
story backed up by proof that 


Not only bring you a generous profit on 
sales of the apdllenens themselves—but 
through increased satisfaction given your 
trade by superior methods of shoe fitting, 
under our system of training your sales- 
men. Let us put these facts before you. 
Write us today. 


WIZARD LIGHTFOOT APPLIANCE CO. 


1765 Locust St. St. Louis, Mo. 
966 Marbridge Bldg. New York City, N. Y. 


European Headquarters: 


Central Chambers, 
South Castle St. 









10, 1929 
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tomers have the habit of expecting service. 

They won’t get over it this generation. Clerks 
aloe can give them the sort of service they expect. 
Bu! clerks, good ones, are few and far between. Be- 
sid: s, their salaries have gone up. That’s bad for the 
me: hant. For the merchant of today has before 
hin: the task of increasing his turnover on one hand 
and keeping down his selling expense on the other 
han !. He might easily increase his turnover by put- 
ting on additional salespeople. But that increases his 
selling expense. It seems a tough task, to increase 
turnover, and keep down selling expense. But it isn’t 
impossible. Equipment will help. 


ike automatic shoe store is impossible. Cus- 












Visible Display Helps 


\isible display is the stuff for these times. Seeing 
is buying. At least, it should be. Visible display 
equipment is made up of windows, show cases and 
display stands. They’re more expensive, ‘tis true. 
So the merchant must make them pay more. 

Say that it takes the salesman ten minutes to show, 
fit and sell a pair of shoes. Then he can sell shoes at 
the rate of six pairs an hour. Then say that, through 
the skillful use of. visible display equipment, the clerk 
is able to sell a pair of shoes in five minutes. Then he 
can sell shoes at the rate of 12 pairs an hour. If this 
can be done, then the merchant will double his turn- 
over, without increasing his selling expense. 

















Intensify Use of Equipment 





It seems hardly necessary to remark that if a mer- 
chant increases his turnover, and keeps down his 
selling expense that he increases his profits. But it is 
said, just to strengthen the proof, that equipment is a 
profit paying investment. 

The store front is the most fertile field. The sign 
tells the name and place of the store. Lately, it is 
made to tell the policy of the store. A wise idea is 
this. If the wrong person gets into the store, it wastes 
his time, and the time of the clerk, too. If the right 
customer gets into the other store, it’s a crim:> for the 
first store. A good sign is the beginning of good mer- 
chandising. 

Window a Thing of Value 


The window is a most valuable part of the store. 
At least, it should be. It tells the story of the store 
day by day. At least, it should. A beautiful window 
may win praise and inspire people to a new appre- 
ciation of footwear. But the window display that 
counts is the display that leads customers to the fitting 
stool. and money to the cash register. 
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Advantages of New Store Equipment 


Leads Customers to the Fitting Stool and Cash to the Register 


What about a shoe fitting display in the window? 
Say a clerk fitting shoes to the feet of a model, a live 
or a stuffed one, according to the appropriation. If 
it’s just a show, it will be a failure. But if it is to be a 
lesson it will pay. If it tells the customer the size 
and shape of shoes he should wear, then it will help to 
save the time of the clerk in fitting shoes. and con- 
sequently give him a chance to increase his_ sales 
from six pairs to 12 pairs per hour. Why should the 
salesman be required to try several pairs of shoes to 
the feet of the customer, and spend his valuable 
time in so doing, when a window display will teach 
the customer to ask for the right size and shape the 
first time. 

An Educational Step 


Some leading shoe firms are educating the public to 
ask for shoes of the right shape; such as the ortho- 
pedic shoe, the inflare, the outflare or the straight shoe. 
It helps to get more shoes sold right. Why not sup- 
plement this educational course with window display 
to the same point? 

The food companies, and some restaurants, too, 
are filling the public full of information about food 
values. It is all beneficial to their business. Why 
shouldn’t the shoe merchants do likewise, and tell 
their customers of the value of different sorts of shoes 
for their feet, speaking of the quality of the leather, 
and the method of manufacture, as well as of the 
shapes of lasts and sizes of shoes. 

The window display also leads to the cash register. 
That introduces the item of price. With some stores, 
it is a sin to show the price in the window. And good 
merchandising it is, in its place. There are plenty of 
people who want style and quality first, and ask the 
price afterwards. But this article is about the store 
that is striving to increase its turnover and keep 
down its expense. Why shouldn’t the window tell 
the price, and save the clerk the time and _ trouble 
of discussing prices with customers? It is a help 
towards getting the clerk to sell 12 pairs of shoes an 
hour, instead of six. 

The show case is a sort of an inside window for the 
store. It is a guide post on the route from the store 
front to the fitting stool and the cash register. 

The automatic store is impossible. The store of 
service i$ not only possible, but it is practicable, and 
the store of intensified service is coming. Merchants 
eager to increase their turnover, and at the same time 
to keep down their expense, will be driven to the use 
of new and improved equipment as certainly as the 
shoe manufacturer was driven from the hand work- 
man to the machine operator. 
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Racine, Wis.—FACTORIES—Waupun, Wis. 

















“4 Per Pair 


“Back To Pre-War Prices” 


We Have Taken Our Loss 












No. 52 


Medium 
English Last 


Our Prices Are Based On 


TODAY’S LEATHER MARKET 


Above Number Combines Style and Quality 


Cocoa Brown, Full Grain Calfskin Uppers, Nine Iron Rock Oak Outsole--- 
Grain Leather Insole 


ORDER NOW 6-11 In Stock B, C, D 


DAVIES SHOE MFG. CO. 


RACINE, WISCONSIN 

















To Our Customers—Above prices will apply on all unshipped orders 


























CGWLEL SA 
LIT 


RIFF IN| | 
GRIF IN) 


Wet 5 
st Ne 


lOMON CREAM) |e” 


GRIFFIN ‘“In-Er-Tube”’ 
“RAPID” prack 


BLACK SHOE 
GRIFFIN LOTION 
CREAM In white, beck. i ht tan, 


A quick dye that dyes to a . ae 
. avana brown, dark brown, 
a jet black any color Polishes easy, requires no _siight gray and dark gray. 


leather. Leaves no dis- liquid, keeps indefinitely, = — yt wa and —- 





























agreeable wong size, remains soft to the last. no injurious acids. It is to 
per gross, .30, per the leather what cold cream 
doz. $2.00. Per gross, $15.00 is to the skin. 
Per doz., $1.30 3 oz. Size, $21.00 per Gross, 
$1.80 per Doz. 


GRIFFIN MANUFACTURING CO., Ine. 
67-69 MURRAY STREET - - NEW YORK, U.S. A. 
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Here Are Just a Few of the 
Great Values We Have . 


‘In Stock Ready To Ship 


The Prices Quoted Insure You 
Ready and Profitable Sales 


Many 
Other 
Good 




















Styles Stock No. 123—Men’s Chrome Elk Work 
Shoe Blucher, Leather Counter Pocket,: = 
O Solid, Sizes 6-11, Width E. Price... .$3.5 
Stock No. 125—Men’s Mahogany Blucher, n 
| McKay, Sizes 6-11, Width D. Price. $4.00 


Stock No. 126—Same as above in Bal, Eng- Our 
| lish Lastaatrice. .. <2... sees... 0s $4.00 


Floor 
— Decided 
Savings _ 
—and 


Real 


Bargains 








Stock No. 128—Men’s Mahogany Blucher, 
| Stock No. 10—Boys’ Mahogany Bal, Welt, Soft Tip, Army Last, Flexible McKay, Sizes 
Leather Inner Sole, Sizes 244-5 4. Price $3.65 6-11, Width E. ee bese $4.25 


A Word From You and We Will Gladly Send Samples. 
We Know You Will Be Interested When You See the Shoes. 


A. PALAN SHOE COMPANY 


St. Louis, Mo. 
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Brown Kid Button, as 
PUMGETOROD S20 sac cies sae 
Pat Lea Champ Top 


Pat Lea Black Cloth Top 

Pat Lea Mat Top Button 

Pat Lea White Washable 

Top Button 

Black Kid Button 

Pat Lea Ivory Kid Top. 
2559 Pat Lea Beaver Top 


HH tax 


RY) 
iS 


\ 
NOS . | 
Sas : ‘ 2561 3-8 White Nu Buck Button. 


| Sipe . 1776 84%4-11 Pat Lea White Cab 
} Dy . sey, . Top, Hi Lace Turn.... 
N 2562 3-8 Pat Lea White Cab Hi- a 


The Above Carry Under Wedge Heels. 
In Stock for At Once Shipment. 











THE ADVANTAGES OF 


2] 


P erfection 





ATLANTIC AVE. end ESSEX ST. 
400 Rooms-500 Baths 1% Adey and up 


ABSOLUTELY FIREPROOF 


The most likely place for shoe 
and leather men to meet is the 
“Essex.” . Everything conven- 


ient. Rates reasonable. Serv- 


Circlettes 


ice satisfactory. All trains 
entering the South Station, 
Boston, are but a few minutes’ 














walk from this popular Hotel. 
Shoe men motoring East find 
the Essex the right place to stop. 
THE HOTEL ESSEX CO. 
BOSTON 


McCARTHY BROS. 
PROPRIETORS 

















With the Sharp Shoulder and Broad Wear- 
ing Surface 
They don’t scratch floors They do protect 


They don’t wear slippery They do stop uneven wear 
They don’t drop out They do prevent runover heel 


PUT "EM WHERE THE WEAR COMES 
TRADE SUPPLIED BY 


F. W. Whitcher Co., Chie 
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The Mark of Good 
Shoe Dressing 


“EAGLE BRAND” is a name that always has been conjured 
with QUALITY polishes. 


Leather dressings or preservatives in their highest form is the 
aim of “EAGLE BRAND” production. 


‘EAGLE BRAND’ 


“A Perfect Dressing for Every Shoe” 


Quality is always a “repeater.” And you want to sell a polish 
that is well known and has merit. 


All the popular and desirable colors and finishes for all styles 
of leathers are included in the “EAGLE BRAND” Line. 


Get a complete stock from your jobber. 


The American Shoe Polish Company 
! CHICAGO, ILL. 


a 
ee 
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Increase Your 
Business by Showing 


In Stock Now 


FOOT COMFORT SLIPPERS 
(Double Eiderdown) 


48—Gray Ripple Wool, with Pink 
Eiderdown Lining and Collar. 


50—Gray Ripple Wool, with Blue 
Eiderdown Lining and Collar. 


60—Gray Ripple Wool, with Gray 
Eiderdown Lining and Collar. 


600K—Specially Knitted Khaki Ripple 
Eiderdown, Double Thickness. 





Take no substitutes. 
If your Job) does 
not carry the “B& P”’ 
line—Write Us. 











The B. 


Factory No. 1, Dept. 3 


‘Just the thing for Bed, Boudoir and Lounging Slippers’’ 


Oct. 30, 192 
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FOOT COMFORTS 


100—Plain Double Eiderdown 
in Gray, Pink, Blue or Red. 

Men’s, $8.25. Women’s, $7.7... 
Misses’, $7.25. Children’s, $6.5: . 


36—Gray Ripple Wool, with White 
Eiderdown Lining and Collar. 


38—Gray Ripple Wool, with Red 
Eiderdown Lining and Collar. 


40—Red Ripple Wool, with White 
Eiderdown Lining and Collar. 


42—Pink Ripple Wool, with White 
Eiderdown Lining and Collar. 


Put in neat attractive 
Single Cartons 


44—Blue Ripple Wool, with White . 
Eiderdown Lining and Collar. 


$9.50 
8.75 
8.25 
7.50 


Men’s sizes, 6-12, per doz. 
Women’s sizes, 3-7 “* ** 

Misses’ sizes, 11-2 ‘* 
Children’s ‘** 3-10 * 


“é 


RUBBER BOOT SOCKS 
Pontiac.............-$2.10 Per Dozen 
MesG@GY. ... 5 ccccsaces ae 
BemeCO .o06s00.0 ss ones . 
Oswego....... . 3.40. “ ra 


“é 


TERMS 2% 10 DAYS 
F. O. B. Oswego, N. Y. 


Standard Shoe Sizes 


=, 


& P. FOOTWEAR CO., Inc. 


OSWEGO, N. Y. 





























326 W. MADISON ST. 


A BUCKLE IS 
THE ONE BRIGHT 
SPOT ON A SPAT 


Why Not Make 

It Attractive ? 60. 422 
MALLEABLE MALLEABLE 
-CAST 


IRON-CAST Manufacturers of spats and IRON 
STANDARD FINISHES OVergaiters are justly proud of staNDaRD FINISHES 
AND SIZES their products. In fabric and AND SIZES 
design they are deserving of an important place in the footwear 
market. Yet some producers neglect the one bright spot, the one 

spot that catches the attention of the buyer, the buckle. 


“Anchor Brand” buckles help to improve the appearance and in- 
crease the attractiveness of spats and overgaiters because they 
are well proportioned and have a high, lasting finish, applied with 
modern methods by expert workmen. the material of which 
the buckles are made is'the best-we can buy for this purpose. 


NO. 422 


BRANCH _ BRANCH 
SALES OFFICES NORTH & JUDD  *4+£5 oFrices 
127 DUANE ST. Seen 608 VICTORIA BLDG, 
CHICAGO, NEW BRITAIN SAN FRANCISCO, 
CONNECTICUT POSTAL TEL. BLDG, 
209 Samples Free Upon Request. 








> 


HE leather is the big factor in retail 
shoe sales. 


OUR customers may know little or noth- 
ing about the construction of shoes, 
but they do know a good leather when 

they see it. 


HE unmistakable excellence of P & V 
Leathers is as apparent to the layman 
as to the technical man. 


NS i ts SEARO ee SS AN Al ASR RSL: OR RA NERC gt A I, WERE so! Tn a PRES OB Ae a? Oy 


HEY look for your styles to change, but 

rightly expect the quality of your leathers 

to remain the same. Adhere to P & V 

unvarying quality as a safeguard for your 
business good will. 


BE. AREA Se TT! 


ane Re 


Pfister & Vogel Leather Co. 


_ Milwaukee, Wisconsin 


REE IARLTE ES oP cate eew a 








| aT a CLE CM COM COM OL COM COM COM LI OL OP > i” he’ he’ ha ht be 


’ 
) 
f 
/ 
\) 
) 
‘ 
/ 
‘ 
K 
/ 
\ 
\' 
é 


O 
& Vv aoe 


4 


¥ 


b.2 





BOOT AND SHOE RECORDER Oct. 30, 192 








Oriental luxury is reflected 
in our chic creations 


Sicony footwear is essentially a high grade line. 
Comprising, as it does, bench-made shoes, low ‘cuts, 
mules, D’Orsays and boudoir novelties, the line offers wide 
opportunity for the shoe merchant. 

A WINNING VALUE 


Sofia No. 101 from Constantinople 


The Sofia is a genuine 
“ Turkish Slipper made 
throughout by hand on 
American last. Leather 


sock lining, fluffy silk’ 


pompoms, silver embroid- 
ered vamps as illustrated. 
Packed in single pair 
cartons. Colors: Black, 
blue, pink, red, tan, lav- 
endar. Sizes: 2to8. In 
stock. Truly Sofia is a 
wonderful value. 


No. 4414 


Gray Ooze Calf, Instep Strap Turn— 
with Buckle or Button. Also in all 
Leathers and Black Satin. 


Our close personal touch with 
style trends in Europe and 
throughout the world of fashion 
assures the last word in style 
authority, while our organiza- 
tion with its two big factories is 


Samples and prices sent 


on request. in splendid shape to work with 


you on your shoe and slipper 


KM-STONE IMPORTING CO- problems. 


FOOTWEAR ORIENTAL” DOMESTIC Write for our complete catalog. 
12-14-16 East 22nd Street > New York 











Get It “Out of Your mel ~ 


That “disappointed feeling’ when your Brown 

Shoes do not come up to Sample. You can do it by 
INSISTING ON BROWN’S BROWN CALFSKINS. All manu- 
facturers like to make shoes of this stock, for it’s uniform in color 
and has the glazed finish you like. 
Have YOU Seen These “‘Sunpru’’ Colors: 

KOKO 3 RICHTAN 11 ‘ OTTER 12 
BLACK OOZE BROWN OOZE 


—and, No. 15, Plain or Boarded, for Export Trade 


Write for Samples 


Doesn't obligate you and you'll have an o; Bctnnity to KNOW WHY—tfrom the feel and looks— 
BROWN’S BROWNS make Better Shoes 


Cc. D. BROWN & CO., Inc. 


“EXECUTIVE OFFICE AND FACTORY 
ROCHESTER, N.Y. 


Wouo04 | hi TT 
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00" & SHOE 
WORKERS UNION 























Look for the Union Stamp! 
VER 5,000,000 members of the Ameri- 


can Federation of Labor are potential cus- 
tomers for Union Stamp shoes. 


HE thousands of shoe workers affiliated 

with the American Federation of Labor 
make the Union stamp a powerful influence 
towards increased sales in your store. 


Ca on seeing the stamp on the shoes you 
sell. 


LOOK FOR THE UNION STAMP! 


Boot & Shoe Workers’ Union 


Affiliated with the American Federation of Labor 


24 SUMMER STREET, BOSTON, MASS. 
COLLIS LOVELY, Gen. Pres. CHAS. L. BAINE, Gen’l Sec’y-Treas. 

















enol &S 
WORKERS UNION 
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=e" Jhose totally different shoes ” xy. 


No. 7177 
IN STOCK 
Black Kid, 8 inch Polish, 


Cuban Heel, Flexible 
Goodyear Welt, B to E. 


$6.00 


Bluestein Bros. 
173 Summer Street 
BOSTON, MASS. 


Buyers’ Easy Reference Directory 


- 7177 





R. A. CHENOWETH & (0, 


147 Lincoln Street, Boston, Mass. 
Migs. of TOP GRADE TURNS 


J ; A 
Palen Winning Styl. 
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ALL LEATHER ALL LEATHER 
WELTS WELTS 
ALeTis OF THE ENTHUSIASM 
AKING ENERGY 66 99 
EXPERIENCE A YOUNG FIRM SILVERITE 





HARNEY, TRACY, CREHAN CO. 
FACTORY ° 589 ESSEX ST., LYNN, MASS. 
BOSTON OFFICE: 10 HIGH STREET. 


—_— 
SHOE FINDINGS THAT ARE PROFITABL":! 





Wool Soles — Bound and Cord Edge 
HEEL Cushions, Insoles—HEEL Linings 


Write for Catalogue and Price List 
L. G. & S. S. CO., Mfgrs., 81 High St., Boston, Mass. 
























Kistler, hel 3 & Co. 


SOLE LEATHER 
AND 


BELTING BUTTS 
TANNAGES 


St. Marys Mt. Jewett Burke 


.332 Summer St., Boston, Mass. 






Muskegon 











Blk. Vici Whole p Quester Pol. $4.00 


Tip or Plain Toe, aon Rubies 
Heels. Si 2 
Widths C, 


Made to your order in 
36 pair cases 


et Snr ee aan 


werd gM eh B ERT 











GENUINE VICI KID COMFORTS 
PRICED RIGHT 





k. Vici Oxfor 


only. 
Order Now 

































FOOT TROUBLES—INCREASED BUSINESS 


hee ae > the foot ailments of your patrons is a step toward 
satisfaction—new business—greater profits. Get 
Foor GUARDS today. 


foot uards 


ace “AR 


* FLEXIBLE ARCH SUPPORT COMPANY 
69 E. 12th Street New York, N. Y. 
































FOREIGN BUSINESS| 


Your overseas customer prefers to do business his way" ; 
If he does not read English, he should be written to in | 
his own language. Make it easy for him to understand | 
your message. 
Our business is to translate English into French, and ; 
vice versa. Not only letters, but catalogs, brochures, | 
pamphlets, etc. j 
Write the Editor, The Export Recorder, 207 South St., | 
Boston, for his opinion of our work. 


| 
D’AVESNE TRANSLATION BUREAU | 


755 Boylston Street Boston, Mass. 
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SIDE AND VEAL 
UPPER LEATHERS 


By specifying Monarch Upper 
Leathers you are assured the 
right combination of STYLE, 
PLUS QUALITY. 


Consumers of shoes demand 
quality along with style for the 
prices they are paying today. 


MONARCH LEATHER CO. 
CHICAGO NEW YORK 
BOSTON 
U. S. A. 
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Little Talks to Shoe Retailers— No. | 


—_——. 
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RUBBERS 


ert 7°€ are some dealers who depend entirely upon the weather to 


sell rubbers for them. 





Others adopt a progressive policy of trying to sell rubbers with every 
pair of shoes. 


Whichever way you sell rubbers, you will find greater plus business by 
handling only a line that is sure to satisfy. 


“U.S.” Rubbers ‘are the fastest-selling line today because: 

: Every pair is reinforced where wear is hardest. 

Their shape is retained by the special snug fitting. 

All linings are sturdy, durable and a protection to the shoe. 


Their appearance is unusually smart, setting a style standard in 
women’s and children’s models. 


i A national campaign is advertising them throughout the country. 


They are made by the same effort that builds all “U. S.”” Rubber 
products. 


|| United States Rubber Company 
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The Market Situation - Prices and 
Style Information - Trade Notes 


THM ON 


Rubber Footwear Making 


Cutting Uppers and Outsoles---Gum Stock from 
‘ Calender to Making Departments 


On this page we are publishing an 
illusirated article on “Gum Cutting,” 
writ'en by R. C. Kelley for “Converse 
Folis,” the factory magazine of the 
Converse Rubber Shoe €ompany of 
Malden, Mass. This is one ina 
series which we shall publish 
from: time to time treating the 
making process of rubber foot- 
wea’. 

Tie sheets of upper stock are 
taken from the calender on 
frames and placed in the alleys 
in front of the cutters’ benches. 
The top of the cutter’s table is a 
zinc plate set at an angle of 
about 40 degrees, with a roller 
on the outside edge over which 
he pulls the sheets of stock on to 
the plate for cutting. 

All uppers are cut by hand 
with a knife ground down about 
1% inches, but only ¥% inch is 
kept sharp. The cutters use 
what is known as the “front 
hand”’ stroke, which consists of 








holding the knife between the 
thumb and index finger, starting 
at the- left side of the binding 
edge and finishing at the bottom 
right hand corner with a sweeping 
stroke. In the same manner the inside 
of the upper is cut round the edge of the 
binding which is imprinted in the rubber 
by the engraved roll of the calender. 


Uppers Cut in Required Sizes 


As each sheet of upper stock has all 
the sizes of uppers of that particular 
pattern, the cutter must read his ticket 
carefully, picking the sizes called for on 
his ticket. The rest of the stock is 
scrapped up and worked in with the new 
batches in the grinding room. Care 
must be taken, however, to keep the 
scrap off the floor, as it only takes a 
little dirt and foreign substances to 


make lumpy and blistered upper stock. 
The uppers are placed in books with six 
leaves each, so that the cutter keeps 
track of the number of pairs by count- 
ing the books, six pair to the book. But 





DUOUODADEA DUA SGADRADAADDORDRSEAC HOBIE AT) 


CEGEDEEDOGGSSSSSEACGORDCROD AED ORD OEEE, 


parts cut by a series of fast strokes of 
the mallet on the die. When not in use 
the dies are kept in a tray filled with 
water. In this form.of cutting it takes 
longer to pick up the parts after they 
are cut than the actual cutting. 


In the second floor cutting room, 
where the parts for boots, lumber men’s 
and all-rubber gaiters are assembled, 
the lining for a hip top or leg cover is 
placed on a plain sheet of gum stock by 
the cutter, who uses the outline as a 
pattern after which the gum, 
lining, friction, spikes and 
shinny, are pressed together on 
the rolling machine. Uppers are 
also cut here and on the first 
floor by placing a metal pattern 
on the stock and cutting round 
it. This method is used when 
there is no engraved roll or when 
the construction of the shoe 
does not call for a_ binding. 
Foxings are cut with a metal 
bar out of plain sheet. 





Outsoles by Machine and 
Hand 


Outsoles are cut both by ma- 
chine and the hand method, and 
there is very little difference in 
the speed of the two methods. 
The Wellman outsole machine 





Cutting Boot Outer Vamp with Mallet and Die 


if some careless employe has torn a 
leaf from the book or has spilled cement 
in it, the maker is going to be short the 
next day. 

Upper cutting is practically all piece 
work. A steady cutter can cut a ticket 
of 800 pairs a day inside of eight hours. 


Block Cutting Requires Skill 


Another branch of gum cutting is 
block cutting with a handle die. Gum 
toe caps, toe and heel foxings, boot 
counters, vamps, shinnies and inner 
vamps, are cut by this method. The 
wooden block is kept moist, and the 
stock is drawn up from the frames, 
wiped with a damp cloth, and the 


is best adapted to large brackets 
of work where there are very few 
changes of patterns, for on a 
varied ticket, the hand cutters 
can compete with the machine. 

On the Wellman machine the operator 
adjusts the pattern in place, feeds the 
sheets of stock under it so that the 
trademark is centered, presses a foot 
pedal which simultaneously lowers the 
pattern and propels the knife round the 
beveled edge of the pattern cutting the 
sole. The cutting plate is made of rag 
stock. Each machine is supplied with 
a helper who picks and books the soles 
as they are cut. Three thousand pairs 
per day is a good ticket for a Wellman 
operator. 

The outsole cutter uses the “back 
hand”’ stroke which calls for a great 
deal of strength in. the wrist. The knife 
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4. EKasy-Fitting Feature Shoes 








IN STOCK 


2709 : ts 


2 7 Ready to Ship + 
opel 
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No. 2709—“Comfy-Fit” Combina- ° R 
tion Last, glazed kid, welt, 8-inch ; 
boot. % foxing, 14-8 straight heel, pric 
straight glazed tip. inal 
Price, $8.25 for ¢ 

: seen 

of ¢ 

certi 


No. 2710—“Happy-Foot” Combi- 

nation Last, glazed kid, welt, 8}4- be t 

inch boot. % foxing, 14-8 straight presi 

heel, imitation straight tip. L 
on 


Price, $8.75 P 
No. 2711—“Fitzu” Combination — 
Last, , Seed colt, welt, 8-inch boot. 

% foxing, 12-8 straight heel, 

straight glazed Colt tip. 


Price, $6.50 


— 


No. 2712—“Konsolation” Combi 
nation Last, glazed kid, turn, & 
inch boot. % foxing, 12-8 straight 
heel, straight glazed tip. 


Price, $8.25 


Folder Describing X-L Line Combination Last Shoes to be had for the asking 


THE KROHN-FECHHEIMER CO. 


X-L LINE DEPARTMENT CINCINNATI, OHIO ’ 


° 
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The Wellman Machine for Cutting Outsoles 


mst be gripped firmly in order to cut 
the soles at the proper angle or skive, 
wih the thumb on top of the handle 
ard the first knuckle joints toward the 
operator. The first stroke begins on 
the opposite side of the pattern and is 
mide away from the cutter. This 
stroke goes round the toe to the shank 
on the right side when the cut is com- 
pleted. The soles are then picked out, 
placed in books, and the scrap placed 
in bins to be carted back to the grinding 
room and used in again. The cutting 
plate is made of zinc, the same as used 
in print upper cutting. 


CRUDE RUBBER PRICES NOMI- 
NAL 


Little or No Demand for Any Line 


Reports as of last Saturday gave 
prices for crude rubber as mainly 
nominal. There was little or no demand 
for any line and the general disposition 
seemed to be to hold to await the action 
of creditors’ committees in regard to 
certain large holdings. If these should 
be thrown on the market further de- 
pression naturally would follow. The 
London market was quiet and somewhat 
easier. On the spot standard crepe, 
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smoked sheet and Para were unchanged, 
but futures were up a farthing to a 
halfpenny. 


Quotations Listed 


Para—Up-river, fine 
Up-river, coarse 
Island, fine 
Island, coarse. : 15 @.. 
Caucho ball, upper 174%@18 
Caucho ball, lower..... 13 @.. 
154@.. 
Plantation—First latex, 
25 @25% 
Brown crepe, thin,clean 20 @.. 
Rolled, brown crepe.... 1614@17 
Smoked, ribbed sheets.. 23 @23% 
Centrals—Corinto....... 19 @.. 
PIED 5500055 See ke @:. 
Guayule, wet 24 @2 
Balata, black, Ciudad.. *72 @.. 
Balata, block, Panama. *50 @51 
Balata, sheet *1.00@.. 
Mexican—Scrap 22 -@.. 
*Nominal. 


Scrap Rubber 


Prices are nominal, as trading in all 
lines is slow. Supplies are excessive and 
a weak undertone is to be noted. 











The Start of the Stroke Around the Heel 





Cutting Outsoles by Hand—Starting the Stroke 


Around the Toe 


54@.. 

44@.. 

34@.. 

2 @.. 

1%@.. 
@ 1% 


Boots and shoes 

Arctics, trimmed 

Arctics, untrimmed 
Tires—Automobile 
Bicycles, pneumatic 
Hose, steam, fire......... 
Inner tubes, No. 1 

Inner tubes, No. 2 


RUBBER NOTES 


The World’s 
Shrinking Price Question 


Production and 


The Wall Street Journal of October 
22 states it is estimated that 1920 
world’s production of rubber will be 
400,000 tons and most liberal consump- 
tion figures are put at 350,000 tons, 
leaving surplus of 50,000 tons which, 
according to those in the trade, will 
grow considerably in 1921 unless drastic 
plans for reduction of output are put 
into effect. 


The London Financial News states — 
that whether wild rubber industry will 
be able to withstand gradually shrink- 
ing prices in commodity market is 
question troubling minds of Brazilian 
merchants to no small extent. 


An Upper Cutter 
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The shoes illustrated in this advertisement are serviceable as 


well as beautiful. 
Dealers will make no mistake in ordering any one of these 


numbers. 
Add 10 cents to price quoted for orderé for less than six pairs 
of a number 


TheHOLTERS COMPANY 


CINCINNATI, OHIO 
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Descriptions and Prices 


=] 213—All Glazed Rie rt 4 


No. 222—Black Glazd Kid. 
10% inch Welt, GRENADIER 


forated. with —- de-lis pectvanend 


drop piece, 

AAAS to TH: Aa a% 

a-4 8; >" to 8; 

and Ds a .40 


No. 224--same a: 223 in Brown 
Kid $9.50 


Neo. 210—Brown Novilla Kid 
Welt, 1% inch 


D-2% oe $7.00 


Be. 214—Glazed Regent Kid 8% 
English Welt. Imitation 
Suestgne Tip. 1% inch Cuban 
Heel, 88 last. 
4A-4 to 8; A-3% to 8; B-3 
te 82 Cand eB to 9. .- 87.00 
Add 30 cents fer sizes 8% and 9. 


Ne. 211—All Glazed Kid 9 inch 
‘Welt. Imitation hey 2% leatber 


Heel, 61 
AAA4% to 8; AA4 to 8, 
°-3% to 8; B, © and D2% 

es tG-~ 0d -88.15. 


Add 30 cents | <4 siges 8% and 9. 
No. 313 * Brown 
jo. 218—Same ros * isis 


No. 22 Gane Regent Kid 8% 
inch Welt. Tip 1% Military Heel, 


93> las! 
Aig e's! Bs ‘ia 8; e2hj 
og D3 to 8) 87.50 


No: 217—same an as ats is Pa 
No. Sete Glazed Kid 8 i 
“YDE- 4 pe 
ex 
ae C8 to 8%: D. 
Add 30 cents for sizes 8% and 9 
re. e310 Cums xe A 


to 
to9: € and 
Add 36 cents for sizes 844. and % 


Terms: 
Net 30 Days 
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No. 202—All Glazed Kid 8 inch 
Welt, Tip, 1% inch Military Heel. 
99 last. 
AA4% to 8; A-4 to 8; B- 

3% to 8; C. D-3% to 8..$7.90 


No. 216—Brown Brazil Kid, 8% 
English Welt, 1% inch Military 
Heel. 92 last. 
AAA to 7%; A-3% to 8: 
B2% to 8; C, D-2% to 

© sesegbdude cdccessoe HELD 


No. 221—Glazed Regent Kid, 
10% inch Welt, GRENADIER 
Boot, Imitation Tip, 1% inch 
Cuban Heel, Imitation collar, per- 
forated with fleur-de-lis perforated 
drop piece, 90 last. 
AAAS to 7%; AA-4% to 8; 
A-4 to 8; B-3% to 8; C 

and D-3 to 8....-..+++--$8.00 


No, 222--Same as 221 in Brown 
Novilla Kid .. $9.15 


No. 220—Glazed it Kid 8% 
inch Welt, Me ineh ther Louis 
Heel, 52 last. 

Aaa to 8; A-4 to 8; 
B-3% to 9; © und D-3 

Add 30 cents for sizes 8 


No. — oy Kid Vamp. 
Glazed it Kid Top. 8 inch 
Flexible elt, Sofshu, Imitation 
Straight Tip. 1% inch Cuban 
rei tH as to 8; B+ 
A to 

to 9: C and D-3% to 9. .$7.60 
Add 30 pt for sizes 8% and 9 


banry o. 280-snee Kia went Lay 
cones pa 


‘Ada $0 cents for sises 8% and 9 


No. 142—Glased Kid Vamp. Dull 
top, inch Fiexible. ‘Welt. 
Ban 1 inch common 


senre “heel, 20 last. 
D. 
B-é to 9: o4 to 9; 96.75 


‘Terms: 


Net 30 Days 


ThkeHOLTERS COMPANY 


CINCINNATI. OHIO 
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‘‘Art In Shoes = 


THE ““WURRA WURRA”? SANDAL 


**1921°° Equals 13—But WE are not Superstitious. “PRETTY SHOES FOR 
WOMEN" sell every day in any old year—That’s because they are the Last ex- 
pression in “SHOE SENTIMENT”™’—Election week, our Salesmen depart for 
their respéctive territories—Not late—Just the time for Sane, Sensible Selling. 


The FP. Sullivan Company 
Makers of 
“PRETTY SHOES FOR WOMEN” 
Cincinnati, O., U.S. A. 
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News in Shoe Markets 
iné and Merchandis 
ments in America’s Shoe 


Be vsiiiis 


RETAIL BUSINESS BETTER 


}.g¢ Improvement Looked for After 
Election 


Che last half of October brought an ap- 
p-eciableimprovement in the quality and 
q.antity of retail shoe business to Mil- 
yaukee merchants, in comparison with 
seles during the first half. The better- 
n ent, infact, has been such that thelocal 
trade is coming to the conclusion that 
thie off-peak point has been reached and 
tle pendulum has started its return 
swing. Big things are looked for in the 
new month beginning next week, for 
next Wednesday the result of the presi- 
dential election will be known and this 
admittedly highly influential factor in 
purely psychological conditions affect- 
ing business of all kinds will be removed. 

Weather conditions, which have been 
wholly unusual, and made October 
seem like July, are returning to a more 
nearly normal state for this time of the 
year. The Summery temperatures and 
almost entire absence of rainfall 
confronted shoe merchants with new 
problems of merchandising. Nothing 
like it was ever experienced in Mil- 
waukee before and there is no question 
that business was adversely affected. 
Unseasonable weather combined with 
already unfavorable trade conditions 
might have created a very poor situa- 
tion but for the ingenuity of most mer- 
chants in overcoming two big handi- 
caps. 


Women Take to Brogues 


Milwaukee women are taking more 
and more interest in the brogue or 
brogue effect oxfords, and as the pairs 
on women’s feet on the streets multiply 
business in these styles is accentuated 
in the stores. With men’s brogue ox- 
fords the call is not nearly so good. 
Brogue high shoes have some call, but 
the low cut does not seem to. move 
readily, probably because the men of 
Milwaukee have not taken strongly to 
the idea of wearing oxfords and heavy 
hose in Winter. Ladies’ pumps still are 


My. 


Milwaukee 


in good demand, especially in the ankle 
strap effects, in black and brown satin 
and suede. High boots are gaining 
ground. 


SAYS PRICES ARE DROPPING 


Milwaukee Newspaper Publishes 
Consensus of Opinions 


Under the heading, “Shoe Prices 


’- Coming Down,”’ the Milwaukee Journal 


of Friday evening, October 22, im- 
parted this interesting information: 

“That shoes are definitely back on a 
pre-war quality basis with price read- 
justments bringing shoe values to their 
normal plane, is the belief of Milwaukee 
boot and shoe manufacturers and mer- 
chants. Inferior grades of leather were 
generally used during the war, due to 
the pre-emption order of the Govern- 
ment that took the best leathers from 
the civilian trade, but manufacturers 
have succeeded in getting back to 
former high-grade standards, it was 
said.” 

W.E. Weldon, of the Nunn, Bush & 
Weldon Shoe Company,: is quoted as 
saying, ‘“‘Pre-war quality is ‘with us 
again. The price decline in shoes meant 
that all makers had to share in the 
hardships that followed. Local fac- 
tories were not seriously affected by 
the decline.” 


No Cheap Leather Used, Says 


Weyenberg 


Frank L. Weyenberg, head of the 
Weyenberg Shoe Manufacturing Com- 
pany, said that all Milwaukee factories 
are sticking to high quality shoes and 
turning down the cheap leather being 
taken up by some concerns in other 
boot and shoe centers. ‘‘Most manu- 
facturers have been on the . quality 
shoe basis for some time,”’ he said, ‘‘but 
there are some who are putting out 
cheap shoes for the merchant who wants 
them to show the differences in quality 
to his customers. Shoe prices are on a 
legitimate basis and nearly every mer- 
chant is getting no more than the regu- 
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lar profits that he was accustomed to 
before the war.” ’ 

One of the leading manufacturers 
asserted that the saving on cheaper 
leather in a pair of shoes would amount 
to about $1. This, however, is largely 
offset because of the higher cost of 
labor, freight, overhead, cartons, find- 
ings and other trade materials. It was 
also pointed out that many makers are 
still operating under old contracts on 
leather, which do not reflect the recent 
reductions. 


Membership Campaign Started 


To show the great host of visitors to 
Milwaukee next January for the record- 
breaking National convention that they 
are guests of a 100 per cent united trade, 
the Milwaukee Retail Shoe Dealers’ 
Association is engaged in a membership 
campaign with the object of enrolling 
every merchant in the city. During the 
last ten days more than thirty mer- 
chants have signed up. Most of the 
newcomers are located in the outlying 
business communities, as virtually every 
downtown merchant already is a mem- 
ber. There will be no let-up in the 
campaign until the entire field has been 
thoroughly combed. 


Readjustment Expected, Says 
Banker 


Commenting on the declining move- 
ment of prices, J. H. Puelicher, presi- 
dent of the Marshall & Illsley Bank of 
Milwaukee, and a vice-president of the 
American Bankers’ Association, said: 
“The readjustment is just what should 
have been expected, as it inevitably 
would have to follow the price condition 
existing during the war. Milwaukee 
and Wisconsin are in regard to it in an 
especially fortunate position. Most of 
our industries are engaged in the manu- 
facture of the necessities of life. Our 
farming is mainly dairying, bringing 
constant weekly returns as contrasted 
to farming crops selling but once a year. 
The people generally learned the 
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Women’s McKay 


Slippers and Boots 
of Character 


Harrison-Lockwood Co. 


Factory, Haverhill, Mass. 
B. » 108 Li in St. 

















E. A. & M. C. Witherell Co. 
Manufacturers 
Women’s Turn 
Boots and Slippers 
Factor 
Haverhill, Teces. 
Beston Office 
147 Lincoln St. 








BLACK KID 
BOUDOIRS 
TURNS 7 


4 Immediate Delivery 
High-grade soles, leather heels, box toes, $1.45 
Clean colors—Red, blue, pink and tan, 1.75 
Writeforsample. Trial orders appreciated 
Terms, 5% 10 days, 
SILVER SHOE CO. Haverhill, Mass. 








COLLINS & STAPLES 
Makers of 
HAND TURNED LOW CUTS 
Straps, Pumps and 


Tiesin Black Satin 
and All Leathers. 


Pactory, 118 Phoenix Row 


Haverhill, Mass. ilo Lincote St. 








SIXTY STYLES OF 


COMFORT SHOES 
IN STOCK 
Juliets, Oxfords, Bails, Polish, Sandals. etc., 
women’s Flexible Welts and warm lined 
shoes, men’s slippers. 
TIMSON BROS., Inc. 
620 Atlantic Ave. Boston, Mass 

















IE POET SE a 


=f 
Women’s ‘Turn 

Slippers 

ai 


“WOMEN'S TURN 
COMFORT BOOTS 





Terms, 
SILVE 
69 Essex St. 

javerhill, Mass. 








BOUDOIRS 


High Grade Wholesale Prices 


Blacks, $1.50-$1.60. Tam, Red, $1.70-$1.80 
Pink, Blue. $1 < 
One-Strap Sandals, $2.00 and $2.10 


JOHN E. McNAMARA 
Haverhill. Mass. 











lessons of thrift which came with the 
war. Bank deposits, savings and other 
financial resources have been increasing 
steadily. Wisconsin banks are in a 
strong position, with an accumulation 
of wealth deposited by its people which 
speaks well for their industry, and their 
careful and thrifty habits.” 


Retail Prices Slashed by Merchant 


Andrews & Howery, general mer- 
chants, South Wayne, Wis., announce 
that they “have quit the clothing busi- 
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ness forever and ordered sold every 
dollar’s worth of men’s and boys’ suits 


_ and overcoats,” at the same time reduc- 
’ ing their entire stock of boots and shoes, 


women’s wear, dry goods, etc., to a bar- 
gain level. The advertisement of the 
sale includes this expression: ‘“\ 
tremendous let-go and sacrifice of 
thousands of dollars’. worth of high. 
grade merchandise into the homes of th. 
people at the very time merchandise o 

all kinds is not only shooting skywar 

every day but is impossible to get a‘ 
any price.” 


Chicago 


Miller Store Converts Theo Ties 
into Straps 


Theo ties, it is generally recognized, 
are not selling as rapidly as was the 
case some months ago; but strap effects 
of most every sort are holding the 
center of attraction. In the I. Miller 
store, the problem of moving Theo 
ties has been solved in a way that is 
novel and yet practical. 

The ribbon ties are removed and in 
their place is a short, very narrow strap 
made of the same material as the shoe. 
The strap is fastened with a very small 
brass or steel buckle. This new fasten- 


ing entirely changes the appearance of . 


it a new, snappy 


the shoe—gives 

appearance. 

Conditions 
Business 


Weather Influencing 


The weather man seems to have got 
his dates all mixed up. Last Spring 
when the shoe world was wishing and 
praying for sunshine and warm weather 
he handed us sleet, rain and cold winds. 
Now when these conditions would be 
welcome, we are getting dry weather, 
sunshine and temperature ranging from 
65 to 85 degrees. Unseasonable weather 
always has a tendency to produce in- 
active business. People, however, are 
taking advantage of the warm, pleasant 
weather for out-of-doors social func- 
tions and this is stimulating sales of 
low shoes; merchants are having an 
opportunity to clear their shelves of 
this class of merchandise. 

Trade conditions, on the whole, are 
not so bad in the retail shoe stores of 
the Middle West. Many prominent 
stores report sales for September and 
the first half of October to be up to 
expectations. Lyle Abbott, Canton, 
Ill., for instance, says the first Saturday 
of October registers as the biggest day 
in point of sales in the history of the 
store. ° 

Among the higher grade Loop stores, 


low shoes still remain the big seller 
but at the same time there is a growin; 
demand for boots: Some of these mer 
chants think they see a stronger tend 
ency toward high cuts than prevaile:: 
a year ago. There has not been an) 
cold or rainy weather to demonstrat: 
the accuracy of prediction. Colore«: 
boots of both kid and suede are de 
manding considerable attention in thes: 
stores. Out-of-town merchants ar 
selling boots more freely than last yea: 
at this time. . 


Wholesalers Lowering Prices 


Chicago wholesalers have _ revised 
prices downward on many lines in 
order to keep their prices in line with 
present market conditions. In many 
instances the prices are actually below 
replacement values. When - these 
houses started their men on the road 
and a flood of orders did not come in 
they were very much disappointed. 
feeling that sufficient price inducements 
had been made to warrant liberal buy- 
ing by merchants. 


Retail Prices Reflect Market 
Changes 


The better shoe merchants of Chicago 
as well as good merchants throughout 
the Middle West are merchandising 
footwear on the basis of an average be- 
tween present quotations and replace- 
ment values. This fact is clearly 
evidenced by the price tickets in the 
show windows. A prominent Michigan 
Avenue merchant says: ‘We are en- 
deavoring to make our prices harmonize 
with the public’s ideas of values. With 
us it is not a question of making « 
profit figured on what the goods cos! 
us, but of clearing our shelves of the 
highest priced merchandise we have 
ever owned on a basis that would shov 
a reasonable profit on the present mar- 
ket price. _We want our customers to 
feel that they can always have con- 
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fidence in the price as well as the quality 
of the merchandise we show them. 
‘‘Here for instance is a shoe that is 
perfectly good style that cost us sixteen 
dollars. We are selling it at twenty. 
Here is another one, one of the newest 
shoes in the house, that cost us thirteen 
dollars. We are selling it at sixteen 
dvllars. It is needless to say that that 
rsie of markup does not show a profit 
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but we would rather take our losses 
now in small bits and have the money 
to use than to take it all in one lump on 
our annual inventory and still have the 
merchandise on our shelves.” 

This same attitude is finding expres- 
sion among many of the better mer- 
chants and probably the reason so 
many of them are showing such large 
volume of sales. 


Cincinnati 


HOLDING OFF UNTIL ELECTION 


C.necinnati Merchants and Manu- 
facturers Look for Increased 
Business Then 


[he members of the local shoe trade, 
beth wholesale and retail, are looking 
forward to Election Day as the turning 
pint in the immediate destiny of the 
shoe industry. The extended period 
of inertia which has prevailed in this 
market as in other shoe centers is ex- 
pected to change into a season of ac- 
tivity with the settlement of the 
country’s political question, and with 
the coming of colder weather, which 
certainly should have arrived by that 
time. ’ 

The operations of the local shoe fac- 
tories fell t0 a lower mark this past 
week than has been recorded for some 
few years. A number of them are not 
operating, while others are running no 
more than 50 and 60 per cent capacity. 
Salesmen who have territories nearby 
have come home until the election is 
decided. Every indication is to the 
effect that the merchants are ordering 
only those shoes that they need for 
immediate business. And as long as 
the Summer weather stays with us, this 
type of buying will prevail. Those 
manufacturers that have received orders 
during the past week state that they 
are in the form of only a portion of the 
business, from the individual merchant, 
which they expect to get before the 
season is over. 


N. S. R. A. Officials Meet 


Prominent officials of the National 
Shoe Retailers’ Association have been 
in the city this week at the request of 
President J. P. Orr. Those present 
were John O’Connor of O’Connor & 
Goldberg, Chicago; Seaton Alexander, 
Wheeling, W. Va.; A. H. Geuting of 
Philadelphia; C. K. Chisholm and 
Charles Petot, both of Cleveland. . They 
met for the purpose of discussing plans 
for the Milwaukee convention. Presi- 
dent Orr left the early part of the week 
for Milwaukee where he spent a few 


days doing further work on the prep- 
arations for the convention. 


Shoe and Leather Club to Celebrate 


Election night, November 2, has 
been selected for a festivity at the 
Shoe and Leather Club. It will be 
ladies’ night. Special wire connections 
bringing in the returns will be arranged, 
and for the first time in history those of 
both sexes will watch the returns with 
an equal amount of interest. Refresh- 
ments will be served. 


Labor Situation Unchanged 


The labor situation in the local boot 
and shoe field remains unchanged. 
Meetings between the representatives 
of both the manufacturers and the 
labor unions have been held every day 


- at the Shoe and Leather Club: Though 


they have been behind closed doors, 
it is generally believed in the trade that 
their purpose is to bring about a clearer 
understanding between the two bodies. 
Some few weeks ago the local manu- 
facturers flatly refused to grant higher 
wages asked for in a petition from the 
labor unions, and at that time outlined 
reasons which justified their refusal. 
It is believed in local circles that the 
temporary closing down of a number of 
the factories will lend considerable 
weight to the contention of the manu- 
facturers that, on a declining market, 
their business does not justify addi- 
tional wage increases. 


Purchases Interest in Manss Owens 


Spencer G. Kuhn recently purchased 
an interest in the business of the Manss 
Owens Company of this city. Mr. 
Kuhn will devote his entire time to 
the business as @ partner to Frank X. 
Owens, president of the concern. 


Price Restrictions to Stand 


The announcement last week that 
the Ohio Fair Price Commission and the 
various subordinate county commis- 
sions throughout the State would dis- 
organize and cease to function by the 


Where to Buy 


Women’s Shoes 





Home Case 


SESNCESS—t Stock 


colt, flexible 
Make, Sot No. 700 
$2.90. Write for 
phlet showing in-stock ‘ort nu 
BRANDAU SHOE CO., Detroit, Mich. 








3 ABBOTT SHOE CO... No. Reading, Mass. J 


=s~ IN-STOCK 

Prong ee 
in Ha Brown, 
Brown. 
Satin, 











FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 


Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 








ALGIER SHOE MFG. CO. 
ier Phoe 


PAS NSF WENVYORA 
Highest Grade Women’s Shees, Turns and Welts 
138 Broadway, Brooklyn, N. Y. 











The “Spartan” Shoes 


fe 
Girls of “All Ages 
The Acme of Perfection 
Carried in Stock 
Send for Our Catalogue 
Bacon-Rollins Co. 
Factory: Lynn, Mass 








“Fernco-Quality” Comfort Shoes 
Ladies’ Hand Turned 


























Where to Buy 
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MEN'S IME SHOEMAKERS 


——~pRockton —— 





























Stacy Adams Co. | 


Manufacturers of 


MEN’S FINE 














FOR MEN 
eee ca 


well~ ‘> 


2 TLDBARRY CQ 


Brockton, Mass 
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rae Gentlemen’s 
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A.E. Nettleton Co. 
SYRACUSE, N. Y. 
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first of November has brought forth 
the query from a number of merchants 
as to whether or not the price restric- 
tions would remain in force after that 
date. Harry McLaughlin, a member of 
the Hamilton County Fair Price Com- 
mission, stated this week after a con- 
ference with the United States district 
attorney that thejrulings affecting 
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prices would stand after November |. 
Mr. McLaughlin explained that the 
work of the Fair Price Commissions 
was merely an extension of the activities 
of the Department of Justice. Ther-- 
fore any rulings made during the li'+ 
of the commissions would remain in 
force after the commissions have passe | 
out of existence. 


Columbus 


BUSINESS FAIRLY GOOD 


Demand Is Mostly for Summer 
Low Cuts, However 


While a good volume of business is 
reported in many of the local retail 
stores, merchants say that the present 
weather is unseasonable for the sale 
of Fall and Winter shoes. This is es- 
pecially true of women’s boots. The 
warm weather prevailing for the last 
several weeks has stimulated the sales 
of oxfords. Most all the stores in the 
city have a complete stock of boots at 
this time due to the exceptionally fine 
weather. This does not mean that 
there is no business in local stores. On 
the other hand, business is about equal 
to a year ago. The people, however, 
are pursuing a hand-to-mouth policy 
in their purchases, not getting their 
Winter boots until a change in tempera- 
ture makes it necessary. While the 
business has been good, the majority 
of merchants say, their profits have 
been cut considerably in order to in- 
crease their volume of sales, which in 
turn will give them a larger turnover. 


EXPLAINS LOWER PRICES 


Merchant Says He Is Willing to 
Forego Profits for a Time 


In view of the unsettled trade condi- 
tions, W. O. Jameson of the Walk-Over 
Shoe Company makes this statement: 

“The pinnacle of high prices in the 
manufacture of shoes was reached last 
Summer. Raw hides and some kinds 
of finished leathers are lower in price 
now; but this leather cannot be made 
into shoes much before the Spring of 
1921. The shoes on all merchants’ 
shelves, at the present time, were 
ordered last Spring, and were manu- 
factured when all material was at the 
highest price. If they were sold at a 
legitimate profit, they would be selling 
at the highest prices ever known. 
Knowing that prices for Spring would 
be somewhat lower, we decided to head 
the procession and at once give our 
customers the benefit of next Spring’s 
prices. 

“This probably means the sacrifice 


of all net profit this season, but as w - 
have always worked for a large volum 

of sales with small profits, rather tha. 
fewer sales at a large profit, we fe: : 
that when the final readjustment come- 
we will have many more friends an 

customers by so doing. We use no ser 
sational sales talk, no high soundin, 
phrases. The merchandise offered i- 
described for the information of th 

public, an exact picture of. the shoe 
advertised is printed and the price i 
announced in the largest type used i: 
the advertisement. That the publi 
has confidence in these advertisement - 
is proven by the business already don: 
this Fall—our business having shown : 
constantly increasing gain since thes: 
lower prices took ‘effect.”’ 


Special Showing of Orthopedics 


The Dunlap Shoe Company, while 
conducting a price-slashing campaign to 
stimulate business, announces a special 
showing of Osteotarsal footwear which 
they have added to their line. 


To Open New Stote 


Many of the downtown stores have 
their window displays very artistically 
arranged with an abundance of many 
colored leaves, the hues of which show 
the Fall footwear to advantage. Bras- 
ley-Krieger Shoe Company of Pitts- 
burgh, Pa., who now operate one store 
on South High Street under the name 
of the Kirby Shoe Store, will open an- 
other store at 164 North High Street 
under the name of the Grover Shoe 
Shoppe. This store will specialize in 
men’s and boys’ medium grade foot- 
wear. Grover Krieger will manage the 
new store. 


New Shoe Company Leases Factory 


The Columbus Shoe Company whic!) 
was incorporated several months ago 
have leased manufacturing space ai‘ 
30144 West Spring Street, where the) 
will manufacture infants’ and children’s 
turn footwear. T.H. Eisenhuth, presi- 
dent and secretary, and T. Thoman, 
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vice-president and treasurer of the 
concern, are old shoe men, the former 
having been in the turn shoe game for 


BUSINESS AT LOW LEVEL 

Continued warm weather with bright 
unshine every day for the past two 
veeks has had the effect of keeping the 
hoe business in this city at a decidedly 
ow level. All of the prospective buyers 
eem to have imbibed the thrift idea 
nd are making their old shoes and their 
summer oxfords do. 

Industrial depression. felt in the 
argest industries of the city for the 
ast few months have had little or no 
ffect on the shoe business with the 
nore conservative and better estab- 
ished firms, the Waggoner-Marsh Com- 
vany and the M. O’Neil Company both 
reporting business receipts above those 
f last year when conditions generally 
were much better and weather condi- 
tions very much the same as at present. 
[hese firms cater to the established 
residents. 


Smaller Merchants Affected 
Many of the smaller merchants whose 
business was almost entirely with the 
wage earner, and the floating popula- 
tion, have felt. the industrial depression 
to a far greater extent. 


When the census was taken last © 


Spring the official tabulation for this 
city was a few hundred over two hun- 
dred and eight thousand as the popu- 
lation. Of this number it was estimated 
that 125,000, more or less, were of the 
solid, substantial style of citizens while 
the remainder might be classed as the 
city’s floating population. 


Fall Weather Needed 


Merchants generally feel that the 
only thing needed to start the regular 
Fall business off with a bang is a good 
heavy rain with a slight drop in the 
temperature. 

The majority of the sales in the past 
week have been on oxfords, both for 
men and women, although the greater 
portion of business has been with 
women’s oxfords. Some boots have 
been sold but merchants are confident 
that the regular boot season in women’s 
wear has not yet started. Brown has 
been the leading color in the shoes sold. 


Blue Kids Take Fairly Well 


The latest style for women to be 
featured in this city is a 12-inch boot 
of a midnight blue kid with a semi- 
Louis heel. The heel is a cross between 
the regular Louis and the high Cuban. 
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about seventeen years and the latter 


having been connected with the C. & E. 
Shoe Company for twenty years. 







Merchants report these have created 
much interest among their customers 
and quite a number of sales have been 
the result. 


Not Yet Buying for Spring 


Little buying for Spring has been re- 
ported. Buyers generally feel as though 
the market is ripe for a drop and al- 
though some concessions in price have 
been offered by the manufacturers they 
are holding off for what they term the 
“real drop.’’ Several of the buyers for 
the leading stores state they haven’t 
bought a single pair of Spring shoes and 
won't until the market steadies and the 
prices return to a more stable basis. 


FAIR BOOSTS BUSINESS 


Injects a Little ‘‘Pep’’ Into What 
Otherwise Has Been Dull Season 


Business with the local boot and shoe 
merchants received a stimulus with the 
revival on a large scale of the Summit 
County Fair at Fountain Park, Sep- 
tember 28 to October 2, both inclusve. 

The county fair, formerly an event of 
note throughout the county and a 
ready stimulant to business generally 
in the city, has been more or less dor- 
mant since 1914 when the buildings 
were damaged and the grounds nearly 
ruined by floods. Since that date the 
fair has been conducted on a small scale 
with little interest being shown in its 
development. 

Due to the rapid growth of all kinds 
of business with the astonishing develop- 
ment of this city in the past few years, 
the merchants rather neglected the 
county fair as a source of revenue and 
new business to care for the business 
developed by the growth of the city. 


Business Below Average Otherwise 


This year, however, the city having 
caught up with itself, the Retail Mer- 
chants’ Association have co-operated 
With the fair association in re-estab- 
lishing the fair as an annual festival 
for the entire county and one of the 
most successful years in its history was 
experienced. 

With the exception of the business 
stimulant injected by the fair, business 
has been below the average for the last 
few years due to the production cur- 
tailment by the larger rubber com- 
panies, Akron’s main industrial sup- 
ports. Nearly all lines of business have 
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a .. WATERPROOF 
Ea Grain on. ul i Be ira 
‘ongue and Back Strap. 


ore booklet telling ~ 
you eun ool these hate hy 


A Re ies 
Established hse? ; 












Stock Dept. 5 


Is at Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 











Where toBuy 


Shoes at Auction 








HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 
Every Wednesday and Friday 
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in “Where to Buy” columns—a 
growing directory for all the trade, 


—_ Larbergacon S| anawere pelos be one 

















































































106 








Where to Buy 


Children’s Shoes 

















AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 














W2C.Goodger 


’ Manufacturer of 
Children's Dlexible Durn Shoes 
Jor Jobbers i 
89 Allen St.. Rochester, WV. >7 








SOFT SOLES 


A Wonderful Line 
for the Wholesaler 

At present time we 
are allowing a 10% 
discount on all lines. 


NU BABY SHOE CO., East Lynn, Mass. 








HAVE YOU SEEN OUR LINES? 
Boot Sccksand'“Foot | Sott Soles, Hand 
Comfort” Slippers | Made _ Moccasins, 
(made in all sizes and | “First Walk” (1-5) 
best selling colors). and Turns (3-8). 
Nature Lasts In Stock Now 
THE B. & P. FOOTWEAR CO., INC. 
Dept. 4 Oswego, N. Y. 








Soft Soles and Moccasins 


Ask your Jobber for our 
G s. We do not sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 








ROCHESTER’S FELT 
SHOE KINGS 


PLACE ORDERS NOW AND INSURE 
EARLY DELIVERY 
Write for Catalog 


F. W. HAHN CQ. 
NEW YORK 








“ELAM” 
Flexible First Step Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO., Inc. 
Rochester, N. Y. 
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been affected by this slacking up, the 
boot and shoe merchants along with 
the rest. 


Pumps Selling Best 


Brown and black kid pumps still 
maintain the lead in volume of sales 
for the last two weeks in ladies’ foot- 
wear, with brown high top shoes run- 
ning them a close second. Many sales 
are still reported on brown and black 
suede pumps and oxfords. 


Merchants Not Buying Freely 


Merchants here report that they are 
not buying anything as yet for Spring 
trade, waiting to see which way the 
market will go before placing their 
orders. Fall shoes are selling from five 
to fifteen per cent lower than the prices 


Oct. 30, 1920 


prevalent last year. Many of the re- 
tailers are fairly well supplied in stapl- 
shoes that have been carried over from: 
last Winter to begin the year on, and 
are not giving heavy orders for an) 
grades. Most are ordering just the 
smallest amount they believe will pos- 
sibly carry them through. 

Marking 


Look for Close Price 


According to leading merchants onc 
of the outstanding features of the Fal! 
and Winter trade will be the close 
marking on the part of the retailers in 
an effort to secure a volume of busines: 
during the coming season. Present 
indications indicate that the number of 
oxfords worn by the women this Winter 
with heavy woolen stockings will be 
about equal to the number of shoes 
sold. 


Cleveland 


SUMMER STILL REIGNS 


Business Is Fair, Nevertheless— 
Merchants Sit Tight 


Another week has come and gone, 
and everybody in Cleveland is till 
wearing Summer clothing. Men who 
have had overcoats made to order tell 
their tailors when asked for tryons 
that they don’t need the garments now 
and the tryon must be postponed. So 
it is with Fall and Winter shoes. It is 
too warm for boots and just right for 
low shoes and light grades of silk stock- 
ings. Swimming is in order still. 

But unfavorable as weather condi- 
tions have been the past week merchants 
are saying that business has been good 
in view of the weather. 


Not Pushing Boots 


Merchants in the downtown district 
are sitting tight, and permitting the 
trade to take its course. They realize 
that it would be unwise to push boots 


and heavier grades of low shoes at this - 


time. So far there have been no special 
sales of either Fall or Winter shoes with 
greatly reduced prices. Everybody 
here realizes what would come should 
anybody get scared and start something 
bad with a big price reduction on the 
cold weather shoes. 

Clevelanders are optimistic about 
the future. They are sure that when 
cold weather sets in heavy shoes will 
move about. as fast as they desire. ~ 


Straps Very Popular 


The strap shoe craze has reached 
Cleveland. They are appearing on the 


streets in constantly increasing num- 
bers. The weather has helped along 
the fad, and new records are likely to 
be established in the sales of the 
shoes. 

E. C. Aymar, manager of the shoe 
department of Halle’s store, says there 
has been a larger demand for the straps 
in the last few days than for any other 
model in his store. They are comfort- 
able, cool and stylish, and these features 
have taken a strong hold on the fancy 
of women. 

Among the patterns that have taken 
best in the Halle store are open pattern 
shoes with full round toe; a D’Orpay 
pattern with straps that cross in front 
above the ankle and are buttoned on 
either side. The shoes come in black 
satin; all gray suede; patent leather 
and gray suede quarter; and in several 
other shades and styles. The assort- 
ment of patterns is large and the shoe 
has made a great appeal to women. 


Brogues and Hosiery Sell 


The shoe department at the May 
Company has enjoyed a good run with 
a combination of attractive hosiery and 
a woman’s brogue oxford. Here is an 
example of the store’s propaganda for 
the shoe: “A graceful skirt, smart hose 
and then—Brogue oxfords, of course! 
Brogues are neat and trim—and so 
comfortable for walking. They favor 
the spiciest of walks with the zest and 
enthusiasm that come with being com- 
fortably shod. Their long wing tips 
and vamps are heavily perforated and 
nicely pinked. They have modish 
military heels.” _ 
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San Francisco 


NO RADICAL PRICE CUT 


Merchant Deplores Fact That 
Public Anticipates 30 Per Cent 
Decrease 


San Francisco is still enjoying a 
period of high wages and plenty of 
york. The buying public, however, 
1as scarcely returned to normal con- 
litions. 

“The boot and shoe men of this city 
sught to get together and educate the 
sublic to understand that there is not 
‘oing to be any very radical cut in 
wrices for footwear this year,” stated 
he manager of the shoe department of 
. big department store. ‘We know 
hat a 10 to 15 per cent reduction is the 
vest we cen expect in the goods we 
»urchase from the wholesalers this Fall. 
Yet the newspapers, by dwelling so 
nuch on the idea that prices are soon 
'o be slashed in all lines, are educating 
people to expect much more radical 
reductions than we shall be able to 
sive them. Numbers of people are 
holding back from buying because they 
are actually anticipating that prices 
will soon drop 30 to 35 per cent.” 


COAST SECTION PROSPEROUS 


Retail Trade Not Up to Normal, 
but Volume Is Fair, Nevertheless 


Paul Tieburg of Tieburg Bros. is 
just back from a visit East and he is 
greatly impressed by the prosperity of 
the Pacific coast. ‘In New York, the 
shoe ‘merchants don’t seem to think 
they are getting the business they 
should,” said Mr. Tieburg. ‘“We have 
eight stores, two in Portland, Ore., 
one in Fresno, three in Oakland and 
two in San Francisco, Cal., and we are 
having the most prosperous Fall in our 
history. Right here, in the past three 
months, we have doubled our sales 
force. We have been advertising heav- 
ily: “Ten to 25 per cent off on low 
shoes’ and they have been going like 
lightning.” Mr. Tieburg, who placed 
large orders for strictly-made Brooklyn 
shoes, predicts a satisfactory Fall busi- 
ness throughout the Coast. 

In going from one retail San Francisco 
shoe store to another, one cannot fail 
to be impressed by the fact that they 
all seem to be busy. And yet, a large 
number of the merchants say that 
business is not quite normal. The 
explanation for this is that a large 
portion of the public is buying from 
hand-to-mouth, so to speak. People 
have the money, but they are not 
stocking up in any line of goods. 
Women who, ordinarily, would stock 
up for the Winter, are only purchasing 


for the needs of the moment. Society 
has come back to town and the wealthy 
class of customers are beginning to buy 
dress goods, as well as smart shoes for 
street and afternoon wear. Roy Wahal- 
ander of the City of Paris, for instance, 
reports that buckles for strap pumps 
and opera pumps are picking up. Boots, 
he states, are moving slowly as many 
modish women are wearing oxfords and 
spats. The big demand is still for low 
shoes. 
Sommer & Kaufmann Have 
Opening 


Sommer & Kaufmann staged their 
Fall and Winter opening, showing new 
styles, the dominant features of which 
were the variegated styles ranging, in 
low shoes, from dainty strap effects to 
“broguey” oxfords and, in high shoes, 
from colored kid boots with French 
heels and wave tops to the heavier 
pony-cut walking shoes. 


Plan Chain of High Class Stores 


The Block & Levy Co. are planning 
to install shoe stores in all the Coast 
establishments of Reich & Lievre, ex- 
clusive dealers in women’s gowns, etc. 
They already have a handsome depart- 
ment for women’s shoes, exclusively, in 
the Reich & Lievre establishment at 
Grant Avenue and Geary Street. 
About November 1, Block & Levy will 
open a department in the new Reich & 
Lievre store at Fresno. The joint estab- 
lishment will occupy the ground floor 
and basement of the new Mattei Build- 
ing, a miilion and a half dollar structure 
at J and Fresno Streets. Brilliantly 
illuminated “‘shadow boxes” will be a 
feature of the shoe department, as in 
the Block & Levy Co.’s two stores in 
this city. 


Market Week Held 


This week is Market Week, a semi- 
annual event fostered by the Manu- 
facturers’ and Wholesalers’ Association 
of this city for the purpose of inviting 
buyers, from all the Western territory, 
to come to market in San Francisco. 
Some of the retail shoe dealers are 
aiding in the campaign by featuring 
Market Week in their advertising. 


To Organize Local Associations 


L. Waggenmann of San Diego is 
leaving for a three weeks’ trip along the 
Coast in order to aid in organizing local 
shoe dealers’ associations, under the 
jurisdiction of the California Retail 
Shoe Dealers’ Association. 


Where toBu 


Children’s Shoes 








“HIGH CUTS, TURNS” 
Pat. lace gray suede top cir. fox spring 
heel 4-8 


Pat. lace gray kid top cir. fox spr. heel 4-8 $2. 60 
Pat. tace gray buck top cir. fox spr. heel 


4-8 
Pat. lace beaver buck top cir. fox spr. 
heel 4-8 2 
cent 10, Net 30 


Terms 5 
JOHN M. AHEARN SHOE CO. 
683 Atlantic Ave. 








H.C. Brown Company 


CHILDREN’S SHOES 
CUMERAL OFFICES. 155 LINCOLN STREET BOSTO® MASS 
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TRADE » MARK 


THE L. O. STICKLES SHOE CO., Mfrs. 








“In Stock Turns” 
“Limited Quantity 
Pat. buttoned white cab. top cir. pe no ai 


Terms 5 per cent 10, Net 30 


JOHN M. <p HEAEN SHOE CO. 
Atlantic Ave. 
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Ballet Slippers 














VERY BEST IN BALLETS 
TRY OURS 
YOU SURELY WILL BE PLEASED 


Women’s Black, sizes 24 = 4 “2 
Misses" 1.65 


Child’s od ? 8 A ‘ols 1.55 
Whites Ten Cents a Pair More 
PURITAN SHOE CO,, Inc. 74 Reade St., N. ¥. C. 








“Flexo” 
GYMNASIUM 
SHOES 





Panoe 


Women’s Dull Goat Oxford, $1.30 
Carried in Stock 


BROOKS SHOE MFG. CO., Philadelphia 








BALLET SLIPPERS 


Women’s Black, - $1.65 and $1.75 grades 
- $1.60 and $1 65 grades 
- $1.55 and $1.55 grades 
- $1.50 and $1.60 grades 


Black 
JOHN E. McNAMARA 
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Where to Buy 


Standard Shoe Materials 





GUARANTEED 
TWO YEARS 


Hub Gore means and 
Serv 
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Chrome 
Sides 





Beggs & Cobb, Inc., Boston, Mass. 








COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 
B. F. CHAMBERLIN 
184 Summer St. 
BOSTON 


Formerly Walpole Shoe Supply Co. 








T. W. GODSOE, Pres. 
W. G. DONALD, Vice- 
F. E. JON Treas. 


F. E. JONES COMPANY 
coors MAT KID 


95 South Street, Boston 
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Waterproof 
Leather That 
Takesand Re- 
tains a Polish 
Creese & Cook Co. $230"*" 443° 


Tanneries at Danversport 











No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 
Boot and Shoe Recorder 

All the Time 
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California Briefs 


Harry A. Gibson, the popular mana- 
ger and buyer for the White House 
shoe department, is just back at work 
after a slight illness. He states that 
September was a good month. 

Charles Reedy, buyer and manager 
for Hale’s shoe department, is in the 
East on a buying trip. 

J. F. Reedy of the Pacific Building 
has returned from the East. 

Frank R. More, buyer for the wom- 
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en’s department of the Frank Werne: 
Company Walk-Over Shoes, has just 
returned from the East. 

R. S. Pierce, formerly manager of th: 
Regal Shoe Store, Oakland, has joinec 
the sales force of the Hanan Store, Sar 
Francisco. 

H. C. Moss of 155 Dolores Street 
Melinis P. Smith of Bakersfield anc 
Elmer Wood of Bakersfield, transacting 
business at 76 Ellis Street, San Fran 
cisco, will henceforth be known as the 
Moss Shoe Company. 


Detroit 


EXPECT GOOD WINTER 
BUSINESS 


Merchants Look for Real Revival 
When Snow Flies 


The shoe situation in Detroit is little 
changed. Business is reported to be 
slow in most quarters, but there is an 
optimism manifest in the feeling that 
the Winter business is going to be very 
good. In fact, the best face is being 
put on things and a feeling exists that 
in many ways Detroit shoe merchants 
are better off than those of many other 
places. An instance of this feeling was 
shown at the Retail Shoe Dealers’ As- 
sociation luncheon meeting held on 
October 14. W. I. Whitney, who had 
just returned from Denver, where he is 
arranging for the opening of another 
Dr. Reed Cushion Shoe Store to be 
run in connection with the Detroit 
store, said: “I did not find things as 
lively in the West as I anticipated, and 
it is good to get back to Detroit where 
there is some business being done.” 


Weather Too Good 


The weather has been extraordinarily 
fine and this has resulted in poor shoe 
business. Reports are that low cuts 
are selling well, although in some stores 
the sales of high lines are said to equal 
50 per cent of the business. 

Asked what was selling at the moment 
the manager of one department store 
shoe department said: ‘“To tell you the 
truth, we are selling a little of every- 
thing. The public do not appear to 
have settled down to any particular 
style as yet.’ In a large shoe store the 
report was that low and high cuts were 
selling about 50-50, and that ankle 
straps were going strong. Some stores 
are pushing high cuts, but find the 
weather is very much against them. 
The sale of men’s lines is apparently 
much improved as the mens’ shoe de- 
partments report business very much 
improved. 

Prices are being reduced on many of 
the well established lines and there is 


every indication that sales will be put 
on early in the season. Ben Burk. 
Washington Boulevard, is now giving 
20 per cent off, ‘even on laces and rub- 
bers.”” Other small sales, two and three 
day specials, etc., are also being adver- 
tised by other stores. 


To Expand Women’s Department 

Alterations and additions are now in 
progress on the “‘old” building of Crow- 
ley-Milner Company. When these are 
completed, early in the year, the wom- 
en’s shoe department will be moved 
from the second floor to the fourth to 
allow Thomas B. Jefferies, the manager, 
more room to expand. It is not often 
that shoes are purchased in car lots, 
but that is what Mr. Jefferies has just 
done. Two cars were chartered to ship 
the stock of the Eigner Shoe Company, 
Boston, Mass., which has just been 
purchased by him. When these arrive 
in Detroit, it is likely there will be some 
lively selling as the stock was purchased 
at a very favorable price. 


To Boost Xmas Shopping 


The Better Business Bureau of De- 
troit, composed of all lines of trade, is 
busy with the preparation of a cam- 
paign for early Christmas shopping. 
Prizes have been offered for a poster 
for use in this connection and there are 
many entries. The winner will be 
chosen at once and the printing started 
so that the posters may be distributed 
early to every retail store in the city. 


Attractive Fall Display Window 

The R. H. Fyfe & Co. windows re- 
flect the Fall season in a very appropri- 
ate manner. The regular background 
of these windows is utilized in the dis- 
play, but a three panel screen has been 
built, and set before it. The center 
panel is a large one; the side panels 
very much smaller are set at an angle. 
These panels are all covered with 
cloister cloth, the new decorating ma- 
terial so popular at the present time. 
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Gold cords with tassels are festooned 
gracefully over the center panel. A 
wicker wall pocket containing beau- 
tifully colored dried grasses and a 
crescent, covered with plush and decor- 
ated with fruits and flowers, give the 
vhole display the spirit of Autumn. 


Unique Display of Slippers 


For some time there has been a dis- 
p'ay of slippers at Hudson’s that has 
r-sulted in much business, according to 
\(r. Mittmesser, manager of the men’s 
soe department. The display is made 
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on an ordinary round dining room table. 
Over this is spread a red kid skin. On 
this are shown a number of styles of 
slippers. By keeping this display on the 
floor all the time, this firm has an “all 
the year round” demand for slippers. 
This idea might be useful to others for 
the coming holiday season. 


Made Assistant to Manager 


L. Meredith, formerly in the men’s 
department at Hickey’s, is now assistant 
to the manager in the women’s shoe 
department at the same store. 


Providence 


RETAIL TRADE QUIET 


Merchants Almost Unanimous in 
Statements to This Effect 


Rhode Island trade in general during 
tne past two weeks has been very quiet. 
keports from various cities differ 
slightly. For instance, in Providence, 
buying has been only fair; merchants 
have asserted that there is room for 
much improvement. Pawtucket re- 
ports a quiet week, even more so than 
during the corresponding weeks in July 
or August. In Woonsocket, business is 
at a standstill, owing to the half-time 
working schedule at some mills, and the 
complete shutdown for the past six 
weeks at two of the mills. At Newport 
and Westerly a few stores report that 
trade is holding its own. 


Thirty-fif th Anniversary Held 


Last week at the Shepard Company 
store, the thirty-fifth anniversary was 
celebrated. This store has always 
specialized on service. Business, accord- 
ing to the buyers, is brisk. The shoe 


New 


RETAIL TRADE BRISK 


But Merchants Are Doing Business 
on Small Profit Margin 


The retail and wholesale shoe business 
in this vicinity continues on an unsatis- 
factory basis, with merchants meeting a 
lower price level which seems to be the 
aim of the general public. This does 
not mean that business is lacking. Some 
stores are doing a good business, but 
the margin of profit is small, particularly 
in high-grade footwear, in which the 
greatest reductions have been made. 

Some merchants who were hoping 
that colder weather would stimulate the 
demand for high boots have begun to 





department manager, A. L. Abrams, 
reports business to be very good, with 
a large present demand for school shoes. 


Work Shoe Sale Is Feature 


At the Outlet Company, a big sale of 
5,000 pairs of men’s work shoes is going 
on. These shoes are offered to the 
trade at $2.55 and $3.35, regular values 
being $5.00 and $5.50. The shoes are 
all unlined, have back stays, and are wax 
thread stitched. They are made of 
chrome tanned muleskins, in black, 
tan and gray. The inner, outer and slip 
soles and heels are of solid leather. 


Takes New Position 


‘**Ed”’ Quinlan, at one time connected 
with the shoe department of Lynd & 
Murphy Company of Pawtucket, and 
also with the Frank E. Ballou Company 
of Providence, has recently taken the 
position of manager of the Kaufman 
Boot Shop, Taunton, Mass. “Ed” is 
well known to the shoe trade, being at 
one time salesman for a Maine shoe 
house. 


York 


despair of moving their stocks of this 
class of footwear at normal mark ups 
and are cutting prices sharply. At one 
store, noted for its novelty footwear 
and where prices are usually made 
accordingly, it is said that great diffi- 
culty is experienced in selling shoes 
above the $15 limit. 


Low Shoes Good So Far 

In women’s footwear the season so 
far has been favorable to low shoes, 
in about, the ratio of two to one, com- 
pared to high shoes. The high top 
colored boot has not created a large 
following in this city, although a few 
are being sold and worn. On the other 
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Engraving and Printing 








ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ig sed Fay for e~ sd of 
our Specis int Service 
the Boot and Shoe Trade 

201 South Street, Boston, Mass. 


Telephone 4960-4961 
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COLOR PRINTING DESIGNING 


CATALOGUES 


Telephone Main 3408 
HOOPER PRINTING COMPANY 





74 INDIA STREET, BOSTON 
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Window Trim Material 








Window Displays 
BACKGROUND _ PAPERS, 
CIAL FLOWERS, ete. 
Send for Catalogue 
DOTY & SCRIMGEOUR SALES CO., Inc. 
30 Reade Street, New York 








DISPLAY MEN 
Attractive Windews—Use Win-Deco 
ad ugs, Ma Cards, Flowers, 
pla ar Pine ay Request 


WIN-DECO DISPLAY SERVICE 
93 Federal St., Boston 








220 E. Lex. St., Baltimore 
624 Consumers Bidg., Chicago 
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Miscellaneous 
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ofvin FREE USE 


SEND FOR FULL PARTICULARS 
N.H. GROVER CO, R 63, 161 Summer St., Besteo 








A good leather BOW or a BUCKLE 
made by the VANITY 
will sell your shoe 


VANITY NOVELTY WORKS 
913 Gates Ave., Brooklyn, N. Y. 
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MEYER’S THREAD 


Is the Safe Thread 


or dependable shoemaking 
Don't take our word for its 
quality. Write for samples 
and test it yourself. 
Utes atin ee Ce 





cunbiedvedeusooteedveus 


an 





SHOE BUCKLES | 

OF EVERY DESCRIPTIC 

BE ADED AND METAL| 
BUCKLES __ | 


JUR SPECIALTY 


FASHION ORN AMENT CO 


98 MIONTACUE ST BROOKLYN NY | 





You need this book on 


SHOE WINDOW 
DISPLAYS 
Get it today! $2.75 postpaid 


FRANK P. TAYLOR 
381 Wash’n St. Boston, Mass, 














HAVE YOU THE TIME 


to fuss with your windows, spending 
your valuable time ‘when you can 
on at a nominal cost Foote 
Tand Made Displays ready for you 
to = up? Write us. 

FOOTE ASSOCIATES 


0 Ri. Street Rochester, N. Y. 








SALES LETTERS 
MULTIGRAPHED— 
FILLED IN—SIGNED— 


F. S. ROOT CO. 


eee PUBLICITY SERVICE 
BEACON ST., BOSTON 














D. W. COULTAS CO. 


Manufacturers 


RHINESTONE BUCKLES 
Big Demand 
Write for samples 


PROVIDENCE - - - R.I. 
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hand, few merchants stocked heavily 
on these and already they are being 
placed on sale at reduced prices. 

Strap sandals are said to be the 
fashion leaders now, with plain oxfords 
and brogue and wing tip oxfords a 
close second. Sales of wool hosé are 
holding up well, indicating that the 
vogue for low shoes on into cold weather 
is well founded among the women. 


Ask for Lower Wholesale Prices 


Charles Thompson, buyer for Oppen- 
heim Collins & Company, asserts that 
the policy of his house in reducing all 
women’s shoes to a price below $12.00 
a pair has resulted in increased business. 
All the higher priced shoes were brought 
down to the $12.00 maximum. Mr. 
Thompson said that many of the shoes 
now being sold at this price had cost 
$14.00 wholesale, but were being sold 
at an actual loss in order to meet the 
new current retail level. He also de- 
clared that while some manufacturers 
have recently offered shoes at lower 
prices, that many lines were still too 
high to handle at prices the public was 
willing to pay, and still leave a legiti- 
mate profit. This theory is expressed 
by other merchants as well, who, while 
not criticizing the manufacturers, assert 
that lower wholesale prices must be put 
into effect if a large volume of retail 
business is to result. 


Baby Louis in Demand 


In many of the shops, particularly 
Lord & Taylor and Franklin Simon & 
Company, on Fifth Avenue, the baby 
Louis heel is growing in demand and 
is being plentifully stocked. At other 
stores, however, it is asserted that the 
full Louis heel is in the lead at present 
on the strapped pumps, particularly in 
suede, buck and ooze models. 


Oct. 30, 1920 


Large Tongued Pump Popular 


The large tongued pump is beginning 
to catch on in public favor, according 
to merchants who are sponsoring this 
type of footwear and in the opinion of 
many will be the leading fashion in 
Spring footwear. Along with the large 
tongue goes beaded and cut ste:! 
decorations applied directly on th- 
tongue or made in the form of buckles 
to be attached and sold separately. 


Women’s Shoe Store Opened 


An exclusively women’s shoe store 
has been opened at 163 West 34ti: 
Street, under the name of the Prince: 
Shoe Shop. The members of the firm 
operating the store, A. Lifschutz an: 
I. I. Steinberg, are connected in som: 
way with a Brooklyn factory. Th 
firm also operates a retail store at 142: 
Broadway, Brooklyn. Brooklyn-mad 
turns and welts will be handled in th: 
new store. 


New Department Opened 


The Brooklyn store of Browning Kin; 
& Company has opened a shoe depart 


. ment for boys, with excellent results. 


according to J. Cole Nutting, manager. 
Lord & Taylor also are catering to 
children in the newly established chil- 
dren’s department. The segregation of 
children’s and men’s wear in complete 
units or shops within department stores 
is making great strides in New York. 


Factory in New Location 


A. Hoffenberg & Son, manufacturers 
of Goodyear stitchdowns, leggins and 
overgaiters, announce the removal of the 
factory from 585 Hudon Street to 518 
West 55th Street. This plant, which 
has an area of 15,000 square feet, was 
formerly occupied by I. Miller. Daily 
capacity is 200 dozen stitchdowns and 
150 dozen leggins and overgaiters. 


Manchester 


SHOE PLANT CLOSES 


Business Improvement Looked for 
by First of Year 


The shoe factory of W. H. McElwain 
Company at Nashua, employing several 
hundred persons, was closed today. 
The company, in its statement regard- 
ing the shut-down, stated that the 
factory would remain closed for nine 
days. The local factories are running 
on a small schedule at the present time, 
but it is thought that by the first of the 
year business conditions will have im- 
proved sufficiently to warrant the adop- 


tion of a 60 per cent schedule. | Accord- 
ing to inside information the coming 
Winter will be one of the quietest in the 
shoe industry seen in this section until 
Spring when manufacturers look to a 
big increase in this industry. 


PRICES NOT CUT 
Manchester Manufacturers Do No: 
Foresee Immediate Reductions 

In spite of the fact that shoe mer- 
chants in this vicinity have been talkin, 
lower prices soon, the price lists of 








1920 


lar 


ming 
ding 
this 
om of 
m in 
large 
ste] 
the 
ckles 





Oct. 30, 1920 


Jocal manufacturers remain the same as 
they were a month ago. In discussing 
the subject with men well versed in this 
subject, the writer was informed that 
tliere would be no immediate reductions 
nade and from what could be derived 
from present conditions, prices would 
say where they are for some time. 
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To Ask Wage Increase 

Local 136, United Shoe Workers, at a 
meeting held recently, voted to ask for 
a 20 per centage increase and a 44-hour 
week when shoe manufacturing condi- 
tions are normal. This makes the 
second local out of four to approve the 
new movement. 


Lynn 


SAYS NOVELTIES SELL WELL 


I-nn Manufacturer Reports on 
5,000-Mile Trip 


Mr. MacLaughlin, salesman for Bres- 
n-han, MacLaughlin Company, just 
h:me from a 5,000-mile trip, says: 

‘Novelties, and more _ novelties! 
Tnat’s the whole story. Stores selling 
shoes are those selling novelties. Vel- 
v-ts are the newest. For instance, a 
v lvet vamp, a black satin quarter, a 
satin covered wood heel, and two 
straps, a truly Parisian novelty—a 
si yle like that is as smart as a whip, and 
it will whip up sales. 

“Grays, a new taupe shade, also are 
among the new live novelties. “A gray 
satin is good; so is a silver gray cloth. 


New Effects in Straps 


“Strap styles continue to show new 
effects. For instance, a new Grecian 
pump has straps overlapping the quar- 
ter, and passing over the instep. 

“Strap styles continue to show new 
effects. For instance, a new Grecian 
pump, a two strap, has its straps lasted 
right into the shoe, at the shank, in the 
sabot style. The straps overlap the 
quarter and pass over the instep. The 
Doris, another new strap style, presents 
the shawl tongue effect, on the side of 
the shoe. ; 

“Other new strap patterns are coming. 
Indeed, I sometimes doubt if style will 
ever settle back to plain lace, or button 
boots, any more than style in women’s 
dresses will settle back to the plain 
prunella costumes of 1840. A wealth 
of good things there are to be put into 
footwear these days. Besides, stock- 
ings never were more beautiful. We 
shoemakers must hold up our énd of the 
game, by presenting new and striking 
styles.” 


The Three Pair Idea Bobs Up Again 


One Lynn firm is trying to work back 
to its old idea of three pairs to a season. 
The idea is like this, if the reader will 
please bear in mind that the prices are 
nominal, and are used for the purposes 
of illustration only. 

This firm made, before the war, shoes 
to retail at $3.50 a pair, or thereabouts. 


It figured that many well-dressed girls 
bought three pairs a season, picking a 
new style each purchase, and getting 
three different types of shoes for $10, or 
thereabouts. 

The war forced up its prices so much 
that its shoes retailed at $10 a pair, or 
thereabouts. 
set in good and hard, many wearers of 
its shoes proceeded to make their shoes 
wear the entire season. So they bought 
one pair of shoes a season, instead of 
three. The manufacturer is now trying 
to work back to the idea of three pairs 
a season. 


Cost of Cloth Still High 


“We are buying a fine cloth at $2 a 
foot, and it takes 21% feet to make a 
pair of our shoes, making a total of $5 
a pair, for the cost of the uppers.’ So 
says a Lynn manufacturer, and he 
adds, ‘‘Where, O where! are those 


people who talked about cloth as a 


substitute for leather.” 


A Stiff Game to Play 


“This style game is a stiff game to 
play,” says a Lynner. “For instance,” 
he continues, ‘‘we are working in new 
patterns all the while. They cost us 
$150 aset. Before the war, we paid $50 
a set. However, we cheerfully pay the 
price, for we believe that new styles 
are absolutely essential to the develop- 
ment of the shoe industry. And, speak- 
ing from our own point of view, we are 
glad to produce new styles, for we have 
all the orders for novelties that we can 
handle.” 


Making Men’s Romeos 


The Foster factory at Rowley has 
the lasts and patterns that J. L. Walker 
Company used in its Lynn factory for 
making men’s Romeos, and is making 
that line exclusively. 


Straps and Buttons 


Straps on pumps, or boots, should be 
strong, if fastened by buttons, or the 
buttons will pull out, when a strong 
arm lady undertakes to fasten a strap 
over a plump ankle. One Lynn firm, 
by the way, fastens all its strap styles 











Where to Buy 


Miscellaneous 








Seana 








KELLYKARDS 


Have been the standacd retailers’ 
window cards for cight years 
ASK US ABOUT KELLYKARDS 
“The Signs of Life” 
F. B. KELLY CO., INC. 


508-512 St. Paul Rochester, N. Y. 

















When the thrift period. 






Perfection Pneumatic 
Arch Cushion 
oT lw heeo 
ELASTIC TIP COMPANY 5 
Boston, Mass., U.S. A. 
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LOWER PRICES ana WOMEN’S 


Ins Stock 
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Shoe Polishes 




















The Proper Dress- 
ing for Every Shoe 
Griffin Mfg.Co., Inc. 


67-69 Murray St. 
New York 


















Best In Thetve Claes 
Oe 
Ware 

Caaan ound 


for white buck, etc. fer white kid, ete 
NATIONAL SHOE POLISH MPG. CO., lac. 








PHILADELPHIA, PA. 
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Johnson-Stephens 
& Shinkle Shoe Co. 
Manufacturers 
lead in the “League of Fashions.” 


“Fashion Plate’’ Shoe Styles continue to 





LES 
YW) iD) 


7) Hy} hh I) 


YU 
Ti, 


Ye 
is ) wey } 


PBL 


model is 


Our new ‘‘Poiret™ 


‘S) 


yp ML 


Zi 


V) 


the latest leader and embodies 


dainty charm as well as utility 


Visid) 


iy POEM : g ACS \ ety 


> +a se 











ee SN. BESS 


*0P 


WE Sout 











— _—_lCUrelCUh 


x ANGE \ 








\ 


YN) 
A) 























Wonderful Shoes 
for 
Wonderful Girls 

















‘© 
ho 
S 


3 
"iy 


D ANKE" 


“ 


DOOOCpy7genwow 


‘. 


YOCOM 


se 
te 


~~ < 





FAQ QRH BWC HOON 





+ a a 6 SS BS 








Oct. 30, 1920 









with buttons. It has many of them, too. 
Kid leather is used for reinforcing 
straps of many shoes. Kid is tough, 
and, in lining stock grades, is com- 
paratively cheap. 


Beaded Designs Being Made 


One Lynn firm is undertaking to 
m:\e 100 cases of shoes, with various 
sty'es of béad trimmings, for its cus- 
tomers. That is 3,600 pairs, not so 
ver» many, but quite a number to have 
be. trimmings, for it is difficult to 
ge’ bead work done by hand workers 
th :e days. Beads are on straps, as 
we. aS Vamps, and are sewed on in al- 
most aS many patterns as there are 
be ied shoes. 


» Discontinue Children’s Shoes 


\illiiam Shienwald, who bought the 
plent and equipment of J. B.. Thomas 
& ‘arr, Lynn, was in New York the 
pas! week. He will first have new sets 
of \asts and patterns made, and will 
start up the factory later, at a date to 
be determined. Incidentally, he will 


cut out the misses’ and children’s 
shoes that the old firm made, and will 
produce women’s McKay style shoes 


only. 


Money Comes Slowly 
Says the credit man for one Lynn 
firm: “A number of shoe merchants 
should wake up to the fact that the shoe 
manufacturer needs money with which 
to carry on his business. Some of our 
customers who used to pay in ten days 

are now taking 60, or even 90.” 


New Shoe Firms Formed 

Standard Shoe Company, headed by 
Mr. Williamson, formerly with J. L. 
Walker Company, is fitting up space in 
the Vamp building, for making misses’ 
and children’s shoes. 

Tuttle-Genstil Shoe Company has 
taken the plant and equipment of the 
Andrews-Wasgatt Company, Everett, 
and will make women’s shoes. The 
company was recently incorporated, 
with a capital of $100,000, and with 
Solly Genstil as president and Henry G. 
Tuttle as treasurer. 


Rochester 


PRICES ON DECLINE 


Industrial Depression Compels 
Merchants to Slash 


An acute depression in Rochester’s 
principal industries has been reflected 
in substantial reductions in the retail 
prices of footwear. With many large 
plants, especially the clothing factories, 
laying off large numbers of workers or 
operating under a part-time schedule, 
the buying power of the general public 
has taken a slump, and merchants have 
been quick to recognize that in order 
to move large stocks, reductions even 
to the point of sacrificing profits are 
necessary. Shoe merchants have met 
the situation courageously, and their 
readiness to make the best of a dis- 
couraging prospect has pumped oxygen 
into the lungs of what seemed. to be an 
expiring trade. As a result, shoe stocks 
are moving in Rochester, even though 
they are moving at reduced markings. 

Prominent among the concerns to 
realize the gravity of the situation is 
William Eastwood & Son Company, 
of 176-180 Main Street east and State 
Street, this city, which also has a store 
in Buffalo. In half-page advertise- 
ments in Rochester papers, headed 
“Reductions in Eastwood Shoes;” the 
company announces “‘worth-while sav- 
ings on all our men’s, women’s and 
children’s shoes.” 

“The public has demanded lower 





prices,” says the advertisement, “and 
we are meeting this demand with general 
reductions, substantial savings—on our 


- merchandise in every department.” 


As examples of the marked decreases 
in selling price, there are women’s ox- 
fords for $7.50, formerly sold at $12.00; 
full-brogued oxfords for women for 
$6.50, formerly sold at $10.00; shoes 
for men for $10.00, formerly sold for 
$12.50 and $14.50; boys’ shoes for 
$7.00, formerly sold at $10.00 to $11.00. 

Other merchants in the city are fol- 
lowing in the footsteps of the East- 
wood Company. 


Less Reduction on Cheaper Quality 
Shoes 

Although high-priced, high quality 
shoes have undergone startling reduc- 
tions, the prices of cheaper quality 
footwear have not taken such an abrupt 
nose dive. The lower grades of shoes 
have been selling well at prices adapted 
to the pocketbook of the average 
middle-class man or woman. However, 
with the reductions in the prices of 
high-grade shoes, it is very likely that 
many persons may go from the cheaper 
to the higher grades unless the mer- 
chants in cheaper shoes mark down 
their prices. 





Low Cuts Selling Well 


Real sunshiny, balmy days of Indian 
Summer, more like April or May than 
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October, have given an impetus to the 
sale of low-cut brogues in local stores. 
Only last year the Winter low cut 
really came into its own here, and this 
year brogue low cuts may be classed 
among the best sellers. This does not 
mean that the brogue boot is not selling 
also; for it is plain that the brogue style 
has captivated the eye of the buying 
public. Everybody who dresses fas- 
tidiously seems to be wearing low-cuts 
with the lightweight woolen socks and 
stockings this Fall. Cordovan low- 
cuts also are. moving well. 


Merchants Buying Slowly 


There seems to be no over-eagerness 
here among merchants to stock up 
their shelves. They point to published 
predictions of manufacturers promising 
as high as 25 per cent reduction in 
Spring, and they are cautious lest they 
be caught heavily stocked when the 
manufacturers make a mark-down. 
However, some merchants are condemn- 
ing the reluctance to buy, because they 
say depleted stocks do not encourage 
business, and failure to have ‘full lines 
on hand often prejudices a customer 
against a store. Saying, “We haven't 
got this style in your size never captured 
a customer,” one shoe storekeeper here 
said in discussing the situation. 





New Shoe Store for 
Richmond 


To Distribute Shoes in South 


Richmond, Va., Oct. 26—A. Royall 
Turpin and R. T. Hancock, for many 
years associated with Stephen Putney 
Shoe Company of Richmond, Va., re- 
signed their positions, October 1. 

They are incorporating a Virginian 
company with headquarters at Rich- 
mond, for direct distribution of shoes 
to the southern trade. Associated with 
them will be an eastern shoe manu- 
facturing organization. 

Offices will be opened at Richmond 
November 1, and distributing warehouse 
on or before January 1. 





Where to Buy 





Boys’ Shoes 

















J. PINSKER 
127 Duane Street - New York 
SALESROOM 
Little Gents’ and Boys’ Shoes 
Cc. F. quae amen co. 
Allentown, Pa. 





















































































BOOT AND SHOE RECORDER | Oct. 30, 1920 


ALL 





MAR 


Maintained 


Americas Popular Shoes 





Americas Popular Sports 





a SS ar Ss oo 





<_< _ 1 a_i ee _ ie ie <<< é 


Sesie 


N 








CFS SORE LOR EE aa 
Sa 


fe 
sein wan 
wr a 
= 


> +," 
y 
~) 
} 
SS, 


>< << = —— 


pat armed Avon phe! eat bie pt om yee 
IY Fr er 


77 


C.S.MARSHALL COMPANY 


BROCKTON, MASS. 


Ea RMN oe IO pas Qaboos» LNT 
a 


ae am 





a a a 
>—=>_22._* 2 > ~ 


ha 

noi 
A 
Wie 


> avr at? avr .v <sP? =v" a3” - 3? -v” 9” .¥” 29” ovr oS = ere <« xr «Xr <r. <r ir <r. x. ‘r. “er. 
~ih “ia he ~ Re 2h” 2D. Bee “A> “2 “AD 2 AR “2 “oe “Ae “ah oe 1 Le OB tt a a a MO 


(4 
fy 




















Oct. 30, 1920 


BOOT AND SHOE RECORDER 


Boston 


LIQUIDATION ADVISED 


Massachusetts Merchants Discuss 
Subject at Regular Monthly 
Meeting 

That liquidation of stocks is the best 
policy to pursue at the present time 
seemed to be the consensus of opinion 
expressed at the first Fall meeting of 
the Massachusetts Retail Shoe Mer- 
chants’ Association, held October 20 at 
the Boston Shoe Trades’ Club. It was 
pointed out in defense of this policy, 
first, that prices are apt to go lower; 
second, that retail shoe stocks are too 
large at the present time; and, third, 
that new styles may make obsolete 
those now on the shelves of retail shoe 
stores. The meeting was presided over 
by President J. J. Buckley. 

Among other points brought up for 
discussion were that of salesman’s com- 
pensation, the effect of labor on the 
retail situation and the advantage of 
a properly trained sales staff. The latter 
subject was discussed by Arthur L. 
Evans, president of the Retail Shoe 
Salesmen’s Institute of Boston, who 
outlined the course which he has 
recently brought out. The discussion 
of the effect of the labor situation on 
retail trade brought out the thought 
that, while it may be advisable, in the 
interests of lowering the cost of living, 
for labor to be bound to a lower wage 
scale, nevertheless the retail merchant 
must remember that the great bulk of 
buying is done by labor and that lower 
wages mean curtailed buying power 
and a consequent shrinkage in retail 
business. : 

Routine business transacted included 
the announcement that the speaker at 
the next meeting will be B. F. White of 
the National Bonding Company and 
the reference to.the N. S. R. A. of the 
recommendation made by the National 
Boot and Shoe Manufacturers’ Asso- 
ciation that Congress be urged to allow 
a change from cost to market value in 
taking inventories for taxation pur- 


poses. 


BUSY HOSIERY MART 


Quality Goods at a Price at Dr. 
Reed’s Shoe Store 


The Dr. Reed Cushion Shoe Store at 
39-41 West Street has recently com- 
pleted a Ten Days’ Hosiery Sale, during 
which about 300 dozen pairs of silk 
stockings for women were sold at $1.69 
and $1.99 the pair; these were $3.00 
and $4.00 values. The sale was ad- 
vertised in a 2 by 6 column ad in two of 
Boston’s daily papers, and by window 
displays. Three girls were employed 


and a section on both sides of the front 
of store was used. 


Black and Brown 


But the sale of quality hosiery at a 
price goes on continuously at this store. 
The best sellers are silk in black and 
brown. White and colors, such as silver, 
henna and other popular shades, seem 
to be dead. Clocked effects are very 
largely bought. While men’s stockings 
sell well, women are the best stocking 
buyers, and hosiery sales are made ex- 
clusively by women. If a woman cus- 
tomer decides to buy a pair of stock- 
ings after she has been fitted to a pair 


of shoes by one of the salesmen, the | 


latter takes her to the hosiery depart- 
ment, and receives a 5 per cent com- 
mission for his share effort, but the 
woman behind the counter is the real 
sales expert, who exhibits the merchan- 
dise and suggests, as to color, style and 
size. 
Women’s Styles Featured 


B. C. Goulstone, the manager of the 
Dr. Reed Cushion Shoe Store, is en- 
thusiastic over the situation. ‘“‘We are 
just six months old in the hosiery busi- 
ness,”’ said Mr. Goulstone. ‘‘We moved 
to this location March 1 from across 
the street, where our store has been 
located since 1912. Since coming to 


‘39-41 we have made women’s hosiery 


a big feature of our business, selling 
quality goods at a price. 

“While silk stockings have been the 
big sellers, heather hosiery is also sold, 
and a sale on heathers will undoubtedly 
be held when satisfactory arrangements 
are completed. We make a specialty 
of quality goods at a price. 

“We employ women exclusively to 
sell stockings. A man does not know 
how to sell hosiery; he cannot present 
the proposition correctly. Oftentimes 
a customer will approach the counter 
intending to buy only one pair; the 
clever saleswoman will sell several 
pairs. 

$10.00 Popular Price 

“In regard to the shoe business 
generally, it is not what it might or 
could be, but we are really getting our 
share. I believe that when we can retail 
our best boots and oxfords at $10.00 or 
$12.00 a pair, we will all do a good 
business, and I believe that people will 
not buy until we do this. At the present 
prices of high-grade shoes, people will 
not buy two or three pairs of shoes as 
they did formerly. 


People Lack Confidence 


“Over there on that fitting chair is a 
wealthy man from a town near Boston. 
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He asked for a special price on a pair of 
high-grade shoes. I told him that I 
could give him a special at $14.00. He 
said, ‘Mr. Goulstone, I think that I 
will wait, as I want a pair of the best 
shoes at about $10.00 or $11.00—I 
thought from reading the papers that 
$10.00 or $11.00 is about the price 
which I should pay.’ There are others 
who feel the same way. People today 
really lack confidence in values and 
prices. They are shopping and study- 
ing, and are for the most part fully 
equipped with arguments as to prices. 


A 100 Per Cent Increase 

“Our business has increased 100 per 
cent since moving across the street to 
this larger store. Ht is 25 by 85 feet, 
and we employ six clerks. Although 
our expense is two and one-half times 
as great, our increase has increased 
100 per cent; this 100 per cent ratio 
has been maintained all through Sep- 
tember. 

““We have a number of button styles. 
We sell thousands of comfort shoes, and 
while we do not carry any of the ex- 
tremes in style shoes, we carry and sell 
the one-eyelet pumps, with Louis heels, 
and have always carried brogues—in 
fact, we were one of the very first 
stores to put in brogues.”’ 

SHOES AT $6.95 
55th Anniversary Sale at Shepard, 
Norwell Company’s a Success 

The Fifty-fifth Anniversary Sale of 
the department store of Shepard, Nor- 
well Company extended also to the 
shoe department. During this sale the 
semi-annual sale of Dorothy Dodd, 
sample boots and nearly one thousand 
others, in boots, oxfords, and pumps, 
in a variety of sizes, worth up to $15.00, 
were sold at $6.95. The announcement 
of these offerings was made in the daily 
papers of Monday and on Tuesday 
morning the shoe department was filled 
with eager buyers, for $6.95 is an at- 
tractive price for good shoes. The ad 
stated that there were ‘“‘sizes for every 
one in these* hundreds of pairs.” 

In addition to the shoes at $6.95, 
about 250 pairs of lace boot shoes at 
$5.45 were sold in the thoroughfare of 
the store. The sale commenced on 
Tuesday morning and finished on 
Saturday. 

From Fall River 

J. G. Langevin, who was formerly 
manager for E. S. Brown & Co., at 
Fall River, Mass., has come to Boston to 
act as assistant to C. B. Merrill, man- 
ager and buyer of the shoe department 
at Shepard, Norwell Company. Previ- 
ous to his Fall River connection, and 
during the war, Mr. Langevin did 
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‘Sold as soon as shown’’ 


The first impression created by Cordo-Hyde goes a long ways toward 
making a sale, and can you imagine a customer hesitating to accept 
this lace when you can promise that it will outwear by months 
ordinary laces. 

If you are not recommending Cordo-Hyde laces to your customers, won't you 


request that we send you a trial assortment. The Special Display Box on your 
counter will convince you that the demand is universal for this worthwhile lace. 





A good assortment would IMITATIONS—By AL. Foss 


be 4 gross 0216 Round 40- Webster has defined “IMITATE—TO 


inch length, assorted Black, COUNTERFEIT. 
Mahogany and Cocoa. Imitation is not only a counterfeit of 
the real thing, but a recognition of the 
merits of the article imitated and a 
frank confession of a poverty of 

1% gross at $6.00 7 thought by the imitator. 
a7 octn ‘ The inventor and moral owner of an 
4 gross 890 Flat 40-inc | invention nmeucaity tales a pride and 
" | interest in the things that his genius 
length, assorted Black, Ma j gives birth to, but the imitator is never 
hogany and Cocoa. A /, animated by any sentiments such as 
Pr ray 80 j / ly | inspire the inventor to produce a good 
Ye lgross at $6. article—he can take no possible pride 
in the inventions of others—the only 
interest he can possibly have is a de- 
sire to reap where the inventor has 
sowed. This is why imitators never 
— out a good ny aye Con the — 
- a why an imitation is only a counterfeit 
Less Cash Discount 2 per cent oad can never be anything else—IT 

HAS NO SOUL. 


10 days, plus carrying charges. 


Samples and complete price list for the asking 


LACE DIVISION 








O. A. Miller Treeing Machine Co. 


Brockton, Massachusetts 
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SPRING STEP SERVICE 
SPRING STEPS have been stocked in 
such volume as to guarantee immediate 
shipment of all orders for the coming 
season. 

There is another phase to SPRING 
STEP SERVICE—the | satisfaction 
they give the consumer. 

These heels wear like iron, but the 
comparison stops there, for they are of 
perfect resiliency and in every other 
way measure up to the wearer’s most 
exacting demaads. 


















































































































































STANDARD 





Made with Spring Step Rubber Heel 


B-111 Mahogany Calf Bal on our New 
Park Last, Plump Single Sole 





STONE-TARLOW COMPANY 


BROCKTON, MASS. 
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Allgaier Bros. Shoe Store, 1393 Broadway, Brooklyn, N.Y. 
Seated with No. 1057 Fire Side Chair 
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FIRST IMPRESSIONS 
COUNT FOR MOST 


A glance at this beautifully equipped store 

interior suggests at once—ease—comfort— 

satisfaction. 

AMERICAN INTERLOCKING SHOE 

STORE CHAIRS are correctly designed and Our Bookle, THE SHOE 

beautifully finished and their installation puts STORE BEAUTIFUL will help 
ee - ; is you in arranging an attractive 

the stamp of Quality on your store and service. coating glia: ta site dlaams. 


AMERICAN SEATING [OMPANY 


Gen’l Offices, 1016 Lytton Bldg. Room 601, 119 W. 40th St. 
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special work for the French Commission 
at Washington. Prior to his Washing- 
ton connection, he was a men’s shoe 
buyer at William Filene’s Sons Com- 


pany. 


KEYNOTE IS OPTIMISM 


First New England Advertising Con- 
ference Promotes Confidence 


Last week, October 21-22, the first 
New England Advertising Conference, 
attended by the shoe interests, manu- 
facturing, wholesale and retail, as well 
as by many other business interests, 
met at the Copley Plaza Hotel for the 
purpose of a further study of advertis- 
ing, with a view to making it more 
efficient, and more beneficial to the 
public. The entire program was ar- 
ranged by Frank A. Black, publicity 
representative of William Filene’s Sons 
Company. ‘Brass Tacks”’ sessions were 
held during the greater part of the two 
days 

On the evening of the first day, there 
was a complimentary dinner tendered 
by the Pilgrim Publicity Association, 
the Advertising Women’s Club and the 
Lantern Club to the out-of-town 
registrants. At the sessions, and during 
the October 21 dinner, experts in various 
lines spoke, among whom were Paul T. 
Cherington, who took for his subject— 
“Advertising as an Economic Force.” 
Louis K. Liggett, president of the 
United Drug Company, who spoke 
optimistically on the necessity of con- 
fidence in business; Daniel Starch of 
Cambridge, professor of advertising at 
the Harvard Graduate School of Busi- 
ness University, who took for his sub- 
ject—‘‘The Psychology of Advertising.” 
Women took a prominent part in this 
convention and through their various 
advertising clubs. 


Boston’s Port Boomed 

Dorothy Entwistle, advertiser to 
women at Wm. Filene’s Sons Com- 
pany, Boston, took for her subject— 
“How Women Buy.” The tone through- 
out the conference was most optimistic. 
The interests of Boston Harbor were 
boomed by Ex-Mayor John F. Fitz- 
gerald, who although he was not 
on the program, asked for a_ few 
minutes’ time to urge the publicity in- 
terests to let the world know about 
Boston Harbor and to assist in restor- 
ing the Port of Boston to its former 
first place as a shipping port. 


HEADS RETAIL BOARD 


Felix Vorenberg President of Boston 
Chamber of Commerce Branch 
Felix Vorenberg, Vice-President of 

the Gilchrist Company, Boston, which 

concern operates an up-to-the-minute 
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shoe department, has recently been 
elected President of the Retail Trade 
Board of the Boston Chamber of Com- 
merce. Besides Mr. Vorenberg’s affili- 


‘ation with the Gilchrist Company, 


he is first Vice-President of the National 
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Retail Dry Goods Association, and is 
widely known as the father of a move- 
ment for a national retail organization. 
He has been an active worker on the 
Retail Trade Board and is regarded as an 
expert in retail merchandising. 


New Bedford, Mass. 


MAKING HARD DRIVE 
FOR NEW BUSINESS 


At Steiger-Dudgeon’s department 
store on Purchase Street, a $500,000 
“Clerks’ Increase Drive for Business” 
is in progress. Each department man- 
ager making the biggest gain of the 
previous month gets a prize. Each in- 
dividual clerk gets a bonus on the in- 
come that they take in at the. end of 
each month. 

Shoe buyer G. F. Wiley, who is out 
to break this month’s record, states 
that business, although quiet the past 
month, is somewhat brisk at present. 
The call here seems to be 50-50 in the 
oxfords and boots, mainly in brown 
shades. 


Becomes a Benedict 


David F. Polycapo, shoe salesman 
for Champegny & LeBlanc, became a 
benedict lately, marrying Miss Odele 
Roux of this city. 


New Location for Walk-Over Boot 
Shop 


The Walk-Over Boot Shop (Dennis 
and Ellis), formerly at the corner of 
Union and Pleasant Streets, is now 
located in its new store, 95 Williams 
Street. The exterior is of natural 
copper and is of the new “Standard 
Arch” front. The interior trimmings 
are of gumwood as is also the display 
window. Individual box shelving is 


noticeable and adds to the beauty of 
the store. J. F. Lanagan is manager. 


Selling Army and Navy Goods 


At the New Bedford Dry Goods 
Company Star Store, a “‘Liquidation 
Sale” of Army and Navy goods is being 
held. Business during the sale is brisk, 
states G. Potvin, assistant, the trade 
taking advantage of the low-priced 
merchandise. 


FALL RIVER NOTES 


The third anniversary sale of this 
big Fall River department store which 
started November 22 came to an end 
the first of the present month. The 
trade took advantage of the low prices 
on the merchandise which was in effect 
in all of the departments. 

Miss Rose Duffy, assistant in the 
shoe department, states that business 
is good. Brogues seem to be the ‘‘go”’ 
in colors of brown and both black vici 
and calf in the high shoes for women. 


New Department Store 


Work is being pushed on the three- 
story building now being built for the 
N. J. Doran department store, on upper 
Main Street. Their present store is too 
small for the increasing business of the 
concern, which is situated in the center 
of the Main Street business section. 
The new location will not be completed 
until after the New Year. 


Pittsburgh 


MERCHANTS BUYING 
SPRING FOOTWEAR 


The question of buying footwear for 
Spring is a settled one for many mer- 
chants throughout this district. To 
those who purchase practically the 
same style of shoes year in and year 
out, the biggest problem was the cost 
price. On the other hand, those mer- 
chants who were desirous of keeping 
up with the trend of the times by pur- 
chasing either a novelty or a certain 
style last that combined features of two 
lasts were literally up against it. Re- 
garding the latter several retail mer- 


chants solved the issue, by an open and 
frank discussion with the members of 
their salesforce. The decision arrived 
at was to cut down on certain lines be- 
cause the similarity of styles meant a 
greater outlay with the danger of a 
slower turnover. 


There were quite a few merchants 
who purchased only the staple lines, 
fearing to venture into the field of un- 
certain sellers. And still others there 
were who confessed that ‘“‘they were 
not in the market for anything at the 
present time.” In the latter class, one 
of the leading merchants of this dis- 
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Model B 301 


Dark Brown Calf Uppers, Fine Oak Tanned Soles, Parkway Last 


This Parkway last has proven the most successful English model in the line. 
It is carried “In Stock” in a complete variety of leathers and grades. 


It is one of the strong features in our effective co-operative advertising in the 
Saturday Evening Post series for Fall and Winter, 1920. 


High-class material and workmanship and real service plus national and local 
advertising make the CROSSETT SHOE a positive factor in the building of a 
steadily growing volume of business. 


Write for catalog and appoiniment with salesman 


CONSTANT IN QUALITY — NATIONALLY ADVERTISED 


LEWIS A. CROSSETT CO. 
NORTH ABINGTON, MASS. 


New York Salesroom San Fr i Sal Chicago Branch Boston Salesroom 
606 Marbridge Bldg. 463 Pacific Bldg. 19 South Wells St. 58 Lincoln St. 
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trict said, “‘I must hold tight. My stock 
is in pretty good shape and if I can 
weather the storm during the next five 
months, I will then be ready to talk 
new shoes.” 


Successful Sale of Men’s Shoes 


A sale which outrivaled the one held 
some time ago in high top shoes for 
men was that held during the past 
week at the Walk-Over Stores of this 
city and Homestead. Genuine shell- 
cordovans and real calf-skins in harvest 
tans or cherry retailed at $9.75. The 
cordovan models in a pointed toe, and 
narrow English last with the new Fall 
straight line models in the calfskins 
at the reduced price proved an instant 
hit with the men. 


MERCHANTS HOLD MEETING 


Pittsburghers Discuss Tennis Prices 
and Arbitration 


The Pittsburgh Shoe Retailers’ As- 
sociation held its initial meeting of the 
year at the store of George H. Stoebner, 
the dean of the Pittsburgh shoe mer- 
chants, at 6227 Penn Avenue, East 
Liberty. Fifty members were present 
besides visitors from Monongahela, But- 
ler, Apollo, Braddock, Wilkinsburg, 
Homestead, McKeesport and Greens- 
burg. 

Besides an interesting discussion on 
the Rubber question, the question of 
tennis prices was taken up. A talk on 
arbitration between manufacturers and 
retail merchants was given by Albert 
J. Schmidt. 

Much enthusiasm is shown relative 
to the National Convention to be held 
in Milwaukee in January. More than 
fifteen members have asked for reser- 
vations and many more are expected to 
make a beaten path to the Convention 
Hall. 

Plans for a marked increased activity 
in the Pennsylvania Shoe Retailers’ 
Association are under way. 


Another Store Opens 


New Kensington’s latest store, The 
Royal Boot Shop, located at 924 Fourth 
Avenue, will be under the joint owner- 
ship of Messrs. Wolfe and Ashin. The 
store will open shortly with a complete 
line of men and women’s shoes. ‘‘The 
policy of the store, said Mr. Ashin, will 
be to sell quality shoes at popular 
prices.” 


Expects Good Business 


_L. E. Blandford, manager of John- 

son’s Shoe Store, located on Seventh 
Avenue, Beaver Falls, looks forward to a 
good business during the coming Winter 
months. ‘‘At present,” he says, “we 
are finding the black and tan Cuban 
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heei boots selling very well for $12 and 
$14. Our men’s business is holding up 
very nicely.” 


Cuban Heels Sell Best 


The Emerick-Dunkerely Walk-Over 
Boot Shop, Beaver Falls, reports 
that the best seller at the present time 
is a brown Cuban heel boot with the 
suede shoe going strong. 


Pittsburgh Shoe Puffs 


J. Kennedy, popular shoe buyer for 
Jos. Horne’s store, has left the city for 
California. 

Mr. Engel of Brownsville Road at 
Mt. Oliver Station reports fairly good 
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business during the past three weeks on 
Fall shoes. 

Mr. Peterson, manager of S. & E. 
Boot Shop, finds the corrective shoe for 
women making progress in his store. 

C. J. Mensch of Lazarus-Mensch 
Walk-Over Stores is at present visiting 
stores in Washington, Philadelphia, 
New York, Boston and a meeting of 
shoe buyers at Asbury Park, New 
Jersey. A. A. Lazarus will join Mr. 
Mensch at the latter place upon his 
return from New York City. 

Merchants who heard E. A. Tobey’s 
talk at the Shoe Travelers’ banquet 
recently are loud in their praise of his 
sincerity and friendliness towards shoe- 
men. , 


Salt Lake City 


WHOLESALE BUSINESS DULL 


An official of Salt Lake City’s factory 
and wholesale house reports business 
as slow just now. He said people were 
wearing their old shoes at the present 
time. He could not see any prospect 
for immediate improvement. 


Retail Business Fair 


Retail merchants differ somewhat in 


‘their latest reports of business condi- 


tions. One of them declared business is 
very good, while others describe it as 
“satisfactory” and “fair.” On the 
whole, the shoe trade in Salt Lake City 
may be said to be in a good condition. 
The dry, Summerlike weather is caus- 
ing many people to put off the purchase 
of new shoes, in the opinion of some of 


the merchants, but this business will 
come soon, it is pointed out. 


Ornamented Low Cuts Popular 


Low shoes with strap effects, beaded 
ornaments and boots are in steady de- 
mand. High heels continue popular, 
one merchant remarking “the higher 
the better.” One prominent merchant 
declared that among women’s shoes, 
military heels seem to predominate at 
the present time. He said the conserva- 
tive woman was buying high shoes, but 
the “‘style’ woman preferred the low 
ones. There was a dearth in styles, he 
thought. Some of Salt Lake City’s 
leading shoe stores are doing a good 
mail order business, despite the tend- 
ency among country store keepers to 
give their places of business a metropoli- 
tan appearance. 


Indianapolis 


to have the 1921 meeting held in 
Tomlinson Hall, the largest meeting 
hall in the city. 


CONVENTION DATES AN- 
NOUNCED 


Indiana Merchants to Get Together 
February 21, 22 and 23 


Preliminary plans for the 1921 con- 
vention of the Indiana Retail Shoe 
Association were perfected Sunday, 
October 17, at a meeting at the Clay- 
pool Hotel, Indianapolis, of officers and 
directors of the association. The dates 
for the convention, which, the men in 
charge of arrangements say, is going to 
be the biggest and best ever held, are 
February 21, 22 and 23. In previous 
years the convention has been held at 
the Claypool hotel but the organiza- 
tion has grown to such an extent that 
it has outgrown the hotel. As a result 
the officers and directors have arranged 


Record Attendance Expected 


Special booths for manufacturers’ 
displays will be built along the sides of 
the hall, thus making it possible for 
the program of the convention and the 
displays to be all on the same floor. 
Manufacturers who desire space at 
the convention may arrange for it by 
getting in touch with C. E. Young, 
5008 Broadway, Indianapolis, secre- 
tary-treasurer of the State association. 

Those who attended the meeting 
Sunday included Edgar Hart, presi- 
dent; Charles Wheeler of Cambridge 
City, vice-president; C. E. Young, 
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THERE ARE NO BETTER 


SHOES 


STOCK SHOES CAN BE SHIPPED WITH “BEACON” 
OR “SPEEDWELL” TRADE-MARKS OR UNBRANDED 
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No. B236—Wine Lotus Blucher, Code Last, 
Goodyear Wing Foot Rubber Heel. Sizes 5-11; 
C to E. Code Word “LAFAYETTE.” 


Price $6.35 


No. B114—Gun Metal Blucher, Code Last, 
Goodyear Wing Foot Rubber Heel. Sizes 5-11; 
C to E. Code Word.“BATES.” 

Price $5.25 


Send fcr Samples Out of Stock and Judge for Yourself 


F. M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT 
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No. B353 —ACE 


Burgundy Russia Bal. Goodyear Wing Foot Rubber Heel. 
Code word “Samson.” Widths A, B, 6-11; C, D, 5-11. 


Price $5.85 
Ask for Sample Pair Out of Stock 


F. M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS jLOCATED AT 
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AUGHAN’S IVORY—the standard white sole 
leather—is promised a greater popularity than 
) ever next Spring and Summer. 
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~ Provin g so attractive and dependable 
VAUGHAN’'S IVORY has become more than a 
trade term. Purchasers of white footwear ask 
for it by name. 
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White clear through—its edge is its own—and requires 
neither paint nor spray in finishing. 


VAUGHAN'S IVORY has made white shoes staple and it 
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Costs no more than other good sole leather 


GEORGE C. VAUGHAN 
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secretary-treasurer, and the following 
directors: Earl Crawford of Crown 
Point; Victor Vail of Kokomo; and 
Edward Haldy and Thomas Welch of 
Indianapolis. Much greater interest is 
being manifested in the coming con- 
yention than in previous years. the shoe 
men say, and a record-breaking attend- 
ance is anticipated. 


Advise Against Price Changes 





Discussions of conditions in the retail 
shoe business at this time, especially 
with reference to prices, featured 
October meeting of the Indianapolis 
Retail Shoe Association. The shoe 
men who attended the meeting ap- 
peared to be of the opinion that it was 
up to them to “sit steady” and avoid 
any radical changes in prices or policy 
at this time. The next meeting, as an- 
nounced by Leslie H. Crockett, man- 
ager of the Florsheim store, who is 
secretary of the Indianapolis organiza- 
tion, will be held the second Monday in 
November. The meetings were aban- 
doned during the hot Summer months 
and the October meeting was the first 
held since Spring. 

Retail Business 


Weather Stifles 


Hot, midsummer weather at a time 
when Jack Frost ought to be getting 
in some good early licks has put a good- 
sized crimp in the retail shoe business 
in Indianapolis. The merchants, how- 
ever, feel that business is just about as 
good as could be expected. Sales of 
women’s shoes have been more satis- 
factory than men’s, the latter ap- 
parently being content to wear their old 
Summer low cuts as long as the warm 
weather continues. Baby French and 
Cuban heels are growing more popular, 
the shoe men say, and the best colors 
are black, browns and grays. For 
evening wear a number of black and 
blue satins, and silver and gold brocade 
slippers are being shown. Strapped 
boots are being displayed in a number 
of the local stores and are reported to 
be very good. 


INDIANA SHOE ITEMS 


The first retail shoe store at Marion 
to offer reductions in- prices was the 
Levy Shoe Company, the largest store 
of its kind in the city. In its advertise- 
ments, the store offered reductions of 
20 per cent on all footwear, including 
Fall and Winter styles. The Vaile 
Shoe Company of Kokomo offered 
reductions of 25 per cent. , 

Extensive improvements have been 
made to the Walk-Over shoe store on 
Calhoun Street, Fort Wayne. The 
store now has exclusive rooms for 
women and for men, the latter being on 
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the first floor and the women’s depart- 
ment on the second. The third floor is 
being used for storage purposes. The 
improvements and redecorations, ac- 
cording to Al Stentz, manager of the 
store, cost approximately $12,000. 

Walter Egli, a former resident of 
Evansville, has returned to that city 
to take over the management of the 
Boston Shoe Store, which is located on 
the third floor of the old State Bank 
building, succeeding Paul Knapp, who 
has resigned. Mr. Egli has been with 
the L. A. Rosenbush Company of 
Boston, and has been in charge of the 
company’s store at Louisville, Ky., for 
several years. 

William Stearne, proprietor of a re- 
tail shoe store at Laporte, and formerly 
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owner of a similar establishment in Elk- 
hart, died recently at his home in 
Laporte. He was sixty-six years old 
and is survived by the widow and one 
sister. Mr. Stearne, who was widely 
known among shoe men in northern 
Indiana, was a member of the Church 
of England and the Masonic order. 

A new shoe store will soon be opened 
in Logansport. A room at 410 Third 
Street is being fitted up and the store 
will be opened to the public within a 
few days. The store will be one of the 
G. R. Kinney Company’s establish- 
ments and will be up-to-date in every 
respect. The Kinney company has a 
chain of eighty retail shoe stores 
throughout the country, seven of them 
being located in Indiana. 


Charleston 


PRICE COMMISSION FORMED 


Will Co-operate With United States 
Destroyer Force During Winter 


The retail fair price commission of 
the local Retail Merchants’ Associa- 
tion to co-operate with the United 
States destroyer force wintering in 
Charleston harbor has now been tho- 
roughly organized and is actively at 
work. This destroyer force is ex- 
pected to arrive here at an early date 
and it is estimated that at least 250 
families will be added to the population. 
It is to look after the buying interests 
of these and the thousands of blue- 
jackets comprising the force that this 
special commission has been organized. 

The commission is having printed 
cards about 9 by 12 to be distributed 
among the men assuring them they will 
be given the same fair treatment in the 
matter of price and service as is given 
to all civilians buying in the reputable 
stores of Charleston. In addition, dis- 
play ads have already been carried in 
the local papers extending a welcome. 
Matthew A. Condon, one of Charles- 
ton’s most progressive shoe merchants, 
is chairman of this commission. 


Merchants Are Optimistic 


Merchants are very optimistic, be- 
lieving that trade will continue to 
flourish. As a whole, there has been 
no general slashing of prices, but mer- 
chants in general have pared down 
profits to a close margin, and some stores 
are offering recent special purchases at 
low figures. W. F. Livingston & Son 
are offering a good grade of men’s shoes 


at $6.50, which includes brogues and : 


other excellent styles. Jas. F. Condon 
& Sons are offering men’s Goodyear welt 


shoes at $4.50@$5.00 which ordinarily 
are a $7.00 value. 


Business Is Good 


All of the local shoe merchants report 
that business is good at this time, 
Jas. F. Condon & Sons declare that it is 
“extremely good” with them, reporting 
a big increase for September of this 
year over the same month last year, 
and say the indications are that Octo- 
ber will register even a larger increase. 
This shows that the retail trade in 
Charleston is in an excellent condition. 


Orthopedic Shoe Selling 


There has been recently placed on 
the local market the Cantilever shoe for 
men and women, made by Moss & 
Burt, Inc., of New York, and reports 
are to the effect that they are “going 
big.” 


Buster Brown to Pay Call 


Buster Brown and his dog Tige are 
scheduled to arrive in Charleston 
October 29 to boost the line of shoes 
made by the Brown Shoe Company of 
St. Louis, and carried locally by James 
F. Condon & Sons. 





Standard Kid Executive 
Moves to Philadephia 

Boston, October 25—Charles F. Alles, 
salesmanager of the Standard Kid 
Mfg. Company of Boston, has trans- 
ferred his headquarters to the Phila- 
delphia office at 329 Arch Street. By 
doing so he will be in closer touch with 
the company’s tanneries at Wilmington 
and be in a better position to take care 
of the trade visiting the Wilmington 
and Philadelphia markets. 
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Brockton 


In-Stock Catalog Issued 


With the advent of cold weather the 
factory stock departments will be 
called upon for prompt service. Among 
the latest in-stock catalogs issued is 
that of M. A. Packard Company, which 
illustrates and describes more than a 
dozen styles of Packard footwear for 
men. Two specialties are a Truss Arch 
Support blucher and bal of Velour calf 
and a patent colt lace oxford for eve- 
ning and dress wear. 


Brockton Man as President 

Oliver M. Fisher, president of M. A. 
Packard Company, recently was chosen 
president of the Boston Boot and Shoe 
Club. Mr. Fisher has been long con- 
nected with shoe manufacturing in 
Brockton and is one of the best known 
shoe manufacturers in the United 
States. On the executive committee of 
the Boston Boot and Shoe Club is 
Harold C. Keith, treasurer of George 
E. Keith Company. 


New Firm Well Under Way 

Barney, Capen & Denham, Inc., one 
of Brockton’s newest shoe manufactur- 
ing concerns, is now producing at their 
factory on Montello Street at plant 
capacity. An addition to their selling 
staff this season is John J. Whalen, 
formerly with Condon Bros. & Co. Mr. 
Whalen, who will represent the concern 
in Pennsylvania, Virginia, West Vir- 
ginia and Maryland and also the city of 
Washington, D.C., has organized the 
John J. Whalen Shoe Company and 
will market a line called the “Shoe City 
Shoe.” 


Shoe Concern Is Reorganized 


The Buckley Shoe Company, Inc., of 
this city has been chartered under 
Massachusetts laws to manufacture 
and deal in boots and shoes, wholesale 
and retail. The capital stock is $150,- 
000, the incorporation being a reorgan- 
ization of a business conducted under a 
similar name. The officers and direc- 
tors are: President, John C. Buckley; 
treasurer, Thomas B. Buckley; clerk, 
James F. Buckley. 


Advertising Managers Attend 
Meeting 


The convention of New England 
Association of Advertising Clubs held 
at the Copley Plaza Hotel in Boston, 
October 21 and 22, was attended by 
several advertising and sales managers 
of sboe manufacturing firms in Brockton 
and vicinity. These included F. L. 
Erskine, W. L. Douglas Shoe Company; 
W. T. Card, George E. Keith Com- 
pany; H. W. Fleming, Churchill & Al- 
den Company; Troland Cleare, Field & 
Flint Co.; also B. L. Wales, M. N. 
Arnold Shoe Comany, North Abington; 
A. H. Lee, E. T. Wright & Co., Rock- 
land; Wallace Taylor, Commonwealth 
Shoe & Leather Company, Abington, 
and others. 


New Manager Appointed 


Charles J. Fielding of this city has 
been appointed general manager of the 
Progress Shoe Company. Mr. Fielding 
was formerly manager of the Lynch 
Shoe Company, a local manufacturing 
concern. 


Haverhill 


Selling the Retail Trade 


Haverhill manufacturers to a greater 
extent than at any previous time are 
selling their goods direct from factories 
to retail shoe merchants. Trade condi- 
tions during the past few months have 
done a great deal to bring about this 
change among quite a number of Haver- 
hill concerns. Furthermore, the named 
shoe plan is gaining favor among the 
local trade. Through publicity of 
various kinds the name of the manu- 
facturer is directly linked with the 
product. The old-fashioned Haverhill 
idea was to sell shoes to anyone who 
would buy them. That eliminated the 
manufacturer and permitted the buyer 
to label the shoe in any way he desired. 
The modern idea of merchandising, 


direct to the retail trade, is of advantage 
both to the manufacturer and the mer- 
chant. That is the trade tendency in 
Haverhill today and one which is more 
pronounced than at any previous time. 


Colonials for 1921 


Word is passed around among the 
Haverhill trade that the Colonial 
pattern in women’s turn low cuts will 
be in favor for 1921. Ties, which had a 
long run, are no longer called for. 
Straps are at the top wave of their 
popularity. The natural style trend 
for next year, it is argued, will be 
towards Colonials. Manufacturers of 
high-grade lines of women’s turn foot- 
wear are already making samples of 
these patterns. The Colonial pattern, 
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it is argued, offers to retail merchants 
excellent opportunities for variety and 


profit. Ornaments are in almost un- 
limited variety and with interchange- 
able features. 


Member of Local Trade Wedded 


Mathew J. Gray, assistant district 
manager of the Haverhill office of the 
United Shoe Machinery Company, was 


‘recently married, the bride being Miss 


Clara M. Gardner of Haverhill. Re- 
turning from their wedding trip, Mr. 
and Mrs. Gray were surprised by a 
large party of their business and social 
friends and presented with a chest of 
silver. Mr. Gray, in addition to his 
connection with the United Shoe Ma- 
chinery Company, is president-treasurer 
of the Columbia Board Mill, Inc., and a 
director of the Fort Orange Paper Com- 
pany. He has been for many years a 
resident of Haverhill and active in 
local affairs of the United Shoe Ma- 
chinery Company. 


Manufacturing Opportunities in 
Canada 


Several Haverhill shoe manufacturing 
concerns have recently been approached 
by representatives of boards of trade 
in Canadian cities with a view of induc- 
ing these houses to locate plants across 
the border. In this connection some 
very liberai offers have been made, 
including the building of factories and 
their free use for a considerable period. 
At least one concern is seriously con- 
sidering a proposition of this kind. 
Leather shoes made in Canada can be 
shipped to the United States free of 
duty, or what is the same thing, a 
drawback is allowed on the leather 
which paid duty on going into Canada. 
Favorable conditions regarding labor 
and manufacturing generally are im- 
portant factors in the proposition. 


Haverhill Superintendents Enter- 
tained 


On Friday evening, October 22, about 
100 members of the Haverhill Superin- 
tendents’ and Foremen’s Association 
were entertained in Lynn by the Lynn 
District Superintendents’ and Foremen’s 
Association, Inc. A banquet was served 
at Hotel Seymour, followed by an en- 
tertainment at the association head- 
quarters. 


Factory Conditions Improving 


Negotiations which have been in 
progress for the past few weeks between 
the Shoe Manufacturers’ Association 
and the Shoe Workers’ Protective 
Union have been practically concluded. 
The question of price will be adjusted 
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BROGUE OXFORDS 
SUEDE THEOS 
ANKLE TIES 
FALL BOOTS 


In Stock 


roel Dull Kid Anklet Tie with Rey 





Style 231 
Style 279 





Strap, Full Louis Heel, Turn, A-D $6.00 





231—Black Suede Theo Tie, Cov. F’1 Louis Heel A~D $7.00 279—Mahogany Brogue Oxford, Im. Wing Tip, 
232—Brown 25 Nubuck Theo Tie, Cov. Full Louis Perf., Cuban Heel. A-D $ 
Heel. A-D 7.00 280—Same in Dull Calf. A-D 
233—Beaver 23 Nubuck Theo Tie, Cov. 273—Same in White Nubuck 
i |. A- 218—Black Suede Oxfords, Plain Toe, Cov. Full 
260—Black Kid Theo Tie, Cuban Heel. A-D Louis Heel. A-D 
110—Black Kid Theo Tie, Cuban Heel. B-D. 
261—Patent Theo Tie, Cuban Heel. A-D. Heel. B-D 
eile < Suede '2-Eyelet Tie, Cov. Full Louis 


Heel. 
223—Brown 25 Nubuck 2-Eyelet Tie, Cov. oP 
Louis Heel. B-D 
236— White Kid Theo Tie, Cov. F’1 Louis Heel. B- by 
235—Black Kid Theo Tie, Cov. F’] Louis Heel. B-D 6 
205—Dull Kid Theo Tie, Leather Louis Heel. A-D Hy 
3 


50 

-00 
-00 
-00 
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204—Paterit Theo Tie, Leather Louis Heel. A-D.. 
109—Black Kid,Theo Tie, Leather Louis Heel. B-D 








FULL LINE OF 
FELT SLIPPERS AND OVERGAITERS IN STOCK 




















(Style 493 Style 460 


493—Patent 9-inch Lace," Mouse 
Kid Top, Lea. Louis Heel, Welt. 
A-D 


460—Black Kid 9-inch stil Im. 
Tip, Cuban Heel, Welt... .$7.00 


456—Same with Extra —_. 
$7. 


433—Patent 9-inch Lace, Mouse 
Kid Top, Lea. Louis Heel. 
A-D 


407—Patent 9-inch Lace, 3r Tip, W 


Buck Top, Lea. Louis rel. 
A-D is 491—Gray Kid 9-inch Lace, Mili- 


tary Heel, Welt $7.50 
450—Hav. Brown Kid Lace, 


Brown Kid 
Lace, . Mouse Top, Lea. 
Heel, Welt. A-D. Sole 
411—Hav. Brown “Kid 


Lace, Mouse Top, Lea. 

Heel. A-D 

415—Hav. Brown Kid 9-inch 
Lace, Br. Buck Top, Lea. Louis 
Heel. B-D. . $6.50 
484—Patent 9-inch Lace, Dull 
Top, Lea. Louis Heel. B—D $5.50 


Similar Styles With Military Heels 


Style 417 


417—Mahog. Lotus 84-inch 
Brogue Lace, Im. Wing baa -D 


418—Gun Calf, 84-inch Brogue 
Lace, Im. Wing Tip, A-D. . $7.00 


Brown Cloth Top, Im. Tip, ny 
tary Heel $5. 


447—Black Kid Lace, Gray Cloth 
Top, Im. Tip, Military Heel $4.50 


406—Patent — hewed Buck 
Top, Cuban Heel. . $6.00 


Similar Styles With Louis Heels 
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by an Arbitration Board composed of 
three local men. These names have not 
yet been made public but have been 
accepted by both sides. As a result, 
new impetus will be given to the shoe 


BOOT AND SHOE RECORDER 


manufacturing output in Haverhill. 
There is an excellent call from the 
retail trade for the novelties in women’s 
turn and welt footwear produced in 
Haverhill. 


St. Louis 


SITUATION UNCHANGED 


Orders Confined Almost Entirely 
to Fill-in Business 


Manufacturing and selling conditions 
in the St. Louis shoe trade have shown 
no particular change during the past 
week, buying on the part of the mer- 
chants not having increased to any 
extent and operations of the factories, 
therefore, not having varied from the 
percentage of capacity which has pre- 
vailed during the Fall up to date. The 
fill-in business is running about as it 
has for some time, with every evidence 
that merchants are determined to buy 
only what they actually have to have 
to keep their stocks moving. Some few 
orders are coming in for novelty goods 
but these are not in such volume as to 
arouse any great interest or to render 
the specialty factories any more active 
than they have been. Judicious han- 
dling of in-stock departments and the 
use of special advertising matter have 
helped to keep some of the novelty 
producing houses in better operation 
than would otherwise have been the 
case, but the bulk of the factory opera- 
tion continues on the standard goods 
that are salable at all times. Some of the 
larger houses are putting through some 
special shoes calculated to attract 
consumers who are determined to buy 
at a price. On these margins of cost 
and profit are being very closely held 
and the price at which the shoes are to 
be sold by the merchant is being named 
in the advertising matter sent out. 
This policy is an outgrowth of the be- 
lief that many merchants are not meet- 
ing the demand of the public for lower 
priced shoes either by buying new goods 
that will fit the case or by taking their 
losses on goods already in stock and 
thus getting shoes moving. 


RETAIL BUSINESS DULL 


Weather Continues to Militate 
Against Good Trade 


In the St. Louis retail trade the un- 
seasonable continuance of warm weather 
has caused business to remain at an 
unsatisfactory level, but there have 
been no strenuous efforts to push busi- 
ness either by exceptional publicity or 
by reductions in price. A considerable 
quantity of footwear is being put for- 


ward by job lot handlers, by bargain 
basement departments and _ similar 
outlets for footwear, but on really 
seasonable goods, even though carried 
over, there have been no noteworthy 
attempts to quote footwear as near 
replacement cost as might be done, 
according to some members of the 
trade who would like to see the 
situation cleared up and the readjust- 
ment of conditions more rapidly ef- 
fected. For the most part shoes of the 
higher grades are still being offered at 
only a nominal reduction and _ the 
apparent hope of the merchants is that 
the coming of cooler weather will re- 
lieve them of the necessity of cutting 
prices to a basis that now seems to be 
demanded by the public. The city 
stores are pretty well stocked with 
goods carried over and ordered last 
Spring for Fall delivery. Hence they 
are not buying to any extent from the 
wholesalers and manufacturers. 


Road Man Now a Merchant 


Charles E. Martin, for some years on 
the road for the Pedigo-Weber Shoe 
Company, has taken to the retail shoe 
game again and has acquired the in- 
terest of J. R. Mitchell in the shoe 
department which the latter has operat- 
ed in connection with the ladies’ ready- 
to-wear store of the Schultz Garment 
Company at 714 Washington Ave. Mr. 
Mitchell, who is a veteran of the St. 
Louis retail shoe trade, has been com- 
pelled by ill-health to retire from active 
business for a time. He hopes to get 
back into it again before long, however. 
He was at one time connected with the 
old Barndt store and later had stores of 
his own. His establishment of the 
department at the Schultz store dates 
back only a couple of years. 


New Store to Open Soon 


A new shoe store, to be the second 
in a chain of retail stores, is to 
be opened at 615 Locust Street by Max 
Weiss and Samuel S. Crasilneck, who 
have leased a storeroom in a_ building 
now under construction for the Fa- 
mous-Barr department store, all of 
which except the ground floor will be 
utilized by the department store in 
connection with its service department. 
The new shoe store, it is stated, will be 
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along new lines, being not only a boot 
shop but also a service store for the 
consuming trade. 


Working on New Factory Building 


The new factory building for the 
McElroy Sloan Shoe Company which 
has been under construction at 21st 
Street and Lucas Avenue is progressing 
more rapidly than it has in the past, 
and although the walls have not yet 
risen very far the concrete skeleton is 
almost completed. It had been ex- 
pected that the plant would be in 
operation by this time, but Jabor troubles 
in the building trade have held it up, 
causing a loss of several months’ time 
to the company which needs it because 
of its increasing business. 


Johansen Executive Visits 
Milwaukee 

Charles S. Strayer, manager of sales 
for the Johansen Bros. Shoe Company, 
who is also on the exhibit committee of 
the St. Louis Association of Shoe Whole- 
salers and Manufacturers for the Mil- 
waukee convention in January, went to 
Milwaukee this week via Chicago to 
take up matters in connection with the 
building of the display cases and the 
preparation of other equipment needed 
for the display of the St. Louis or- 
ganization at the time of the conven- 
tion of the N. S. R. A. in January 
next. The design which has been pre- 
pared for the equipment and surround- 
ings of the St. Louis space is strikingly 
original in construction as well as the 
color scheme and it has been worked 
out with great care by the committee 
in conjunction with the artist in charge 
of the work. Chairman Howard V. 
Stephens, of the Johnson, Stephens & 
Shinkle Shoe Company, who is as- 
sociated with Mr. Strayer in the com- 
mittee work also planned to make the 
trip at the same time. 








Lease Sold—Store to Close 

Will Hoffman, who has been con- 
ducting a number of retail shoe stores 
in different parts of St. Louis, has been 
compelled to arrange to close one which 
he has been operating at 615 N. Grand 
Avenue because of the sale of the lease. 
A reduction sale has reduced the stock 
considerably and the remainder will be 
handled by his other stores after the 
close of the one referred to. 


Shoe Department Remodeled 

Manager J. H. Young, of the men’s 
shoe department at the Famous-Barr 
department store, has about completed 
the alteration and improvement of the 
section, which now has considerably 
more space than formerly. Incidentally 
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Corrugated Sole, Foot Prints center. gated Sole, Foot Prints center. Last 
Last 90. Spring Heel. 90. Spring Heel. 


No. Q 216—4-8 D............. $1.90 No. Q 200—4-8 D............. $1.90 
No. Q 416—84-11 D.......... $2.50 In-Stock For Ne. Q400—8-11 D.......... 92.80 


Pat. Vamp and Fox, Blumenthal White 
Havana Brown Kid with Tip, Corru- 


Kid Top, Button, Corrugated Sole, Immediate Delivery miektain Gok tims aida teas 


Foot Prints center. Last 90. Spring 
90. Spring Heel. 


Heel. 
No. Q 210—4-8 D............. $2.25 Close Edge Turns No. Q 220—4-8 D............. $2.20 




















Suede Calf 


REG. U.S. PAT. OFF 


Close, velvety nap that will not mat down, 
economical cutting, and uniform shades in 


Black Blue Brown Gray White 


FRED RUEPING LEATHER COMPANY 


FOND DU LAC —o WISCONSIN 


BRANCHES 
Boston Cincinnati Milwaukee St. Louis 
New York Chicago San Francisco Montreal 
Northampton, England 











Oct. 30, 1920 


the partitions have been lowered, the 
stock shelving changed and the entire 
department made more sightly as well 
as more convenient for the handling of 
trade. New elevators are being put 
into the building near the shoe sections 
and both the women’s and the men’s 
departments are expected to gain ma- 
terially in trade with their greater con- 
venience of access from the first floor. 
Considerable changes in the arrange- 
ment and seating capacity of the 
women’s section are also under way under 
the personal direction of Harry Fiedeler, 
the manager. 

Floor Space 


To Imerease Store 


The old battery of elevators made 
unnecessary by the new addition to 
the Stix Baer & Fuller Dry Goods 
Company’s store is to be removed, 
having been replaced by a new battery 
at the extreme west side of the addi- 
tion. This will open up the shoe de- 
partment to greater advantage, and 
when the work is completed, Manager 
Sam Hinckley will have one of the most 
accessible shoe departments in the 
West, and one of the very few on the 
ground floor of a department store. 
With the completion of the new building 
the shoe department has been given 
considerably more floor space. 


Back on the Road Again 


F. J. Nobel, who was formerly for 
about 25 years engaged in the retail 
shoe business in St. Louis, but who re- 
tired from it about a year ago, has re- 
sumed connection with it again, this 
time with the wholesale end, having 
taken territory as a salesman for the 
Vinsonhaler Shoe Company. Since 
his retirement from the retail business 
he has been living in the country, but 
apparently could not resist the allur- 
ing smell of leather. His two sons have 
for some time been connected with the 
Samuels Shoe Company. 


Merchants to Meet November 10 


The next monthly dinner of the As- 
sociated Shoe Retailers will be held 
Wednesday, November 10, at a place 
yet to be selected and announced. By 
that time the election will be out of the 
way and the shoe men hope to have 
more cold weather than they have had 
recently, thereby improving business. 
President A. E. Ebbs and Secretary 
Arthur W. Lutz are preparing a pro- 
gram for .the evening following - the 
dinner. 


G. W. Brown Plans Trip Abroad 

George Warren Brown, chairman of 
the board of the Brown Shoe Com- 
pany whose illness has been previously 
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reported, and who has been at his 
country home in St. Louis county all 
Summer, is so far improved as to be 
preparing for a trip to Europe where 
he and Mrs. Brown will remain all 
Winter, it is expected. At present the 
plans are for Mr. Brown to go to 
Southern Italy whose climate is re- 
garded as what he needs for his com- 
plete recovery. 


New Ankle Strap Pattern 


A new style in women’s novelty foot- 
wear just brought out by Al. Johansen 
of the Rogers Shoe Company is the 
“‘Peggy,”’ an ankle strap. It is a com- 
panion pattern to the “‘Laska,”’ a two- 
button ankle strap which they created 
several months ago. Mr. Johansen 
states that a number of orders for this 
shoe have been taken from larger 
stores in Chicago and Milwaukee. 


Returns from Business Trip 


Mark Gantiere, advertising manager 
for Brauer Bros. Shoe Company, re- 
turned last week from a two weeks’ 
trip through Illinois on business for his 
company. 


Goldman Shoe Company Moves 


The L. Goldman Shoe Company, 
which, until two weeks ago, was located 
at 1330 Washington Avenue, has moved 
to 1327 Washington Avenue. This 


-change has been made necessary by 


the wrecking of the former building. 


Brown Shoe Salesman IIl 


John J. Terrell, salesman for Brown 
Shoe Company in Oklahoma, returned 
last week on account of illness and will 
not be able to look after his trade for 
about two weeks. 


John A. Bush Attends Tanners’ 
Convention 


John A. Bush, president of Brown 
Shoe Company, was in Chicago last 
week attending the Tanners’ Conven- 
tion. 


Doerr Salesman IIl 


R. M. Mack, salesman for F. L. 
Doerr Shoe Company, who was taken 
sick on the road with typhoid fever, was 
brought to St. Louis last week and 
placed in St. Luke’s Hospital. The 
doctors think he will be up and around 
within two or three weeks. 


Back from Southern Trip 


F. L. Doerr, president of F. L. Doerr 
Shoe Company, returned last week 
from a business trip through Texas, 
Louisiana and Arkansas. Mr. Doerr 
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attributes the failures among shoe mer- 
chants in the cotton district to the de- 
cline in the cotton market. 





Interesting Program Ar- 
ranged for Finders’ 
Convention | 


Atlanta, Ga., October 26—Jake H. 
Wilensky, chairman of the Southeastern 
Leather and Shoe Finders’ Association, 
announces an interesting program of 
addresses to be made before the con- 
vention of that body when it meets in 
New Orleans November 8 and 9. 
Among the subjects to be discussed are 
the following: ; 

W. W. Potts of the Potts Knaur 
Leather Company, Dallas, Tex.—“‘The 
advantage to the jobbers handling sole 
leather under tanners’ trade-marked 
brands and selections, as against job- 
bers handling sole leather under their 
own private brands and selections.” 

B. J. Segin of Cover & Co., Phila- 
delphia, Pa.—‘‘The standardization of 
Sole Leather grading and what it would 
mean to the tanner and jobber.” 

Geo. A. Knapp, Secretary-Director, 
National Leather Shoe Finders’ Asso- 
ciation—‘‘District Associations, their 
past, present and future as the most 
logical program for the betterment of 
the industry for the manufacturer, 
tanner and jobber.” 

Paul B. Hyatt of Sheibler & Co., 
Memphis, Tenn.—‘‘The benefit of asso- 
ciation work under today’s unusual 
conditions.” 

I. F. Bahlinger, Treasurer O’Sullivan 
Rubber Company, New York City— 
“The future of the Rubber Heel and in 
what way the jobber in co-operation 
with the manufacturer will further in- 
crease the demand.” 

T. B. Browning, President Columbia 
Leather Company, Columbia, $.C.— 
“The benefit to the beginner of the 
Southeastern Leather and Shoe Finders’ 
Association as proven by the experience 
of The Columbia Leather Company.” 





New Shoe Stores 


J. A. Smith, Winston Salem, N. C. 

Benjamin & Sons, New Bedford, 
Mass. 

Mrs. M. B. Stinchfield, Skowhegan, 
Me. 

Aaron J. Rosen, Kansas City, Kas., 
shoe department. 

Thompson, Elden & Bogardus, Clare, 
Mich., shoe department. 

Pare Bros., 264 South Main Street, 
Fall River, Mass. 

Beacon Shoe Company, 321 West 
Main Street, Oklahoma City, Okla. 
about to commence business. 
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Stroller 


How have we run full time 
during the dullest period» 


We save overhead expense by special- 
izing on two good types of shoes. 


ALL OUR SHOES GUARANTEED 
TO CARRY 10 OZ. DUCK LININGS 


We make shoes for jobbers only. Case lots of 
our shoes open right because we are operating 
our factory on a new standard efficiency basis. 


fe Rely irc 


Boiler Yficr,207 Casey. th, 
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PERCY E. THAYER 


President Boston Retail Shoe Sales- 
men’s Association 
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J. J. BUCKLEY 


Head of Conference Committee 


ARTHUR L. EVANS 
President Shoe Salesmen’s Institute 


“Boston Round Table” of Salesmanship 


Organization of a Co-operative Class in “Getting More Shoes Sold Right’’ 


---Practical Salesmen Will Get Diploma 


Plans are practically complete for 
the “‘Boston Round Table.”’ The first 
meeting will be held in the early part of 
November. Seventy-five carefully se- 
lected members of the ‘“‘Round Table” 
will be given instruction in shoe sales- 
manship. The meetings will be held 
weekly, on Wednesday evenings, in the 
main dining room of the Boston Shoe 
Trades’ Club, 24 High Street, from 6:45 
to 9 o'clock. 

The “Boston Round Table’’ will be 
conducted by the Retail Shoe Sales- 
men’s Institute and the Boston Retail 
Shoe Salesmen’s Association in co- 
operation with the Massachusetts Re- 
tail Shoe Merchants’ Association. Of- 
ficers will also be present representing 
the Massachusetts Retail Shoe Mer- 
chants’ Association and the New Eng- 
land Shoe and Leather Association, 
which organizations are thoroughly in 
sympathy with the fundamental idea 
of the “‘Boston Round Table’”’—a more 
efficient and intelligent class of retail 
shoe salesmen. 

The aim of the “Boston Round 
Table’”’ will be to show shoe salesmen 
and saleswomen, floor managers, ‘buy- 
ers, assistant buyers, as well as store 
managers and owners that shoes can be 
better sold through organized, sys- 
tematic and scientific knowledge of the 


‘fundamentals of shoe salesmanship and 


that the possession of this knowledge 
will be of actual cash value to the 
members in their personal advancement 
and to the stores through having sales- 
people thus qualified. 

Instruction is based on the series 
of eight textbooks which have been 
prepared and written during the past 
three years by the editorial staff of the 
Retail Shoe Salesmen’s Institute. These 
books explain retail shoe salesmanship, 
correct fitting, materials in shoes, shoe- 
making, footwear, merchandising, stock- 
keeping, window and store display and 
advertising and introduction to shoe 
store management. 

These subjects will be considered in 
the order given, in the weekly meetings 
which will extend through the Winter 
and early Spring. 


The Test of Selling 


The ‘‘Boston Round Table’’ is ab- 
solutely unique. It will show that the 
sale of a shoe is not a haphazard mat- 
ter, but is based on exact knowledge 
plus experience. The knowledge will be 
derived from the special textbooks 
and supplementary Guides designed to 
help the member of the ““Round Table” 
in his or her study of each book. The 
experience will be supplied by a great 


many kinds of demonstrations such as 
mock-sales, with directors and members 
acting the parts of customers and sales- 
men, buyers and manufacturers’ sales- 
men, etc. When such subjects as 
materials, shoemaking, window and 
store display and advertising are under 
discussion, working exhibits of the 
processes, specimen displays and the 
like will be used to clearly illustrate 
and fix the subject in the members’ 
minds. During the period of the‘‘Round 
Table” the members will visit factories 
in the vicinity of Boston, such as shoe 
factories, tanneries, last factories, pat- 
tern factories, shoe machinery plants, 
fabric plants, welting plants, rubber 
footwear plants, etc., for inspection. 
Experts in each of these will explain 
the entire process to the members of the 
“Round Table.” 


with All 


The manner of instruction will be 
just as informal as possible. The mem- 
bers will study their textbooks in ad- 
vance of the evening’s discussion and 
will then answer any questions which 
will involve not only what is in the 
volume, but also the practical applica- 
tion in the daily store work. Such a 
method will develop a human, man-to- 

(Continued on page 139) 


Lectures Contributing 
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You will never 


know how much 

O7Te-) WILO Colored Sides 
apsintetin can assist you in giv- 

ing better shoe values 


COLORED at more ——— 
SIDE, LEATHERS prices until you 














Try Some Shoes 
Median’ Brown Derk Brown Made of 


WILO 


SIDES 








C. D. Kepner Leather Company 


137-139 South Street, Boston, Mass. 
223 W. Lake Street, Chicago, III. 





—“DANDY ANN” 
SLPOERS «SE STL: 


7-8 HEEL 
$2.00 


BOUDOIRS 
LOW HEEL 


Stock No. 100 wy = 
Stock No.101 R ; ieee, 


kNo102Tan 1.65 
— 3.STRAP HEEL $2.10 


SANDALS 
9-8 HEEL All sandals made 
$2.15 either high or 


low heel 


BLACK CAB—TURN SOLES 
Orders Shipped Day Received 
MARY " Terms, 2% 10 days 


re Net 30 days 


$2.00 
The Bay State Slipper Co., Dept. 10. Haverhill, Mass. 
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BROGUES HAVE THE CALL 


Stock No. 642—Brown Cordovan Brogue Bal. Raw- 
Stock No. 524—Brogue hide Slip Sole. Sizes and Widths: AA, 7 to 11; 
Last. Gallun’s 4 Nor- A, B, 6 to 11; C, D, 5 to 11. 
wegian Brogue Bal. Raw- Penne 
hide Slip Sole. 


IN STOCK—GET OUR PRICES 
SHOES AND PRICE WILL PLEASE YOU 


Stock No. 587—Brogue Last. Gallun’s 4 Norwegian 
Brogue Ox. Rawhide Slip Sole. Stock No. 679—Regent Last. Brown Cordovan 


Stock No. 693—Brown Cordovan Ox. Rawhide Slip Varsity Ox. Wing Tip. Sizes and Widths: AA, 7 to 11; 
Sole. Sizes and Widths: AA, 7 toll; A, B, 6 to 11;" A, B,6toll;C,D,5toll. 
C, D,5to 11. 


The Dalton Company, Inc. 


Men’s Fine Shoes 
BROCKTON, MASSACHUSETTS 


BOSTON: 183 Essex Street NEW YORK: 651 Marbridge Building Chicago: 1415 Great Northern Building 
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IRVING—A name ranking high in American literature—proudly bears the 
above Coat-of-Arms to symbolize the family tradition. 


The best traditions of leather-making are represented by the tower-and- 
castle of 


NEW CASTLE KID 


BLACK WHITE COLORS 


New Castle Leather Company, Inc. 
NEW YORK 


MONTREAL, CANADA BOSTON CHICAGO CINCINNATI 
and the Principal Leather and Shoe Centres Everywhere 
Factory: Wilmington, Del. 
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Dullness in Leather 


Activity Still Delayed by Lack of Orders from 
Retailers---Further Liquidation of Retail 
Stocks Appears to Be Needed--- 

Prices of Leather Nominal 


There has not yet become evident 
the activity hoped for in the trade for 
some months. Dullness continues in 
the leather market for the same reasons 
as heretofore mentioned. 


The raw material market has de- 
clined a little further until we see hides 
and skins going to values unknown 
since 1914, and in some cases further 
back than that. Chicago City calf- 
skins sold at 18 cents a pound last week. 
There is not much disposition to sell 
on this basis, although there are offer- 
ings at 20 cents a pound, which there 
is no inclination to take up. When we 
consider that the quotations on raw 
calfskins were 70 to 90 cents per pound 
a year ago this month it shows a phe- 
nomenal extreme. If trading does not 


to old time profits, or very close to them, 
on current business, which keeps the 
public from buying, as they have per- 
ceived that leather prices have been 
cut in halves, and it is difficult to make 
them understand why shoe prices do 
not respond, at least to some extent. 


Upper Leather Situation 


In upper leather buying is slow in 
most sections and conditions do not im- 


The Leather Market 
R of Leather 
Supplies and Prices 


= 


io 


prove. It was hoped that the recent 
settlement of labor disputes in Eastern 
shoe manufacturing centers would re- 
sult in larger sales of leather, but they 
have not materially as shoe manufactur- 
ers lack the orders. Prices if anything 
are a little weaker than a month ago. 
The best tannages of calf leather range 
from 65 to 80 cents per foot and snuffed 
leather at 50 to 65 cents. Some extra 
choice finishes of suede calfskins bring 
above 80 cents per foot according to 
what is wanted. 


Side Leather 


Full grained chrome side leather is 
somewhat limited in supply and quota- 
tions range from 55 to 60 cents per foot. 
Snuffed sides in colors are quoted at 45 
to 55 cents with blacks five cents lower. 
There are fair sales of elk leather, veals 
and kips for the more staple grades of 


CURRENT LEATHER AND HIDE MARKET QUOTATIONS 
Prices Under 1919 and 1914 Are for the Corresponding Week with This Year 


Sole Leather 


Hemlock sole, heavy No. 1. .......... 
Hemlock sole, seconds, mid........... 


1914 


—@30 


1919 
Cents per pound 
56@ 57 


1920 


45@— 
43@— 


24@26 
47@50 
45 @46 
—@44 


54@ 55 
95@1. 10 
82@ 84 
84@ 85 
80@ 83 
10@ 12 
12@ 18 
30@ 32 
15@ 16 
18@ 19 
Cents per foot 
43@ 50 @50 
—@ 50 @57% 


Upper leather quotations are not given, owing to the wide range of prices which 
depend on quality, grade and selection. 


result at such prices as now exist it 
would seem that stocks of shoes in the 
country must still be fairly heavy. 


ee 
Oak sole, No. 1 backs, all weights..... 
er 
RM II, TI ok ons. 6. 5050/6 aise asinine acs 
Offal, hemlock heads................. 
Offal, hemlock bellies................ 
Offal, hemlock shoulders............. 
ee Ser eee 
SS AEE Cee ae eee 


. 00@— 
75 @— 
70@75 
70@72 
13@14 
15@18 
30@— 
15@18 
17@19 


The Question of Stability 


= There was, a few weeks ago, consider- 
able activity evidenced in some of the 
big shoe centers, but this is not keeping 
up. It is maintained that there has not 
yet been sufficient Goncession made to 
induce the public to buy. A large buyer 
of shoes states that the shoe busi- 
ness in his judgment would be at once 
improved were shoe and leather prices 
stabilized. It is difficult to understand 
how leather prices can be stabilized 
when there is virtually no market. With 
anything like active buying there would 
j be stabilizing of leather values, but 
prices have become of late months pure- Heavy native steers Em 
ly nominal, depending upon the condi- Heavy native cows 19 
tion of the buyer and the amount of the 17 
sale. It is maintained that retail mer- Chicago City calfskins............ 18 
chants in many cases are still adhering B. A. dry hides 


Chrome, S. A. dry hide, 714 to 10 iron sides 
Chrome, green hide, 6 to 8 iron sides. . 


Hides and Skins 


1914 1919 

Cents per pound 
48 @50 
47 @48 
37 @38 
70@90 


—@16% 


@21%4 
@19% 
@17% 
@22% 
24544,@— 


ii 
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An exquisitely designed and high- 
est quality hand turned pump, 
with perforated vamp and 18-8 
covered Louis heel. 





. 358—In Black Glazed Kid. . $8.00 
. 360—In Black Ooze Calf.... 9.00 
- 361—In Brown Ooze Calf... 9.00 
- 359—In Gray Ooze Calf.... 9.00 
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MPLE PAIRS ON REQUEST 
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Womens Specialty Footwear 


143 DUANE STREET, 
NEW YORK. U.S A, 
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**Keith’s Konqueror”’ style, number 832, caps the 
climax for a desirable brogue shoe for women. 


READY TO SHIP 


Made up in our usual careful way of tan calf 
and carries a l-inch heel 


AA-D—Sizes 2-8. 


The PRESTON B. KEITH SHOE COMPANY 


BROCKTON (Campello Station), Mass. 
New York Office, 299 Broadway, Room 415 Boston Office, 207 Essex Street 
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shoes. Elk is bringing 45 to 50 cents on 
the top selections and the lower grades 
30 to 40 cents per foot. Colored kips are 
quoted at from 50 to 60 cents and some 
even higher with blacks at 45 to 50 
cents. Top selections of colored buck 
are quoted at 60 to 62 cents. 


Glazed Kid 


Like other upper leathers there is 
quiet business in glazed kid. Resump- 
tion of manufacturing in the women’s 
trade on a larger scale is required to 
give snap to this business. The export 
trade is taking considerable leather and 
prices range from 80 cents to $1.00 for 
the top grades of colors from the best 
classes of raw skins. For medium and 
cheaper grades the prices range down- 
ward according to quality and selection. 


Patent Leather 


- Trading is on a hand to mouth basis 
on most grades of patent leather and 
less is going through from the tanneries. 
The export trade is keeping up fairly 
well in consideration of the exchange 
situation. Best selections of patent 
kips are quoted at 65 to 75 cents per 
foot, although a good grade of sides 
can be secured at 65 cents. Nos. two, 
three and four range downward ac- 
cording to quality. 


Sole Leather 


The sole leather situation shows little 
change from last week. The price ques- 
tion is not paramount and will probably 
be governed during the remainder of the 
season by the matter of supply and de- 
mand. Sales are not of sufficient vol- 
ume to give stability to selling prices. 
Tanners maintain that the bottom of 
the market has been reached so far as 
price is concerned, and they are not in- 
clined to make further recessions than 
they have for the past few weeks. 





Increased Shipping 
Facilities 


Offered by Merchants’ and Miners’ 
Transportation Company 


The Merchants’ and Miners’ Trans- 
portation Company is now operating in 
its Boston-Philadelphia service, two 
sailings each week, Tuesdays and Satur- 
days, from the respective ports. Ship- 
ments between these ports are being 
handled promptly and efficiently. 

With a view of encouraging trade 
between these centers, the Merchants’ 
and Miners’ Company announces that 
it is prepared to increase the sérvice 
to three sailings each week between the 
respective ports when the tonnage 
routed via their line justifies this in- 
crease in sailings. Every effort is being 
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made by this line to encourage new 
business with a view of increasing the 
tonnage to the extent of warranting the 
increased sailings. 

The Merchants’ and Miners’ Trans- 
portation Company also maintains 
service between Boston-Norfolk and 
Baltimore, sailings tri-weekly to Nor- 
folk, semi-weekly to Baltimore. All of 
the Company’s lines are extensively 
used by shippers of boots and shoes and 
leather. 





“BOSTON ROUND TABLE”’ 
OF SALESMANSHIP 
(Concluded from page 133) 

man, practical quality and eliminate 
the usual dry, school-room atmosphere. 
Actual trade conditions will also be 
discussed to enable the members to 
talk intelligently to the buying public. 

At the conclusion of the ‘Boston 

Round Table” meetings in the Spring 
of 1921, each member who has suc- 
cessfully completed the series of meet- 
ings and answered all questions in an 
intelligent way, will be given the di- 
ploma of the *Retail Shoe Salesmen’s 
Institute. 


Board of Management 
The following form the Board of 
Management of the “Boston Round 
Table’: Arthur L. Evans, president 
and editor-in-chief of the Retail Shoe 
Salesmen’s Institute; G. F. Hamilton, 


‘ managing editor of the Institute; the 


officers of the Boston Retail Shoe Sales- 
men’s Association, Percy E. Thayer, 
Thayer, McNeil Company, president; 
Robert W. Daley, Daley-Williams Com- 
pany, secretary; E. Roy Smith, A. H. 
Howe Company, treasurer; executive 
committee, R. L. Upton, R. H. White 
Company, Herbert E. Currier, Walk- 
Over Shoe Store, 170 Tremont Street, 
J. H. Steele, E. W. Burt Company, H. 
F. Salisbury, H. F. Salisbury Company, 


J. J. Duggan, Wm. Filene’s Sons Com- 


pany; educational committee, Leonard 
W. Hollis, chairman, Thayer, McNeil 
Company, Frank P. Leahy, Hanan & 
Son, C. E. Muldoon, Regal Shoe Store, 
Herbert E. Currier, Edward N. Chal- 
mers, E. W. Burt & Co. 

Working in conjunction with the 
above and co-operating in the plan is 
the Conference Committee of the 
Massachusetts Retail Shoe Merchants’ 
Association consisting of the following: 
John J. Buckley, president; George O. 
Jones, of W. W. Willson’s “‘All America 
Shoe Shops’; George A. Newhall of 
Jones, Peterson & Newhall; Fred W. 
Small of the Gilchrist Company Shoe 
Department and John Goebel of A. H. 
Howe & Sons. The Executive Com- 
mittee consists of Messrs. Evans, 
Thayer, Hamilton and Hollis. 


Utica Notes 


SALES UNSUCCESSFUL 


Warm Weather Has Depressing 
Effect on Retail Trade 


July weather all through the month 
of October had a depressing effect on 
the retail shoe business here. Several 
local shoe merchants tried sales to 
stimulate the trade but met with little 
success, the public apparently being 
content with Summer footwear as long 
as the weather continues warm. Utica 
usually has its first snow flurry along 
toward the middle of October with the 
consequent result of a rush to buy Fall 
and Winter goods. 


Brogue Continues Popular 


The brogue continues to hold its 
popularity in men’s lines. It is being 
sold in both boots and oxfords. In 
women’s lines, plain oxfords or those 
with the wing tips are most in demand. 
Few high shoes are being sold in either 
men’s or women’s lines. The local shoe 
merchants are going in for attractive 
windows this season more than ever 
before, several comparatively expensive 
trimmings being noted. Fall and 
Winter pumps and oxfords are being 
displayed extensively in women’s line, 
the cordo shade predominating. 





New Firm at Georgetown 


Georgetown, Mass. Oct. 26—George- 
town Standard Shoe Company has 
fitted up the carriage factory at George- 
town, Mass., for making men’s work 
shoes of solid leather, over Munson 
lasts, welt sewed. John J. Malloy is 
president, Theodore A. MacDonald is 
treasurer and Henry J. Minchin is 
secretary. Mr. Malloy has turned over 
the factory in which he made wooden 
sole shoes to George S. Rollins, who has 
enlarged it, and is making in it boudoir 
slippers of kid leather and satin, and 
gymnasium shoes. Mr. Malloy will 
have a few pairs of wood sole shoes made 
by the new company. 

The samples of the new work shoes 
are of brown or black elk, bark tan, 
split or oil grain leather, and they have 
double soles, fastened on by the metal- 
lic process. 





New Shoe Stores 


Endicott-Johnson Shoe Company, 
Minneapolis, Minn. 

Max Shapiro, 605 East 61st Street, 
Chicago, II. 

B. & G. Shoe Stores, Inc., 330-2 
Roosevelt Road, Chicago, Ill., and 707 
West 63rd Street, Chicago, Ill. 

Wolock & Bauer Store, 6767 Stony 
Island Ave., Chicago, II]. 
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DARK CHERRY RED 
GOLF PATTERN BAL 
NEATLY PERFORATED 
VAMP AND EYELET STAY 
SPRING STEP HEEL 


A Conservative English Model 
of 


WINCHELL 


Design Throughout 














J. H. WINCHELL & CO. 


INCORPORATED 


Haverhill, Mass. 


BOSTON OFFICE 179 LINCOLN STREET 














SPRING STEP SERVICE 

Upon your next shoe order specify 

SPRING STEP HEELS and rest as- 

sured that ‘no delay will ensue because 

of the manufacturer’s inability to obtain 

rubber heels promptly. 

SPRING STEPS have béen stocked in such 

volume as to guarantee immediate shipment of 
all orders for the coming season. 


There is another phase to SPRING STEP SERVICE 











—the satisfaction they give the consumer. 
These heels wear like iron, but the comparison stops 
there, for they are of perfect resiliency and in every other 
way measure up to the wearer’s most exacting demands. 
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GALLUN. 
QUALITY 


Four Staunch Leathers 














VIKING 
CALF 


A STRONG grained mellow calfskin | 


that is moisture-repellent. This 
leather does not peel or chip and is 
especially adapted for a high-grade shoe. 
Viking Calf is favorably known and 
universally used by discriminating shoe 
manufacturers. It takes a brilliant 
polish and is offered for the coming 
season in five colors and black. 


NORWEGIAN 
VEALS 


‘ta of Gallun’s specialty leathers— 
a heavy, rugged, high - grade 
leather that is the first choice of high- 
grade manufacturers for the popular 
brogue shoe. Norwegian Veals are 
suitable for both men’s and women’s 
shoes and are produced in two colors 


and black. 


MANDARIN 
SIDES 


CHROME tanned side leather 

made in glazed and boarded finish 
and offered in two colors. Mandarin 
Sides are strikingly attractive and of 
the highest integrity. They are de- 
signed to meet the call for fine shoes 
that can be sold at prices demanded by 
the great majority. 


AZTEC 
CALF 


A= EC CALF is recognized the 
world over as the standard of 
excellence for Spring and Summer shoes 
for men, women and children. Pliable 
and strong, this leather is pleasing to 
the eye and comfortable on the feet. 
Aztec Calf will be offered in the coming 
season’s fashionable shades. 


A. F. GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 
A. F. GALLUN & SONS, Inc. 


H. A. ELY, Manager, 


11 EAST ST., BOSTON, MASS. 
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IN STOCK 


IMMEDIATE DELIVERY 


840—Black Kid 1 Strap. Heavy 
Turn Sole, Full Louis Heel, Jet and 
Steel Beaded Vamp, Black Ooze 
Strap with Jet and Steel Beads. 
Widths AA, A, B, C, D. 


841—Black Satin 1 Strap. Heavy 
Turn Sole, Baby Louis Heel. 
Widths AA, A, B, ca 


ELLIS-EDDY COMPANY  Shoemakers Haverhill, Mass. 
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An Outward Window Appeal 
brings 
An Inward Response 


Crystal interchangeable display fix- 
tures paint an irresistible picture of 
magnetic attention value that must 
inevitably mean greater sales. 


They lend incomparable harmony, 
grace and beauty to your trims—are 
tasty, novel and business creators. 





Their interchangeable features save 
A-33 time and expense and correctly dis- 
Gas encetes play your merchandise. 
plete line beauti- ss , , 
fully oe Write for copy of our beautifully il- 
described. lustrated descriptive catalog. 
more 


in the 


CRYSTAL FIXTURE CO. hep 


263-264 Monadnock Bldg. 2 
CHICAGO, ILL. bers ¢ 
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KEYSTONE STATE ELECTION 


The Pennsylvania Shoe Travelers’ 
Association Elects Officers 


The Pennsylvania Shoe Travelers’ 
Association held its meeting for the 
election of officers in the clubrooms at 
the Hotel Henry on October 9. There 
was a good attendance despite the fact 
that a number of its members were out 
on the road. Those present, however, 


ALBERT L. SMITH 


President the Pennsylvania Shoe Trav- 
elers’ Association 


more than made up for the absent ones 
in the degree of enthusiasm displayed. 
A marked increase in membership over 
the preceding year showed the work of 
the membership committee. The in- 
creased interest evidenced by the mem- 
bers can be attributed to the interest in 
the work of the national organization. 
After favorable reports of the various 
committees and other business matters 
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BARNEY WORTHMAN 
POPULAR 
Startingon Second Trip with 
Rauh & Co.’s Line 


Barney Worthman who is now 
starting on his second trip through 
the Middle Atlantic States with 
S. Rauh & Co.’s line of “Standard 
Spats’’ is bound to become very 
popular with his new trade as he 
comes more and more in contact 
with them. 

Many of the sporting element 
of the trade will remember him 


‘ as the National amateur feather- 


weight boxing champion in 1914- 
1915 and Eastern 115-pound 
amateur wrestling champion in 
1913. He was the Metropolitan 
representative at the National 
amateur boxing and wrestling 
championships at the San Fran- 
cisco Exposition and won his 
title at the 1914 championships 
at Boston. He was one of the 
few amateur champions of repute 
for whom professional boxing 
had no lure. 

He is a graduate of the School 
of Business of Columbia Univer- 
sity with the degree of Bachelor 
of Commercial Sciences, which he 
earned through five years of 
evening attendance. His presence 
on the Columbia University box- 
ing, wrestling and long distance 
running teams in 1917 provoked 
a storm of protests from other 
colleges, on the ground that as 
an evening student he was in- 
eligible to compete in_ inter- 
collegiate athletics and he was 
finally barred despite the pro- 
tests of the entire student bodies 
of the university. 








were cleared up, the election of officers 
followed. The officers elected unani- 
mously were: 

A. L. Smith, New York, president; H. 
Clay Odgen, Pittsburgh, vice-president; 
A. A. Betts, Pittsburgh, secretary and 
treasurer; E. B. Arbuthnot, Pitts- 
burgh, recording secretary. 


Directors Elected 


Directors elected for the ensuing year 
are as follows: Ralph Weil, C. G. Sel- 
lers, Louis Manheim, J. W. Vaughan. 

A. L. Smith, the newly elected presi- 
dent, was escorted to the chair by J. C. 
Hersome and Moses Stern. Mr. Smith 
gave a short but interesting talk regard- 
ing the work of the organization during 
the past year. He was assured loyal 
support and co-operation by its mem- 
bers when he outlined the promising 
aspects of the new administration for 
the ensuing year. 


Informal Banquet 


The annual informal banquet was 
held in the beautiful blue room of the 
William Penn Hotel, Monday evening, 
October 11. More than 100 covers 
were laid for the shoe travelers known 
throughout the country as well as local 
and out-of-town shoe retail merchants. 

Throughout the splendid chicken din- 
ner, an enjoyable entertainment took 
place, after which the tables were 
cleared for the program of the evening. 
President A. L. Smith bid all a very 
hearty welcome. He offered a cheerful 
word of thanks to the men who worked 
so diligently in making this banquet 
outrival all preceding festive occasions 
of the organization. 

Mr. Smith then introduced Toast- 
master C. J. Mensch, president of the 


, Pennsylvania Shoe Retailers’ Associa- 


tion. Mr. Mensch of the Mensch- 
Lazarus Walk-Over Stores of Pitts- 
burgh and Homestead in his opening 
remarks paused to pay tribute to the 
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HIS is Style No. 3255 “Kinder-Garten” Welt—a “‘Super- 


Service”’ shoe of solid leather construction. 


3255 is one of the “leaders” in this unusual line of Welts 
and Turns for boys and girls and little tots. 


3255—“‘Kinder-Garten” Welt, Overweight Black Kid 
Button, Imitation Tip, Chrome Elk Outsole, Extra Qual- 
ity Hemlock First Sole, One Piece Leather Insole, Leather 
Counter, Sole Leather Box Toe. Low Heel. 8% to 12. 

$2.85 
3256—Child’s Same. 121% to 2 dbase nekciniiataaaan 
3261—Child’s Same. 5 to 8.........000.0....... 


In Stock—Mail Orders Filled Promptly 


Write for new catalogue just off the press—it illustrates and capi 
describes the complete “‘Kinder-Garten” Line—these are the won 
shoes that are: to b 
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‘Made Stronger pop’ 
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To Wear Longer’’ 
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Kinder-Garten Welts and _— » MIUITH-' ALLACE Kinder-Garten Welts and Turns stres 


“Every Pair Is Full of SHOE SHOE CO. CHICAGO. ILL. “Smooth Inside—Strong Outside” twee 
ESTABLISHED 1646 buys 
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shoe travelers who helped him in the 
days of his early shoe career. Regard- 
ing the work of the “errant knight of 
the road’’ Toastmaster Mensch said in 
part: 





A Business Partner 


“At this time of the year when 
youcannot talk politics, ball games 
and shoe prices, I look upon the 
shoe traveler as a partner in the 
shoe business. Besides the knowl- 
edge that he possesses of shoes, he 
is expected to know the subject of 
merchandising, corrective fitting, 
the trend of styles throughout the 
country, sizes that sell and the 
like. When the shoe traveler 
leaves for his territory, he is the 
man who is well fitted to assist the 
shoe retailing merchant in the so- 
lution of some of this knotty 
problems that confront him in his 
business.”” 











Gottschall Gives Statistics 


Hon. M. Hoke Gottschall, Chief of 
Bureau of Statistics and Information, 
Department of Internal Affairs at Har- 
risburg, Pa., was the chief speaker of 
the evening. He heartily welcomed to 
Pittsburgh, shoe traveler, shoe retailer, 
wholesale merchant and buyers. He 
paved the way for closer unity among 
the above three by his witty remarks, 
stories of certain individual shoe trav- 
elers and tales of shoe men who succeed 
through their honesty and their belief 
in being of service to their fellow shoe 
men. 


Pittsburgh Wealthy City 


Mr. Gottschall literally opened the 
eyes of Allegheny County shoe men by 
his facts and figures concerning the 
wealth and power the County offered 
them. ‘Pittsburgh, the Workshop of 
the World,”’ he said, “has a per capita 
wealth of $2,580 for every man, woman 
and child and that of United States per 
capita wealth of $2,220 for every man, 
woman and child. This partly led me 
to believe that Allegheny County offers 
its shoe men. the opportunity of doing 
a larger volume of business, since also its 
population has increased considerably 
during the past ten years.” 


Stresses Co-operation 


Mr. Gottschall was followed by E. A. 
Tobey, shoe buyer of Kauffman and 
Baer’s Department Store. The latter 
stressed the theme of Friendship -be- 
tween shoe traveler, merchant and 
buyer upon a particularly practical use. 
He explained that, “‘never before in the 
history of the shoe business in Allegheny 
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County were the shoe men more de- 
pendent upon each other than the 
present time. I believe that by getting 
together in a friendlier way by such 
means as tying up the Retail Associa- 
tion of Pittsburgh, the Pennsylvania 
Shoe Retailers’ Association, and the 
Pennsylvania Shoe Travelers’ Associa- 
tion, through joint meetings, banquets 
and social affairs no one can help but 
derive a great deal of good that would 
hardly be possible without such co- 
operation.” 


Good Business Predicted 


The final speaker, Mr. Yater, also 
spoke optimistically for the future of the 
shoe business during the coming year 
when he said, “I believe that the future 
looks healthier even at this time than 
before the war. Considering the in- 
creased population of America and the 
purchasing power of the American pub- 
lic, can we look for business to be other 
than good, especially so now when re- 
tailers, manufacturers and shoe travelers 
daily learn that. getting together means 
more power to all concerned?”’ 


Three Important Statements 


The program closed when Toast- 
master Mensch stated that, ‘First, an 
exchange of ideas among shoe men 
would find fertile grounds. Secondly, 
that shoe travelers continue to talk 
merchandising as well as shoes. And 
thirdly, that shoe buyers of Allegheny 
County would soon be ready to buy 
merchandise for immediate delivery.” 


REPORT ON CONDITIONS 


From Wallace D. Baker of Preston 
B. Keith Shoe Company 


Wallace D. Baker who sells the 
Preston B. Keith Shoe Company’s 
lines, writes the ‘Recorder’ from 
Elmira, N. Y., that he has been out on 
the road for 10 days and finds at-once 
business very small, but that he has 
had good business for Spring in the 
medium sized towns. “The lid is on 
in the larger cities,” says Mr. Baker. 


STRUCK BY AUTOMOBILE 


Rosencrans Murphy Will Be In- 
valided for Some Weeks 

Rosencrans Murphy, well-known rep- 
resentative of the Julian Kokenge Com- 
pany of Cincinnati, Ohio, met with a 
serious accident recently which will 
probably prevent him from calling on 
his trade for several weeks. 

As Mr. Murphy was boarding a 
street car he was hit by an automobile, 
knocked down and one knee badly in- 
jured. He was rushed to Mercy 
Hospital where the knee was put into 
a cast. 
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Mr. Murphy is well known in 
Chicago and outside trade. 


With Heilbrunn’s Lines 


Thomas Bolton, who for many years 
was in the shoe business in Rochester, 
will represent J. Heilbrunn & Sons of 
Rochester, N. Y., in Cleveland and the 
adjacent territory. Mr. Bolton resides 
in Cleveland and will carry Heilbrunn’s 
regular lines as well as the specialties. 


GILBERT’S MEN OUT 


Shoe Store Accessories Pushed by 
**Live Wires”’ 

The salesforce of the E. T. Gilbert 
Manufacturing Company, makers of 
novelties and shoe‘ store accessories, 
such as buckles, tongue pads, pullman 
slippers, etc., are now on the road and 
report that business is better than usual. 

John M. French is again in his old 
territory, which includes the large cities 
in New England, Eastern Pennsylvania, 
Maryland and Virginia. New Jersey, 
Northern and Western Pennsylvania 
are covered by Harvey A. Pitts; Albert 
T. Phelan covers the Southwest, 
Virginia, Kentucky and Tenessee; Louis 
R. Gascoigne, Kansas, Missouri, Ne- 
braska, Minnesota and Wisconsin; R. J. 
Devoe, Michigan, Ohio, Illinois and 
Indiana; B. A. Levy, New York State; 
Roger Williams, small cities in New 
England; Joseph Shea, Northern Cali- 
fornia, Oregon and Washington; H. N. 
Adams, Southern California. 





STORE FIXES PRICE 
*“New Days Bring New Ways,”’ 
Says Traveler 

“It has come about,” says a 
salesman, “that the manufac- 
turer no longer makes the prices 
on women’s shoes, that being 
done by the shoe merchant, which 
may be the best way after all. 

“For many a year, I sold shoes 
to big city merchants who asked 
for the best shoe they could get to 
retail at a certain price. 

“Now, I get orders and deliver 
the shoes, at a price. My mer- 
chants look over the shoes, and 
price them according to the style 
and the state of trade. A real 
novelty, the like of which the 
merchant, nor his customers, have 
ever seen before, goes to the front 
of the shop, to be priced accord- 
ingly, and the ordinary shoes go 
onto the shelves, to be sold at 
ordinary prices. 

“I’ve no criticism to make of 
the new method, but simply wish 
to point out that new days bring 
new ways.” 
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WHY 


Be satisfied with inferior grade boudoirs, made by manufacturers 
who make them as a side line, as a factory filler? Such slippers are 
usually constructed of job leather and practically no attention 
given to details. Why not buy REAL BOUDOIRS MADE BY 
BOUDOIR SPECIALISTS that use only finely selected materials 
and hand turned soles? They cost you no more than the other 
kind. WE CARRY FINE BLACK CAB. IN STOCK. Quilted 
sateen sock lining. Sizes 314 to 8. Price $1.50. Terms 2% 10 days. 
LET US CONVINCE YOU WITH A TRIAL ORDER. 


Price $1.50 7 SALEM SHOE COMPANY 
Terms 2% 10 Days SALEM, NEW HAMPSHIRE 
~ (Remember It’s New Hampshire) 








a et Aa erGe. aoa eee ete 











- em 
ees 





jenna Fels 


7H Sturdy Shoes for Children that will Pay Dividends in 

{ N S 7 O C K Honest Wear and Satisfaction on the Buyer’s Investment. 
TWO HEADLINERS IN STOCK 

Ribbon Trimmed Moccasins 





RIP 
Pink, Copen Blue, Old Rose, Orchid, 
Light Orchid, Lavender, Purple 
$1.50 F 40 
RED, BROWN, NAVY, MAROON, OXFORD F Special 
$1.40 — 
ORDERS FILLED AS RECEIVED 


CASE LOTS ONLY (3 Color Assortment) 
3% Off 10 Days 


MAID-RITE FELT SLIPPER CO. 
(Rosemill Products) WILLI AMS, HOYT & CO. 


Your Children’s Department is Incomplete Without this Line 





169 Livingston Street BROOKLYN, N. Y. 











ROCHESTER, N. Y. 














HUB GORE---Romeos and Juliets 


ARE THE STANDARD— 
THEY SELL 
HUB GORE—INSURED 
FOR TWO YEARS 


TRADE 


EVERLASTIK, Incorporated 
HUB GORE MAKERS 


BOSTON NEW YORK 
52 Chauncy St. 395 Broadway 
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WHALEN LEAVES NOVEMBER It 


Resigns from Condon Bros. Or- 
ganizes Own Company 


John J. Whalen the popular president 
of the Pennsylvania Shoe Travelers’ 
Association, has resigned his position 
with Condon Bros and has associated 
himself with the new firm of Barney, 
Capen & Denham which began the 
manufacture of shoes a few months ago 
with factory space’ in the two upper 
floors of the new building at 87 North 
Montello Street. 


With “Skildcraft”? Shoes 


The Barney, Capen & Denham Shoe 
Co., manufactures the famous ‘“‘Skild- 
craft’’ shoes for men including specials 
for the retail trade, a golf shoe and in 
the futare will make the ‘Shoe City” 
shoe which will be turned out for the 
John J. Whalen Shoe Company, and 
which Mr. Whalen will dispose of in 
connection with the “Skildcraft’’ line 
which he proposes to carry through his 
old territory of Pennsylvania, Virginia, 
West Virginia, Maryland and Washing- 
ton, D. C. ‘ 

He will sell the ‘Shoe City” shoe to 
the wholesale and retail trade, the golf 
shoes to certain sporting stores in every 
city and town he visits, and the “‘Skild- 
craft’’ lines to all retail trade he visits. 
He expects to leave about November 11. 


Personnel of Firm 


The three members of the new com- 
pany are popular in the trade. George 
W. Barney of Bridgewater, was for 14 
years with the Regal Shoe Company, 
purchasing everything excepting upper 
and seleleather. .Mr. Capen is a prom- 
inent salesman and was for a number 
of years associated with Rice & Hutch- 
ins. He is familiar with all the manu- 
facturing end of the business also. 
William C. Denham of Brockton, par- 
chased leather for the Regal Shoe Com- 
pany of Whitman for 22 years. He is 
known by all leather dealers in the 
country. 

In Six Leathers 

Mr. Whalen is planning to have his 
new line of shoes manufactured in 
three different last styles on six differ- 
ent kinds of leather, kangaroo, gun 
metal, Russia calf, Russia side, vici and 
cordovan. After he returns from his 
trip for the company he -will tour the 
big cities throughout the country 
specializing on his lines. 

Mr. Capen will also travel for the 
Barney, Denham & Capen Shoe Co., 
making the bigger cities. : 


Folger in Canada 


George Folger of the sales force of the 
Brockton Rand Company, manufac- 
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turers of Barbour endless grooved weit- 
ing, is on a two weeks’ business trip 
through the Canadian shoe manufac- 
turing trade. 


“STACY, ADAMS SPECIAL” 


A Strong Team Now in Their Terri- 
tories 


The “Stacy, Adams Special,” started 
three weeks ago from the South Station, 
Boston, and are now in the following 
territories with their Spring samples of 
men’s high-grade footwear. John Mc- 
Elaney is covering the large cities of the 





-. ONE SALESMAN’S TRIUMPH 


A Sweet Experience—Mani- 
cure Girls Are Witnesses 

Salesmen have _ experiences, 
both bitter and sweet. Here’s a 

. Sweet one. 

Mr. Traveling Man settled 
back in the chair in the hotel 
barber shop, not so much be- 
cause he needed tonsorial atten- 
tion, but because he wanted a bit 
of rest after a struggle with a 
store buyer, who had mauled him 
without mercy, especially on his 
prices and styles. 

He spied the pretty shoes on 
the three manicure girls. They 
looked familiar. Indeed, he 

. recognized them as his own pro- 
ductions. So he asked the girls. 

*“Nicest shoes ever we had,” 
said they. ‘Pretty, too, aren’t 
they, and as comfortable as ever 
we wore. We bought them up to 
X. Y. Z. store for $... 

Mr. Salesman jumped from the 
chair, borrowed a billiard cue, 
beat it back to the X. Y. Z. store, 
and came forth, a happy man, 
with an order on his books, and 
the scalp of a buyer who never will 
again browbeat a salesman by 
telling him that his shoes are n. g. 
when his customers praise them 
to the skies. 











Southwest; Carl Merrow, the South- 
west; George Stacy Bearse, the East 
Central States; Hubert S. James, West 
Central States; C. P. Waide, Washing- 
ton, Philadelphia, Pittsburgh, Detroit, 
Indianapolis, Cincinnati, Nashville, and 
Memphis; W. H. H. James covers the 
large cities from Chicago to the Coast; 
W. H. Larkin, Mississippi River to the 
Coast. 

Several of these men are veterans, 
well known to the retail shoe trade of 
the country; a few are younger mem- 
bers of the force, but they, too, are good 
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fellows and a valuable addition to the 
strong and popular Stacy-Adams team 
of shoe hustlers. 


WITH NEW COPARTNERSHIP 


Harry J. Weiss with Levy, Brox & 
Weiss 

Harry J. Weiss, who is now. con- 
nected with Levy, Brox & Weiss, New 
York, a copartnership succeeding Levy 
& Brox, wholesale shoe dealers, will 
cover New York, New Jersey and 
Connecticut. Mr. Weiss had been 
connected for seven years previously 
with J. E. Bates & Co. of New York, 
selling goods through New Jersey, and 
five years with the Scranton Leather 
Company selling, traveling in New 
York State and Connecticut. 


“FRIEND O° MINE” 


From Thomas A. Delaney 
T. D. Barry Company 


“Bill” (William P.) Brennan of 
Richards & Brennan Company, Ran- 
dolph, Mass., left his territory a few 
weeks ago, being called home by the 
politicians to stump the South Shore 
on the issues of the day. 

President of the Boston Shoe Travel- 
ers’ Association ‘“‘Sid’’ Curry and 
“Bob” Clarke are tuning up ‘‘Sid’s” 
Pierce Arrow for a spin to Newport 
and surrounding territory. Some mem- 
bers of the trade down that way have 
been sending in orders recently and 
both fellows are anxious to meet the 
benefactors. ‘Sid’’ says that he hasn’t 
seen some of this trade for over 10 
years. 

Frank Larkin of the Preston B. 
Keith Shoe Company left recently for 
his territory to take his chances with 
the rest of the boys. Frank is now 
passing out good money to the hotels 
around St. Louis. 


with 





Memphis Notes 


S. C. Hanna, formerly with Zellner’s, 
Memphis, has gone with Walk-Over 
Shoe Store, Memphis. 

In October J. Goldsmith and Son 
Company, Memphis, prominent in dry 
goods, shoes and house furnishings, cele- 
brated their Fiftieth Anniversary in 
business. There was a banquet to the 
employes of 800 covers and another’ of 
about 200 covers for the negro help. 
Both affairs were sumptuous in every 
detail. 

Castner-Knott Company’s depart- 
ment store at Nashville with large shoe 
section featured the week of October 18 
its 22nd semi-annual profit sharing 
sale. The Sunday papers carried not 
a page or a half page, but a great many 
half page ads. 
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EXAMPLES OF THE WALK-OVER PRODUCT 


FROM THE MEN'S FACTORIES 








GEO. E. KEITH COMPANY 


MAKERS OF WALK-OVER SHOES FOR MEN AND WOMEN 
CAMPELLO,. BROCKTON, MASsS., U. S. A. 


EXCLUSIVE AGENCIES IN ALL IMPORTANT CITIES IN THE UNITED STATES AND 
THE WORLD OVER, INCLUDING NEW YORK, LONOON AND PARIS 
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EXAMPLES OF THE WALK-OVER PRODUCT 


FROM THE WOMEN'S FACTORIES 


GEO. E. KEITH COMPANY 


MAKERS OF WALK-OVER SHOES FOR MEN AND WOMEN 
CAMPELLO, BROCKTON, MAsSS., U. S. A. 


EXCLUSIVE AGENCIES IN ALL IMPORTANT CITIES IN THE UNITED STATES AND 
THE WORLD OVER, INCLUDING NEW YORK, LONDON AND PARIS 
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In various countries in Europe the 25th of 
October—St. Crisfin’s Day—is celebrated 
as a festival by shoemakers, who parade 
and feast to commemorate the martyrdom 
of their atron saint. Sixteen centuries ago 
Saints Crispin and Crispianis were master 
Shoemaking designers. During the day they 
preached Christianity and at night the 
fashioned shoes by Road which for excele 
lence o workmanship have seldom been 
equaled, even to the present time. 















How those good men would marvel to see our 
production in action at the Rialto Shoe Fac- 
tory in Lynn! To see thousands of pairs of 
shoes made weekl y—each one with a distinct 
sales appeal—would certainly astonish them. 
Where they could design and finish one foot- 
wear masterpiece a week, we can turn out 
thousands similar to this model shown here- 
with, only one of our many designs. 
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A LINE TO RETAIL AT $5.00 


Donk Cal.; COSO TOR es... oo .. 6c taal ees $2.85 
oy eS oO ee preerriniers Warrior 3.25 
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Gun Metal, Mat Top 


Sizes: 3 to 7, 3% to 8, 4 to 8; | 
all on same last ascut. Flexible McKay—waterproo! 
solid sole. Sold in 18-pair or case lots only. 


You must see these shoes to appreciate 
the splendid values that we are offering 


Terms 3% 10; Net 30 


GEO. H. ROSEN 


641-643 ATLANTIC AVE, 


PAUAAUNARUUACOUATLAUENEAUACCOUADUAOEEUEAACOUUEEOOUEEEE CCOTTEN AN EENEE COATT ON 


IN STOCK == 


ISAWELT 


Patent Pending 
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Make it a special point to visit the 
Rialto Factory in Lynn. Then will 
you appreciate how our methods of 
manutacture will decrease your buying 
cost at no sacrifice of quality. 


RIALTO SHOE GOMPANY 


| 

| 

: | FACTORY, LYNN, MASS., 26 OXFORD ST. 
| 


BOSTON OFFICE , 215 ESSEX ST. _| |g 
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EVERETTS 
LITTLE MEN’S BOYS’ 
Spring Heel Low Heel 
36 OXFORD $1.60 46 OXFORD $1.80 
37 LACK 1.60 47 BLACK 1.80 
38 BROWN 1.80 48 BROWN 2.00 | 
39 BLUE 1.80 49 BLUE 2.00 | 
Sizes 8 to 1314 Sizes 1 te 5% | 
| 
MEN’S 
ROMEO EVERETT 
11 OXFORD $2.25 6 OXFORD $2.00 
12 BLACK 25 7 BLACK 2.00 
13 BROWN 2.40 8 BROWN 2.25 
14 BLUE 2.40 9 BLUE 2.25 
15 OXFORD 2 10 OXFORD 2.25 
Sizes ,5,to_11 Sizes 5 to 11 


HEALEY-PHELAN SHOE CO. | 


Phone Stoneham 371 
x———___—- STONEHAM, MASS. ————— 
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Sell them this 
shoe for 
five dollars 


GOOD Shoes—with 
plenty of style—plenty 
of wear—the kind that 
will please your cus- 
tomers. 


Here’s the Story Oiuiumg 


wide widths. 9-inch . 14-8 heel ; 
innersole— 


BOSTON, MASS. 


FELT 
SLIPPERS 
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—And Look Down This Wing for 
Two Hundred and Fifty Feet 


—There is not a shaft or belt to stir up dust and 
drip oil—nothing to interfere with the shoemakers, 
nothing to interfere with good shoemaking. Every 
machine operated by its own individual elec- 
tric motor. An evidence of the cleanliness, 
brightness and efficiency of the whole 
LV’ Avenue plant that makes 

\smart, straig] “ng- 66 99 
sleep bao gop 3 Korrect Shape’’ Shoes 
1 Gallun’s 4, Gallun’s 26 and : ‘ 
Rete & Gock’s Tear Mai: A plant equipped to render service, 
Equipped with Goodyear Wing- operated by a company that has be- 
fot Rubber Heels. lieved in rendering service since men 

cast their votes for Lincoln. 


‘* Korrect Shape” shoes are “‘Shoes you can Sell’”’ because they are made right, under 
right conditions, at right prices, by a company that believes in the right kind of serv- 
ice. We should like to have the opportunity of demonstrating what we mean by 
“Service.” 


4 FIELD & FLINT CO. 


U 


We Shape Op, SUCCESSORS TO BURT & PACKARD COMPANY 
SS MONTELLO STA., BROCKTON, MASS. 














HENRY C. LOCKE 


For twenty-four years a 
loyal Regal Craftsman. 
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= since years ago, when the old New England 
shoe master cobbled his heavy boots in a little 
workship neighboring his cabin, has the making of footwear 
been the Bay State Colony’s greatest handicraft. 


HERE today in the Regal Factories are scores of craftsmen 
whose own fathers built shoes for their community in the 
early century of our country. 


AND that worthy spirit which was born and bred in old New 


Englanders to do things as well as they can be done, is the same 
inherited spirit today of every Regal craftsman. 

















Advertised! 


In the Saturday Evening Post 
Issue of Nov. 13. 


The CREST 
Stock No. Price Code Word 


Black 1144 $7.50 “Dispatch” 
Tan 4288 750 “Cyril 
In Stock at Boston 


To Retail at $10.00 
this genuine Calfskin shoe— 


ADE possible by Regal’s program of making and selling 
many pairs of fine shoes with only a conservative profit 
on each pair. 


The “Crest” Black or Russet in that genuine Calfskin you used 

to get before the war. Sole of genuine White Oak 
Tannage. Lining and trimmings of the very finest quality. Workman- 
ship Regal in every particular. Style fresh, crisp, to ,the minute. 


Sales Rooms 


CHICAGC SAN FRANCISCO NEW YORK CITY 
wy South State St. Cor. Fourth and Market Sts. 1369 Broadway 
2 Republic Bldg. 910-912 Pacific Bldg. (at 37th St.) 


Dain Office Boston Wass. 
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IN-STOCK 


RIBBON TRIMMED MOCCASINS - SPECIAL FOR THE HOLIDAYS 
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PINK, COPEN BLUE, OXFORD, OLD ROSE, BABY BLUE, 
ORCHID AND LAVENDER 
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CHIPMA'N-HARWOOD COMPANY 


564 ATLANTIC AVE, BOSTON, MASS. 



























“Hand Sk — Flexible Sfioes 
for ChArloren 






1778 814-12 Pat Lea Mat Top, Hiway Lace Turn $3.75 
1780 814-12 Havana Brown Vici Kid, Hiway Lace 3.75 
1779 814-12 PatjLea, Field Mouse Top, HiLace Tn 3.75 
2565 3-8 Pat Lea White Cloth Top Button. - 
2566 Pat Leather Blk Cloth Top Button. 1.85 





















3-8 
OE SEE rer rerree 1.85 
2568 3-8 Pat Lea Red Goat Top Button........ 2.35 
2569 3-8 Pat Lea Field Mouse Top Button..... 2.35 
; 2570 3-8 Pat Lea Mat Top Button............ 2.15 
2571 3-8 Gun Metal Button.................. 2.25 
2572 3-8 Overweight Kid Btn, Hvy Flex Sole... 2.35 
2573 3-8 Hav Brown Kid White Kid Top Button 2.45 
2574 3-8 Hav Brown Kid Field Mouse Top Btn.. 2.45 
2575 3-8 Hav Brown Kid Button.............. 2.45 
2576 5-8 Blk Kid Btn, 10 Iron Flex Sole, Turn.. 2.85 
2577 5-8 Calfskin Lace, 10 Iron Flex Sole, Turn. 

2578] 3-8 Pat Lea Mat Top Hiway Lace........ 

2579) 3-8 Pat Lea}Field Mouse Hiway Lace..... 
25801,3-8 Hav Brown ' KidjHiway Lace......... 





“Henry Keine &O., Chicony oP 
208-214 West Lake St. 
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Made with SPRING STEP 
Rubber Heel 


Linscott- Tyler - Wilson Co. Shoes 


EMPHASIZE BOTH STYLE AND 
SERVICE—MADE GOOD TO 
“MAKE GOOD” 


The Shoe pictured above is 
one of our Leaders—Men’s 


Mahogany Full Grain Calf 
BROGUE BAL 


Linscott- Tyler-Wilson Co. 


167 ‘Lincoln Street 
BOSTON 
Factory at ROCHESTER, WN. HR. 
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Spring 
Step 
Heel 


Showing correct breasting angle 





Ordinary 


1009000000990 
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Heel 

















Showing poor trim of breast 
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SPRING STEP STYLE 


The receding breast of the SPRING STEP Heel— 
shown in the first illustration—is a real innovation 
in rubber heel making. 

Shoes carrying these heels have that stylish, popu- 
lar, receding breast trim customary on all leather 
heels. Other rubber heels cannot be breasted in 
this way, but require the unattractive vertical or 
“plug”’ trim. 

Have YOUR shoes SPRING STEP heeled. 
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“CONSTANT 
AMERICA’S BEST | ; 
FALL IN-STOCK STYLE 


MADE RIGHT—PRICED RIGHT—SOLD RIGH@emin: 


Const 2 














These are the reasons “Constant Comfort’ shoes are today th old 
ry 


standard in turn Comfort footwear. 


“Constant Comfort’’ shoes are but little affected by trade con 
tions. It is a staple line, where the investment is worth, at; 
times, 100 cents on the dollar. Careful Workmanship—Superi 
Stock—Practical Lasts insure satisfaction and assure a busine 
that is profitable and permanent. 
















| CHARLES AULT | 
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No. 87 


Black Ki 
In Stock. 
Yo. 83— 
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No. 86 
No. 370 


Black Kid 1-Strap Opera Sandal, Black Kid, Seamless Rubber Heel, 
9-8 Heel. In Stock, C, D, E. Price Polish, 9-8 Heel. In Stock, D, E, 


No. 97 


aes a errr ere $3.85 Black Kid. Stock Tip. Rubber H ne 

sins — h Better Grad ac 1d, Stoc ip, Rubber Hee No. 9 

No. 81—Same Shoe, Better —- No. 37—Same Shoe, Better 7 - fae Oa Geek Te on, =a 

No. 82—Same Shoe, Best Grade. No. 36—Same Shoe, Best Grade. Be I a ae eisai cscs. 005 $3.0 os : : 
$3.85 $5.15 » O~ 


AULT-WILLIAMSON }{S: 
MANUFACTURERS JA 
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COMFORT” 


COMFORT SHOE 
READY TO SHIP 


GHieouine Black Glazed Kid and Heavy Oak Soles used exclusively in 
Constant Comfort’ shoes. Size your stock NOW with ‘‘Constant Com- 
pts”! 60 styles in-stock—ready for same day shipment. Increase your 
ules by using this line exclusively. 











yt 

















No. 90 


No. 87 
Black Kid, Stock Tip, Rubber Heel, 
Black Kid 2- Lee Sandal, 12-8 Heel. Fox: Oxford, 9-8 Heel. In Stock, 
In Stock, Price. . $2.90 C, D, E. : 
No. sees Shoe, Better Grade. No. $1—-Same Grade, Plain Toe. 
$3.25 No. 65—Better Grade, Stock Tip. 
No. 85—Same Shoe, Best Grade. $3.50 
$4.00 No. 61—Same Grade, Plain Toe. 


Black Kid, Stok’ Tip, Rubber Heel, 


In Stock, D, 


Price $3.60 
No. 201—Same Grade, Plain Toe. 


Fox Polish, 9-8 Hee 
E, EE. 


? 


No. 2—Better Grade, Stock 
Tip. In Stock, C, D, E. 
el Price $4.50 
. No. 96 = No. 20—Same Grade, Plain 
+4 Black Kid Rubber Heel Gypsy Ju- Toe. 
Hiet, 8-8 Heel. In Stock, E, EE. 
Price $2.90 


SHOE COMPANY 


AUBURN, MAINE. 
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RE-NEWS Heel 
and Sole Edges 


—and, better still, the newness 
lasts. It does not rub off. 


REPCO 
Heel and Edge 
ENAMEL 


adds a much-needed ‘‘finish- 
ing touch’’ to shoes. Favored in, 
the home as well as the repair 
shop. It will not soil or harm 
clothes. Contains no varnish, 
shellac or other gummy sub- 
stance. To meet every modish 
need Repco can be had in Hav- 
ana Brown, White, Ivory, Light 
Gray, Dark Gray and Cham- 


pagne. 
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UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 


BRANCHES 


Auburn, Me 87 Main jebacen OS ae 124 Main 
Brockton, Mase 93 Centre aon, M 306 Broa 
Cincinnati 708 Broadway Marlboro, Mass. ......... 11 Florence 
18 South Market 258 Fourth 
Haverhill, Mass 145 Essex 216 Chartres 
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C194—Coco Calf Bal, Ardmore Last, 
Heavy Single Sole, Goodyear “‘Wing- 
foot”? Rubber Heel. 


B134—Bay State Last, Black Kan- B232—Marbridge Last, No. 26 Russia 
garoo Bluchers, H. Single Sole, Good- Calf Bal, Heavy Single Sole, Good- 
year “Wingfoot” Heel. year “Wingfoot” Heel. 





SHOES FOR YOUNG MEN 
-AND- 


MEN WHO KEEP YOUNG 











Richards & Brennan Co. 
Randolph, Mass. 


N. Y. Office 
Marbridge Building 
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As High Boots Are the Last Word in 
Style for 
FALL FOOTWEAR, start the season right by placing an - 4 r 
**AJUSTO BOOT TOP FORM” in every boot you display. 
Practical and durable. No springs to get out of order—no screws 
to adjust—the slide does the trick—it expands the form, thereby " 
removing all unsightly wrinkles, and your boot top assumes \s ,; 
smooth, graceful lines. Model No. 2 for 8 and 9 inch boots, A Y- 
and B widths. Model No. 3 for 8 and 9 inch boots, C and D 
widths. For 10 inch, 11 inch and 12 inch boots in all widths, use . 
Model No. 3. Model No. 5 forms up Spats, sizes 1 and 2. Price : j 
$3.00 the dozen, Net, f. o. b. West Somerville. a « Ja r 
r , ; 0 
U. S. SPECIALTY MFG. CO. > ae 
115 Josephine Ave., West Somerville, Mass. : -_ 
Showing “Ajusto” Boot Top (Formerly of Pittsburg, Kansas) Showing Boot Formed Up With f 
Form Before Boot Is Laced. . “Ajusto” Boot Top Form. 














BOYS’ SHOES 


Priced low for 
immediate delivery 


WIRE YOUR ORDER TODAY 


**Honest Wear in Every Pair’’ 


—}- J]. —_-}- J --__ J -_—__---- Tf 





ENGLISH LAST PLAZA LAST 


. (Boys’ ’ 
WEST | eat LAST 255—Boys’ Bro. Bal, West Point nasi (Roys’) 
7 Toe. 1-6. $3.5 


257—Boys’ Bro. Bal, Plaza Toe. 
1-6 

259—Boys’ Tan Bal, English 
Toe. 

269—Boys’ Gun Bal, West Point 
Toe. 1-6 

271—Boys’ Gun Bal, Plaza Toe. 
1-6 

275—Boys’ Gun Bal, English 
Toe. 

374—L. M. Gun Bal, Newton 
Toe. 10-13% 








SATINS CARRIED IN STOCK 


Buy Direct from the Manufacturers 


The Holiday season is approaching, social events are already 
on. November and December will be big months for Satins: 


MARSTON & BROOKS CO., Manufacturers, Hallowell, Maine | 
‘ 


Are you ready for the demand? 


In the Hannahson In-Stock line will be found values ‘ 
that cannot be duplicated at the price. Try us ont. 
We cater especially to large retailers and depart- 
ment stores. Minimum orders, one dozen pairs. t 
Hannahsons Shoe Co. ‘ 


Ne. B-110 - . 
Black Satin 1 Strap, 16-8 Haverhill, Mass. eng 
oe oe Black and White Satin Pump, 16-8 4 LXV 
fle EXY Heol, Metal Send ws yous name for our mailing list. Announce- Heel, Metal Plate. B, C and Db, 3 to 8. .$3.00 


2% 10 days other attractive styles will follow. 2% 10 Days le 
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THE SHOE ABOVE THE MARK ., . 
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GREENSBURG, INDIANA 





Street 

m / 
/ September 10, 1920, 

g,, ser** 15/1920 ? ’ 

Ja. 

The Diamond Shoe Company, 

New York City, N. Y. 


Gentlemen: 


ye}/ et want you to know how much I appreci- 
gost an for “a kind of merchandise you sell 
noes ¢ “sices you name, 
ever: aid ‘ 
«e ~ of y talogue and order from it. 
ening’ receive gbed clean 
our’ 7" 4 to sample in fact 


& 2, 
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al to = ‘Sesto 





THE BRETT SHOE COMPANY 
“‘Altoona’s Greatest Shoe Store” 


sam ODP ©” sa2t ins * 


STICKERS 
THAT NEVER GET STUCK 


Spouting Enthusiastic Appreciation 
These letters come from retailers who are making good with 
our shoes even in this period of keen competition. 


And we have 9000 other customers-—won in 8 short-years — 
who stick to our line because they never get stuck. 


So constant is the demand for our shoes, that during the 
general shut down in Brockton last summer, our plant was 
kept running at good speed. 


If you want to liven up your stock with shoes that sell on 
sight—ask us to send a salesman or catalogue. 


PPP e ew. 














DETROIT 
CLEVELAND 





; / T lix we > 2h “ Ces, > e 
———— ee eee 
: Cm 
CHICAGO NO . BALTIMORE 
| PITTSBURG 


196 CHURCH ST., NEW YORK CITY PHILADELPHIA 
FACTORIES ~ BROCKTON, MASS. 
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: POPULAR PRICED SATINS 


Clean, fresh goods 


Uniform quality, excel- 
lent value 


Hartman satins are 
favorites 


IN STOCK 


No. B-900 
Black Satin 1-Strap, 16-8 4 LXV heel, 
aluminum plate. C and D, 3 to 8. .$3.25 


Colors Black and White 


Also B-800 Black Satin Opera pon gh 6-8 % 
LXV heel, aluminum plate. B,Ca 103 3.00 


Sold in 36 pair lots “ 


Keep your stock up 
= 


Draw from our In Stock 
Department as needed 


Moderate price, quick 
sellers 


HARTMAN SHOE COMPANY 
HAVERHILL -— - 





Biltmore 





Boston Salesrooms 


60 South St. 





600—NO. 26 RUSSIA CALF BAL. 








In Stock 


Ready for 
Immediate 
Shipment 


Send for New 
Catalogue 


507—BLACK KID BLUCHER. 
500—SAME WITH CUSHION SOLE. 


| aA PACKARD Company 


Brockton, Mass. 





New York Salesrooms 
127 Duane St. 














=== 





























: 
: 
| 





Oct 


\\8 


BOOT AND SHOE RECORDER 








Shoe Retailers: 


Che SHUKRAFT design is a symbol of de- 
pendable comfort and fitting footwear for 
children. It catches passing eyes of trade 
ou will be glad to do business with. Let 
SHUKRAFT quality footwear build your 
hildren’s department. 


ast No. 99 with low heel, medium toe for Misses 

nd Growing Girls. Pattern shown is seamless 

ump Misses. Made in size runs 114-2 in Misses 

nd 244-6 and 24%-8 in Growing Girls, widths A 
to E. Same style last in ox- 
fords, one eyelet ties and strap 
effects and regular height shoes in 
Misses’ and 8-inch tops in Grow- 
ing Girls’. Any kind or color of 
leather desired. -An excellent 
last where a toe between an 
English and a broad toe is want- 
ed. Mighty good style. 


HUKRAF 


Quality Footwear 


Our long experience in selecting material and in directing skilled 
workmen results in shoes as reasonably priced as they are serviceable. 








Vo- 
SEASONABLE Le REASONABLE 


SHOES AT PRICES 


Columbus O 
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IN STOCK 


BRANDED OR UNBRANDED 


Etonic Snug-arch Shank 
Construction and 
Crawford Arch Support 


541 Hub Combination 


Bal, XXX Grade, Black Vici Kid Vamp 
and Top, l-inch Wingfoot Half Rubber 
Heel, 12 Iron Single Sole, Crawford 
Arch Support, Etonic Snug-Arch Shank 
Feature. 


Code—ARMADA Widths 1-2-3-4-5 


“Crawford Etonic” and Unbranded in Stock 


Send for our Fall and Winter Catalogue 


CHARLES A. EATON COMPANY 


‘“* The Sterling Shoemakers of New England” 


ad ATLANTA—238 Peachtree Areadt 
NEW YORK—107 1 Duane Street BROCKTON, MASS. DETROIT—461 Book Building 
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_In Our Line for Spring, You 


Will Find— 
STRAPS PUMPS 
OXFORDS BOOTS 











STYLE 406 














THE ABOVE CUT REPRESENTS OUR 
9-IN. BOOT PATTERN MADE ON A 
MEDIUM COIN LAST WITH A 14 OR 


N 
IF SKIRTS REMAIN SHORT, WHICH, 
ACCORDING TO ALL INDICATIONS 
THEY WILL, THERE SHOULD NOT 
BE ANY QUESTION ABOUT BOOTS 
COMING IN FOR A GOODLY SHARE 
OF NEXT SPRING'S BUSINESS. 


THIS 9-IN. BOOT IS MADE IN BLACK 
— KID—AND CALF- 





JOHNSON BROS. SHOE 
MFG. CO. 


HALLOWELL, MAINE. 
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Watch ‘our ads 
and see our seri- 
als associating 
our company 
with Brockton, 
the leading 
Shoe City of 
the East. 
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This is a picture of our City 
Hall, presided over by Mayor 
Gleason. The Mayor wears our 
shoes, and he says they are 
*\Some Shoes.” 


UR shoes are unusual. Made in live, up- 
QO to-date styles, up-to-the-minute lasts and 

patterns and best sellers. Mr. Shoe Man, 
write us about our factory-to-merchant propo- 
sition. Our new method will save you real 
money on your Fall and Spring purchases. Side 
leather shoes from $4.50 to $5.25. Genuine 
Calf, oversize soles, $5.50 to $6.50. 


SHOE MFG. CO. 


BROCKTON, MASS. 
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ONE OF BERRY’S 


ATTRACTIVE— SENSIBLE 
WELL-BUILT STYLES 


For AT-ONCE SHIPMENT 





REAL TIP—WIDTHs 
A, B, C AND D 


BROWN SIDE POLISH 
89 LAST 
11¢INCH GOODYEAR PRICE 


WING FOOT RUBBER 
HEEL sy $6 30 


NO. 4131 


EVANGELINE Welts for Women 
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FAMOUS DAVIS 
NEW PROCESS 


Crumbs of Comfort ; A FLEXIBLE 
(Reg. U. S. Pat. Off.) 
CUSHION SOLE 
IMPROVED CUSHION SOLE 
SHOES SHOES, DR.A. REED, PAT- McKAY 

ENTEE, 1900, 1901. THIS IS 
NOT THE ORIGINAL DR. A. 
REED CUSHION SHOE PRE- 


VIOUSLY PATENTED BUT 
HIS LATEST INVENTION. 


A. H. BERRY SHOE COMPANY 


| PORTLAND, MAINE 
BOSTON OFFICE 428-430 ALBANY BLDG. 
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C.H.ALDEN Ca 


U.s.& 


ONCENTRATION of our efforts has enabled us 
to offer that which the times and the trade 


require. 


—hest quality of Stock with our Standard of Workmanship, 
at prices lower than could have been accomplished in any 


other way. 


° ° ° ° ° 


We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 


This illustration 
represents one of 
the styles that 
can be delivered 
promplly. 


C. H. ALDEN COMPANY 


BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 


FACTORY 
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Louisville 


TRADE IS LIGHT 


Retail and Wholesale Branches both 
Suffer from Unusual Weather 
Conditions 

August and September weather in 
late October, meaning a real “Injun 
Summer,” is not putting the snap into 
business that should be there and com- 
plaint is being heard from clothing, shoe, 
and other merchants, the general line 
of merchants not doing the business 
that they had anticipated for this 
month. As a result of light local 
business, prospects of lower markets, 
and tendency generally to hold back on 
orders, there are very few orders being 
placed for Spring merchandise, which 
is resulting in a good deal of complaint 
from the road men who are traveling 
the South. Locally, conditions are 
fairly good, but in the State and South 
crop conditions are unsatisfactory, 
especially corn, tobacco and _ corn 
conditions, and travelers claim that it 
is almost useless to travel right now. 


Seeking New Location 


Frank R. Miller of Millers’ Selz 
Royal Blue shoe store, has_ until 
March 3 to vacate the present quarters, 
which were leased over his head a short 
time back to the Feltman-Curme Com- 
pany, Chicago. Mr. Miller has a 


couple of good locations in view, but - 


is taking his time, as something better 
may turn up in the meantime. The 
Feltman interests will probably open 
about April 1, with a new store in 
Louisville, the first of the chain here. 


Engagement Announced 


Announcement has been made of the 
engagement of J. T. Violett, assistant 
manager of the Louisville Regal Com- 
pany store, to Miss Nettie- Carraro. 


Merchants to Meet November 9 

A meeting of the Louisville Retail 
Shoe Association, which will be the 
seventh annual, the organization hav- 
ing been formed in 1913, will be held 
on November 9. Secretary Dougherty 
stated that he was planning to have a 
good dinner at this meeting, and get 
the boys out in force. 


Fall Shoes at $6.85 


The Louisville. Newark Shoe Com- 
pany store is offering its entire stock of 
men’s Fall shoes at $6.85 a pair, claim- 
ing them to be shoes built to- sell at 
$7.85 and $8.95 a pair, and the equal of 
previous $10 and $12 values. Women’s 
shoes built to sell at the same prices 
are offered at $5 to $6 a pair. 


Sale at Unusually Low Prices 

The Up-Stairs Shoe Market, one of 
the Al Rosenbush, ‘‘out of Boston” 
stores, is offering a clean up of 2,775 
pairs of shoes at $3.85 a pair, this being 
largely stock from the Berland Sample 
Shoe Shop, Louisville, owned by the 
same, interests and recently consoli- 
dated with the Up-Stairs Shoe Market. 


**Back-to-Normalcy”’ 
The advertising manager for the 
John C. Lewis Company, Louisville, is 
using a coined word or phrase in the 


169 


company advertising, this being ‘‘Back- 
to-Normalcy,’”’ Manager A. A. Cossar 
featuring big bargains in all depart- 
ments, and an effort on the company’s 
part to meet all breaks in the wholesale 
markets. 


Paducah Merchants Without Light 


Paducah, Ky., merchants have been 
having their troubles during the past 
week as a result of being without light, 
power or street car service. The power 
house of the Public Utility Company 
was almost completely wrecked by 
machinery explosion on October 16, 
when a massive flywheel let loose. 


Memphis 


RETAIL BUSINESS BRISK 


Buyers Hesitate to Place Orders, 
However, Until Better Cotton 
Market Develops 


Trade developments for the month of 
October in Memphis and Nashville 
show collections good, business brisk 
in retail circles and but little complaint 
from wholesalers though travelers 
through the cotton country bring re- 
ports that country merchants are in- 
clined to wait for a better market on 
cotton. Lumber has been indifferent 
and many mills have closed down until 
the market becomes stronger. Colder 
days would have made a more active 
situation, but it is very good as it is. 
The larger shoe stores continue to 
modernize and the development in the 
Central South on material improve- 
ments with shoe stores in 1920 has 
been something wonderful. New in- 
teriors, new plate glass fronts, artistic 
arrangement of show windows, have 
been the order. Much progress has 
been made also in local organization 
work among the stores and the best 
spirit of co-operation exists—something 
that was not always apparent. 


Specials Are Featured 


Manager P. E. Frappier of the Flor- 
sheim Shoe Store, 85 S. Main Street, 
Memphis, reports good October busi- 
ness and goods moving without the 
necessity of special sales, though they 
always feature a few specials. 

Tom Sherron of the Sherron Shoe 
Company, erstwhile president of the 
local body and the Tri-State in former 
days, is now giving attention to his own 
enterprises. Every month this store 
brings an idea. October showed up with 
children’s day. Shoes for the small 
ones were featured and a knife and a 
tablet were presented gratis. It goes 


without saying that it brought good 
crowds. 

Charley Smith, who gravitated from 
Hardeman county out in rural West 
Tennessee to the Florsheim Shoe Store, 
is now manager of the shoe department 
of the Shop of Culture. This depart- 
ment has been recently moved from the 
mezzanine floor to the sub-basement 
and greatly enlarged. Mr. Smith is as- 
sisted on the salesforce by Dennis Wise. 

Rosen’s Boot Shop at 3 North Main 
Street is going strong on trade placards, 
and displays of specials for the Autumn. 
“‘Izzy’’ Rosen is in personal charge. 


Seek to Establish New College 


Memphis has on a big campaign now 
for a college for the Mississippi Valley, 
to be heavily endowed by local capital 
and some of the donations have been 
most generous. It seems assured that 
this school will be built. 


October Specials Pull 


Shine’s Walk-Over Shoe Company, 
424 Union Street, Nashville, Tenn., is 
running October specials for street 
oxfords, Princess Pats and many 
fashionable shoes and reports October 
trade brisk. 


PERSONAL ITEMS 


Milton Boehmer, representing Han- 
nan and Son shoe factory out of the 
East, called on the Memphis trade this — 
week, 

Joe Groskind, formerly with J. Gold- 
smith and Son Co., Memphis, is in 
active charge of the Sterling Shoe | 
Company just opened at Memphis in 
the basement of the Porter Building. 
They feature Regal shoes for men and 
boys. Reuben Groskind of the Famous 
on Jefferson is also interested in the 
firm. 
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A SUGGESTION FOR AN 
AT ONCE ORDER 


ASCOT PATTERN, WING TIP 
RUSSIACALFOXFORD FONDA 


UPHAM BROS. SHOE CO: 


Stoughton, Mass. 


NO. 152 

















“°T HE “TREND,” the new 10 inch Black Kid Boot, meet- 
ing immediate demand. Made on The “Vanity” Last, the 
latest designed model, and completes 


“EVERY PAIR A PICTURE” 


IN STOCK = wWanhec $9.50 


Goodyear Welt L. V. Leather Heel 


JACOBS & THATCHER Co. 


Makers of 
LADIES’ SHOES 
Fourth Avenue & Baltic Street 
BROOKLYN, N. Y. 


The Big Hit 
of The Season 


We Have Them Ready 
For Immediate 
Delivery 


Order Quick 


2960—Black Satin 
“‘Dardanella’’ New Style 
Ankle Strap. 18-8 full 
breasted covered heel. 
Flexible sole. A, B and 
C widths. 2% to 8. 
$6.25 


255—Exactly same as 
above in Black Kid. A, 
and C widths. 2% 
$6.25 








Novelty Footwear in Stock 


Tober-Saifer Shoe Co. | 


1312 Washington Ave. St. Louis, Mo. 














x 




















Oct. 30, 1920 


This ad in four colors will appear 
<wthe-teth cover of ‘the “American 
Weekly, the magazine section of lead- 
ing Sunday re in principal cities, 
on November 14. The same copy will 


run in popular magazines, such as 
Collier's, Literary Digest, etc. 


Dr. Scholl’s Foot Comfort Service is a 
big drawing card for any store. A 
Practipedist has foot knowledge which 
o— to the correct fitting of shoes as 
well as appliances. Customers’ shoe 
troubles vanish with their foot trou- 
bles. Their repeat business and good 
will are pelts for the store. Practi- 
pedic training provided free. 

_— foot comfort service—continu- 
ally. 
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THE BIG WEEK 
IS CLOSE AT HAND! 


Be ready to tie up 
closely with Dr. Scholl’s 


DEMONSTRATION WEEK Drive 


It’s a smashing big drive! A compellingly attractive four-color page 
will be used in the American Weekly, the magazine distributed with 
Hearst Sunday papers in the principal cities, and large-space ads will 
appear in such popular magazines as Collier’s, Literary Digest, etc. 
Millions of foot sufferers will be spurred to action. They will go to the 
stores that tie up with this drive, for a demonstration on their own feet 
of the Dr. Scholl methods of giving permanent foot comfort. 


Start early with your own advertising of this event. 
Use the newspaper ad plates, movie slides and 
literature provided for the purpose. Arrange for 
liberal window and interior display space. Wire in 
for more dealer helps if needed. Keep your Dr. 
Scholl line complete. (Rush orders filled and 
shipped in 24 hours.) 


If you haven’t a copy of Dr. Scholl’s 
Demonstration Handbook write for it 


THE SCHOLL MFG. CO. 


Largest makers of Foot Comfort Appliances in the World 
213 W. SCHILLER ST. CHICAGO 


339 Broadway, NEW YORK 112 Adelaide St., E. TORONTO 


LONDON PARIS BUENOS AIRES 


Dr Scholl's 
Demonstration Week | 


NOVEMBER 15-20 
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LAUREL 
Last 
See 
below. 


IN STOCK. 


These SUPER-VALUES, listed below. 
HIGH QUALITY BOOTS---PRICED on the LOWEST MARKET. 


familiar with our LASTS, then send for SAMPLE PAIRS, or 
SAMPLE DOZENS. 


By Stock No. Last Widths Price 


793 Blk. Kid 10" Lace Rajah AA, Flexible $6 .60 

710 Blk. Kid 9" Lace Rajah AA, McKays ‘6.10 

7O6N Blk. Kid 9" Lace Polo . .10 
Blk. Kid 7" Lace Sensible 25 
Bik. Pony Kid 9" Lace Gloria .25 
Blk. Pony Kid 7" Lace Sensible To 
Bro. Kid 9" Lace Rajah 
Bro. Pony Kid 9" Lace Rajah 
Bro. Kip 9" Lace Rajah 
Bro. Kip 9" Lace Polo 
Blk. Kip Cap. 9" Lace Polo 

top 

Blk. Kid 9" Lace Laurel 
Bro. Kid 9" Lace Laurel 
Blk. Pony Kid 9" Lace Laurel 
Bro. Kip 9" Lace Laurel 
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Welts 
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Also see our new SPRING 
BOOTS, OXFORDS, STRAPS, PUMPS, ETC. in 
IMITATION TURNS, IMITATION WELTS, and GOODYEAR WELTS. 





MANCHESTER, N. H. 
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Current Events in Failures, 
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Changes in Business 


Suspensions and Ac- 


tivities in the Shoe and Leather Trade 


Failures 


Boston, Mass.—Gurvitz & Gurvitz Shoe Co., 
wholesale shoes, reported at a meeting of 
creditors held October 18 that the assets, as 
per a recent inventory, amounted to about 
$42,000 in merchandise in Boston, and Woon- 
socket stores, and $20,000 in accounts receiv- 
able, thus making a total of $62,000 assets. 
There was no complete tabulation of liabilities, 
but same were believed to be over $100,000. 
A committee of creditors was named to investi- 


Bowling Green, 


Wanatah, Ind.—H. Ginsberg (Harry’s Bargain 


Store), shoes, etc., reported petitioned into 
bankruptcy. 

Ky.—Sam Greenberg & Son, 
shoes, etc., reported assigned. 


~~ La.—J. Daniel Riley, shoes, reported 


failed. 


Detroit, Mich.—M. Levine, shoes, reported offer- 


ing to compromise at 70 per cent. 


na Miss.—Joe Batson, shoes, etc., re- 


offering to compromise at 33 1-3 per 


gate matters. Meanwhile, earlier in the day, por 
an involuntary petition in ptcy had cent. J 
been filed against the concern by three credi- New York City—Louis Morrison, wholesale 


tors. Another meeting of creditors was 
scheduled for ber 25. 

Superior Shoe and Leather Co., wholesale 
shoes and leather, reported meeting of credi- 
tors was called for October 22 last. 

Winthrop, Mass.—Boston Bargain Store, shoes, 
etc., reported petition in bankruptcy has 
been filed es Abraham Punasky, trading 
under the above style, by attorney represent- 
ing creditors. 

Mass.—Bernstein-Sullivan Shoe Co., in- 
fants’, women’s and children’s shoes, reported 
an involuntary petition in ba ptcy has 
been filed against the above concern by three 
creditors. 

J. B. Thomas & Tarr, shoe manufacturers, 
reported creditors have received checks for 
45 cents on a dollar. The business has been 
bought by William Sheinwald, Boston shoe 
retailer, who was also a large creditor. He, 
with a ner, will continue it under the 
name of the S. & A. Shoe Co. Fra 
Stuart, who was assignee, handled the affairs 
with remarkable dexterity to the creditors and 
it is reported without any profit to himself 
except the satisfaction of doing a creditable 
piece of work. 

Springfield, Mass.—B. Feldman & Son, leather 
and findings, reported offering a 20 per cent 
cash settlement. 

Reading, Mass.—Hall & McFarland, shoes, re- 
oo Hezekiah Hall, sole owner of this 

isiness has placed his affairs in the hands 
of attorneys, and creditors have been notified 
that a chattel mortgage on stock was fore- 
closed on August 4, 1920, and is of 
the sale were not sufficient to satisfy claims. 
It is alleged that Mr. Hall has no funds with 
which to liquidate the bal of his indebted 
ness, but relatives have made him a small 
loan, sufficient to enable him to submit a 
compromise offer of 10 per cent. 

Douglas, Ariz—Samuel Samuels, shoes, etc., re- 
ported is in financial difficulties and has made 
an assignment to J. S. Hahn, assignee, and to 
whom all property belonging to Is has 
been transferred. 

Dublin, Ga.—Union Dry Goods Co., shoes, etc. 
reported filed a voluntary petition in bank- 
ruptcy. Reported liabilities, $73,000 

Bridgeport, Conn.—S. Wachowsky, shoes, etc., 
re; 


Lynn, 








ported offering a compromise at 25 per cent. 
Chicago, I1I.—David Knaster, shoes, etc., reported 
an involuntary petition in bankrup has 
been filed by attorneys representing jitors. 
a are estimated at $6,000; assets, 





shoes, reported os assignment an 

involuntary petition in bankruptcy has been 

filed by attorneys representing creditors. 
Brown Shoe Co., Inc., shoes, reported 


assigned. 


Durham, N. C.—Victor Allen, shoes, etc., re- 


ported petitioned into bankruptcy. 


Kings Mountain, N. C.—A. Anton & Bros., shoes, 


etc., reported petitioned into bankruptcy. 


assigned. 


Sherwood, N. D.—C. H. Warren, shoes, etc., re- 
ported 


Brooklyn, N.Y.—Rex Shoe Specialty Co. (Irving 


J. Rothstein, proprietor), wholesale shoes for 
children, repo has closed out his business 
and his attorney stated that debtor’s indebted- 
ness amounts to about $800. States that he 
has been under expense and that there are no 
assets. Mentions that through the assistance 
of Irving J. Rothstein’s father, he will offer 
to compromise on basis of 25 cents on the 
dollar. 

Scientific Shoe Co., manufacturers of in- 
fants’ turns and McKays, at a meet- 
ing of creditors held on October 8 at which a 
number of creditors were present, the debtor 
claimed assets of about $5,700 with liabilities 
in round numbers of $20,000, of which $14,000 
was borrowed money. ey did not have 
their books present, and their fi seemed 
to be largely estimated. They offered a settle- 
ment of 25 per cent. Creditors present were 
not inclined to accept this settlement without 
further investigation, and a committee of 
three was appointed to make such. The com- 
mittee reported that there was manufactured 
merchandise, the amount of about $1,200 
and raw material about $1,000; that there 
were also some machinery in the plant, and 
fixtures, that belonged to the corporation, 
but that the larger part of the machinery 
was leased. Their outstanding accounts 
enety were small, less than $1,000 is 
claimed, and their liabilities about as stated. 
The debtors su ent in the meeting made 
an assignment to A. Palmer for the benefit 
of creditors which was afterwards followed by 
the filing of an involuntary petition in bank- 
ruptcy; said petition alleges insolvency and 
preferential payments. 


Poughkeepsie, N. Y.—Gerson Gerber, shoes, re- 


ported liabilities are estimated at $3,200 and 
assets of $1,000. Ruth Lewinson has been 
appointed receiver under a bond of $500. 


Akron, Ohio—Samuel Jaffe, shoes, etc., reported 


is in financial difficulties and is offering a 
settlement to his creditors of 40 per cent cash, 


in full, provided that all creditors agree to 
accept this proposition. Upon going over his 
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affairs it is found that his indebtedness for 
merchandise amounts to about $60,000. He 
owes $12,500 to the bank, which loan is se- 
cured by mortgage on real estate owned by 
Mr. Jaffe, and this real estate is encumbered 
almost to the full extent of its value, leaving 
very little equity to Mr. Jaffe. He owes 
000 to friends and relatives for cash money 
borrowed from them. His stock if sold at a 
forced sale, would not it is thought, realize in 
excess of $30,000. 
Max Silverman, shoes, etc., reported offer- 
ing to compromise at 22% per cent. 
Philadelphia, Pa.——C. W. Dannenhauer, Inc., 
wholesale leather, reported petitioned into 
bankruptcy. 
John Peotrowski (3508 Germantown Ave.), 
sold out; offering to com- 


Changes 


Boston, Mass.—Benj. Walk & Co. (110 Summer 
st). wholesale shoes, removed to 202 Lincoln 


t. 
Boston Mail Order House, shoes, etc., in- 
corporated with authorized capital of $500,00°. 

Brockton, Mass.—Gekco Company of Worcester, 
shoes, incorporated with authorized cap‘tal of 
$50,000. F 

Craig, Reed & Emerson, Inc., shoe manu- 
facturers, incprporated with auth: >‘zed capital 
of $15,000. 

Lawrence, Mass.—Ada Stanman, wife of David, 

oes, Stanman Shoe Store, filed married 
woman’s certificate. 

Newburyport, Mass.—Custom Heel Co. of New- 
buryport, manufacturers, incorporated with 
authorized capital of $10,000. 

Bridgeton, Me.—Abbott-Norten Co., Inc., shoes, 
etc., incorporated with authorized capital of 
$10,000. 

Passaic, N. J.—Gold & Grossman, s}-o.s, dissolved 
partnership. ‘ 
Albany, N. Y.—Epstein & Brunstine. Inc., shoes, 

Leniegueated with capital of $10,000 

Brooklyn, N. ¥.—C. & B. Quality Shoe Co., shoe 

a ay capital increased to $20,000. 

New York City—Bond Shoe Co., Inc., wholesale 
shoes, capital increased to $100,000. 

Athens, Ohio—Arthur King Co., shoes, etc., re- 
ported closed out. 

Cleveland, Ohio—Mrs. Grace McKesson, shoes, 
succeeded by Robert McKesson. 

i t, W. Va.—A. Harrison, shoes, etc., re- 

— will sell out about January 1, 1921. 

i kee, Wis.—The Gecko Co. of Milwaukee, 

— > hecanpennted with authorized capital of 

100,000. 
Peterson & Johnson Shoe Co., shoe manu- 
facturers, incorporated with capital of $25,000. 


According to the Shoe og —- Mercantile 
A , Boston, Mass., the failures, em ‘ass- 
ig Poa in the — leather and kindred lines 
i United States an r 
tg ee 23, numbered 21 against 17 for the 
preceding week and 13 for the a period 
of 1919. The failures of the week include two 
ing concerns and a wholesale shoe house of 


lee York City, and a Boston shoe jobbing concern. 





New Shoe Stores 


The Kinney Company, Moline, Ill. 

The Vogue Shoe Store, Edward 
Seigel, 150 N. Main Street, Port Chester 
N. Y., will open December 1. 
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Trade-marks in Foreign 
Countries 


Do you Realize the Importance of Protecting your Foreign 
Trade in Cuba, —— South American tries and 
Asia Africa? 

Foreign Countries award exclusive trade-mark icin 
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The city of 141 








Safety First!! 


along the business highway. You can proceed 
with assurance and more comfort if one of our 
policies covers your business risks. Our special 
policy to shoe dealers gives best protection at 


Fitchburg Mutual Fire Insurance Co. 


slogan to observe in your drive 


Investigate! 


Fitchburg, Mass. 
diversified industries 99% of which are 
locally owned 
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DON’T LET YOUR CHILDREN’S SHOE STOCK GET TOO LOW 


“B & P” SHOES MEAN MORE BUSINESS 


NATURE LASTS 


GOOD SELLERS 


SOFT SOLES and Hand-Made Moccasins 


218—Patent Foxed Button, with white, pink, 
blue or black high grade cloth tops at $6.60 
per dozen pairs. 


204—Patent Foxed Button Shoe, white leather 
top, at $8.40 per dozen pairs. 

290—Button Shoe, tassel, all white, tan, cham- 
pagne and gray leather, at $8.40 per doz. pairs. 
209—Hand-Made Moccasin, white leather, 
trimmed with either blue, pink or white rib- 
bon, at $8.40 per dozen pairs. 

229—Wide Toe Leather Moccasin, white- 
trimmed with either blue, white or pink rib- 
bon, at $9.00 per dozen pairs. 
339—Hand-Made Dresden Silk Moccasin, 
sometimes called fancy quilted satin, at $9.00 
per dozen pairs. 


IN STOCK 


FIRST WALK (1-5) Feather Edge Turns 

400—All Black Kid Button at 

401—Whole Quarter Tan Kid Button at... 1.75 

410—Patent Vamp Mat Top Button at. . 

420—Black Kid Lace at 

461—All Patent One Strap Ankle at.... 1.25 

611—Patent Vamp White Kid Top | Button 
$1.65 


640—Whole Quarter White Leather ok 
with tassel, at $1.75 


663—All Pat. 3 Strap Roman Sandal (2-4), 


TERMS, 5% 10 DAYS 


RIGHT WALK Turns. bes Heels (3-8) 
Regula 


ee Kid Button. 


mo5i6 
ba lat. Fox, Mat Top Button. 


6-8 
ba Fox, White Leather Top, Button. 
3-5% $2.00 


a + pay Foxed Mat Top Lace, Pony Cut. 
3-54 $2.25 


RR 1.95 
2.15 


Pony Cuts 








If you sell Children’s Turn Shoes, Moccasins or Soft Soles you need our Stock 
Department Service. ORDER NOW FOR IMMEDIATE OR FUTURE DELIVERY. 








THE B & P FOOTWEAR CO., Ine. 


Factory 2, Dept. 3 


OSWEGO, N. Y. 


See our adv. on Foot Comfort Slippers 
and Rubber Boot Socks, page 88. 

















WANTED TO PURCHASE 


WANTED TO PURCHASE 


WANTED TO PURCHASE 
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We Buy for Cash 


Manufacturers’, Jo bbers * and 
Retailers’ Surplus J 

Stocks, Jobs, 

a QUANTITY TOO |LARGE 


. noe as at near ty ci ON mene callin 


SITs 


enim 


Tie 


Wwe sabe entire stocks 


or manufacturers. 

of what 
Send us particulars you 
Short Term Leases Taken. 
We pay Highest Cash Vaiue. 


VAN PRAAG & CO. 


M 
“155 Broad way, New York, N. f 
‘elephone 2348-2249 Spring 


omen TH TITe fii] Ul TT Te Ti id 


Highest Cash Prices Paid 


for entire sion ate. Pon oy 
your surplus or slow sellers. 

ities no object. Retail or wholesale. 

S term leases en off your 

hands. 


Wire or Phone us 
Correspondence Confidential 
Established 1890 
GLAUBERG & CO. 
387 Broadway, New York, N. Y. 
Phone Canal 4119 
We also purchase clothing, 
hats, furnishing goods, ete. 


WILL 


The NEW YORK EXPORT 
PURCHASING CORPORATION 
515-517 Broadway, New York City, N. Y. 


FOR 
BUY CASH 


Slow ~~ 
— 





DO YOU CONTEMPLATE 
Pasitee oe ng ent nen? 


I, OLENICK 


418 Broadway, New York Tel. 9681 Canal 








ROOKLYN PURCHASING SYNDICATE 
WALKER, 
610 Broadway, Brooklyn 
Phone, Stagg 1757 








CASH PAID 


Se Gee conn ot quehn take of daw ot 
for other merchandise. Leases taken over. 


pak FLD id eeeaal 
and make offer upon 


Kalter Cerf. Mercantile Co., I Inc. 


591 Broadway New Y 
Phone Spring 5160-5161-5162 ‘ehomed 
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Chillicothe, Ohio, is the center of one 
of the greatest and most prosperous 
farming sections of the country. An 
annual event of the busy, hustling city 
js the Fall carnival and street fair 
which usually occurs about the third 
week in September. 

Paint Street, the main retail business 
thoroughfare. is quite wide and level. 
The sidewalks are also unusually wide 
for a city the size of Chillicothe. Dur- 
ing Fall festival week this street for 
se\ eral blocks is converted into a string 
of booths and is given over to the dis- 
play of fruits, vegetables, grains and 
other farm products produced in the 
Many of the merchants erect 


county. 


booths on the outer edge of the side- 
walk in front of their stores for the dis- 
play of their own merchandise. 


Parades a Feature 


Each day there is a parade headed 
by brass bands and followed by various 
civic and fraternal organizations. Be- 
hind these are floats of numerous busi- 
ness houses. 

The evenings are given over to shows, 
dances and various forms of enter- 
tainment. 

The whole affair is under the direc- 
tion of the Chamber of Commerce and 
the Local Merchants’ Association, the 
principal object being to promote the 
good will of Chillicothe’s business 
firms among the farmers and villagers 
of the surrounding counties. 

Each day in the parade, Herman 
Bros., one of the leading retail shoe 
firms of the city, had a new float, 
something entirely different from that 
of the preceding day. 

In front of their store they erected a 
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Herman Bros. Capitalize a Street Fair 
for Advertising Purposes 


booth in which were displayed Good- 
rich Hipress rubber. 

The weather conditions were ideal 
for straw hats, fans, and white canvas 
footwear, but the suggestion of rubber 
boots and other rubber footwear brought 
many an additional sale and also 
brought the opportunity of connecting 
Herman Bros. and “‘Hipressed” in the 
minds of the many farmers and villagers 
who visited the booth during the car- 
nival week. 


Mike and Ike, They Look Alike 


Mike and Ike, commonly known 
as “little Specks” in the carnival 
world, attracted no little attention 





















at the Herman booth and 
in the parades each day. These midget 
twins are 19 years of age, 321% inches 
tall and do some remarkable stunts in 
entertaining the crowd. , 

Austin B. Herman, senior member 
of the firm Herman Bros., is past 
president of the Ohio Retail Shoe Deal- 
ers’ Association and one of the most 
prominent among the live wire shoe 
merchants of Ohio. 

Many merchants are prone to over- 
look the advertising opportunity which 
county fairs: and. street carnivals pre- 
sent. Herman Bros. are apparently in 
the other class—the class that is always 
looking for opportunities to extend the 
circle of acquaintance among the buy- 
ing public of their town. 


Buffalo Notes 
Few Boots Sold 


Buffalo, these warm, Indian Summer 
days, may be delightful to the general 
public, but to the shoe merchant they 


Bros. 
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The continued 
warm weather which has extended so 
late into the Autumn has made itself 
felt and felt decidedly in the shoe busi- 


are far from such. 


ness. The buying public, which gen- 
erally, at this time of the year, is hasten- 
ing to discard the oxfords and don the 
higher shoes of cold weather, is this 
year still wearing oxfords without dis- 
comfort. As a result, the business in 
the higher cut shoes is decidedly dull. 
And the business in low shoes is not 
making up for the deficit in that of 
high shoes, because the wearers, know- 
ing that cold weather may come any 
time, are not stocking up on oxfords, 
to any great extent. There is some 
business in brogues, however. They do 
not believe that ,there will be any 
marked fad here this Winter among 
the men for wearing low shoes with 
heavy hosiery. 

Traveling men who have visited 
Buffalo recently have not booked very 
much in the way of orders. The shoe 
merchants here, chary of uncertain 
times, are liquidating the stock they 
already have on hand, without buying 
any more. 


Army Shoes at $4.98 

A sale of men’s army shoes was being 
featured the latter part of the week at 
the store of J. N. Adam & Co. The 
shoes were selling rapidly, at $4.98 per 
pair. In all about 700 pairs of shoes 
were placed on sale, according to S. S. 
Intrater of the shoe department. 


$30,000 Stock Disposed Of 

The stock of the U. S. Cut Rate shoe 
store at Main and North Division 
Streets, which closed recently, has been 
nearly all disposed of by the Sattler 
shoe store on Broadway, which pur- 
chased it. The stock was valued at 
about $30,000. Part of it was sold at 
the Main Street store after its purchase, 
by the concern which bought it, and the 
remainder was sold at the Broadway 
store. 











MISCELLANEOUS 











THE OSCAR ONKEN CO. 

1154 4th Street - 
CINCINNATI, | 
OHIO, U. S. A. 


Shoe Store 
Chairs 


Design 








“MAKE YOUR SHOW WINDOWS PAY YOUR RENT’ 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“Recorder” rates for space less than one-eighth 
page per issue: 

l time 7 times 13 times 

$4.00 $3.50 

8.00 7.00 

12.00 10.50 

16.00 14.00 





OSITIONS WANTED—Four cents ao word for each insertion. 
Minimum amount accepted, seventy-five cents. For other ““Want”’ 
advertisements, seven cents per word for each insertion. Minimum 

amount a ted $1.25. Ads under this heading will be received up 
to noon, oleasten. When advertisers desire answers to come in care 
of this office, twelve words must be allowed in each advertisement for 
address. When advertisers desire replies forwarded direct to their 
address, each word of the address must be counted in the advertisement 
and paid for accordingly. Answers to ads must be sent under letter 


postage. 


times 52 times 
$2.50 

5.00 

7.50 

10.00 


Space 











Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 








SALESMEN WANTED 


SALESMEN WANTED 


POSITION WANTED 








ALESMEN WANTED—Experienced with es- 

tablished trade to carry as side line First-Step 
Shoes, and line 4-8 and 814-11 turns, in stock ready 
for i diate ship t. Commission 6 per cent; 
terms 2 per cent, in case lots 5 per cent, 10 days. 
Shoes advertised weekly in trade pai . In an- 
swering give full ticulars and _ references. 
Address C 275, care tt and Shoe Recorder, 207 
South St., Boston, Mass. 





GALESMEN WANTED—To carry our line of 
leather boudoirs on commission, southern and 
western territory, to retail trade. Excellent op- 
riunity for live salesmen. Address Silver Shoe 
'0., 69 x St., Haverhill, Mass. 
A FACTORY 2 uot “ames 
hoe on as Op gs for x i 
aun Gan” Every dealer handling a 
di grade of men’s dress shoes is a prospect. 











PROGRESSIVE New York Jobber has opening 
for three salesmen acquainted with trade 
through Greater New York and New Jersey. 
Give experience, reference. Ad C276, care 
eee and Shoe Recorder, 207 South St., Boston, 
Mass. 


WANTED—A live salesman for specialty line 

ladies’ shoes, must have acquaintance in 
large cities of Middle West, proposition for 
right man, confidential. Address C278, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 


FACTORY | poy popular-priced women’s 

McKays is open for salesmen acquainted with 
department store and large retail store trade. All 
territories open. Six per cent. Give references 
with application. Address C279, care Boot & 
Shoe Recorder, 207 South St., Boston, Mass. 


GENTS to carry 9 in-stock Home-Ease com- 
_ fort numbers on a commission basis in southern 
Ohio, Kentucky, western New York, and Illinois, 
cuoept Chicago. Brandau Shoe Co., Detroit, 
wh. 














ONE of the largest and oldest established leather 

and findings concerns has the state of Ten- 
nessee open for a salesman who has a well-grounded 
ambition to make a real future for himself. Per- 
sonal interviews will be arranged for those whose 
letters of inquiry are satisfactory. Address C280, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


The price is right. Volume can be obtained; 6 per 
cent commission. Give full experience when 
writing. Address C273, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 

ALESMAN WANTED—Now calling on the 
S boot and shoe, findings, supplies, or allied trades, 
to carry and i a heel of distinctive 
line, on a ten per cont commis- 

a not restricted, exclusive if 
desired. The Standard Commodities Co., Inc., 415 
Wells Ave., N. W., Canton, Ohio. 

ALESMEN WANTED—Two high grade ex- 
S i salesmen to nt _ Eagiond 
line of Men's Popular Pri men’s welts—one for 
New York City and Brooklyn—the other for New 
York State. ive all particulars in letter. 
Address C262, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 

ALESMEN on a Commission basis wanted by 

manufacturers of Infant's Turn Shoes (1-8), 
sof: moccasins and slumber slippers and boot 
The follo territory is — 

Maryland, Virginia, W. ire amg ‘en- 
nessee, Michigan, Ohio, Indiana, , Wiscon- 
sin, Minnesota, M i ebraska, Iowa = 




















207 South St.. 





RETAIL SALESMAN WANTED—Experienced 
shoe salesman who would be willing to spend a 

few days occasionally “‘on the road” selling shoes 

at wholesale to the retail trade in this section. 

Mention present connections, past employers, age, 

e lence and salary e: ted. A. Ruff’s Son, 
lesale and Retail Shoes, Butler, Pa. 


WANTED Shoe salesman to carry as a side 
line children’s hand-turn shoes in black or tan, 
lace or button, size 2 to 6, can be retailed for $1.25. 
This is a clean shoe and we can send any amount or 
sizes desired. State your territory and also the 
firm you are with. Address C283, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


GHOE SALESMAN wanted by established Phila- 
delphia wholesale shoe house, for Philadelphia 
and adjacent territory. A and state ex- 


d 
. Central Shoe Mfg. Co., 311 Market 

Bt. Philadelphia, Pa. , 
WANTED—4 experienced live-wire salesmen in 
Middle West and South to carry a line of high- 
class children’s welts and stitchdowns for retail 
and jobbing trade. Give experience, territory 
covered, etc. Address C284, care Boot and Shoe 

Recorder, 207 South St., Boston, Mass. 


ALESMAN WANTED—Salesman to carry as 
a —- ment, somone and children’s shoes 
in j a t lu prices on a commission 
basis. halen 263, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 
WANTED—Salesmen covering southern and 
middle western states to carry as a side line, 
our line of Barefoot Sandals, 
Play fords, etc. Exceptional values and ready 
sellers. 6 per cent commission. Samples ready 
now, en Shoe & Rubber Co., Bingham- 
ton, N. Y. 


GALESMEN wanted to carry a specialty side 




















Experienced salesmen in all territories to 
handle in stock line, infants’ and chil- 
dren’s turns, popularly priced. Commis- 
sion 6 per cent. Give experience, refer- 
ence. Address C277, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


EXECUTIVE, 38 years old, successful record, 
broad experience all departments wholesale 
shoe business, desires position offering a future in 
keeping with ability. No problem too difficu!: if 
solution be dependent on hard work, tact, adap- 
tability. Knowledge of conditions and co-operation 
of manufacturers. Correspondence invited and 
treated confidentially. References on application. 
Investment considered. Address C282, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 


MANAGER, 12 years’ experience shoe business, 
would like to make change where conscientious 

jated. At present employed in large 
city store doing $150,000 Lote so yearly. Address 
K358, care of tt and Shoe Recorder, 127 Duane 
St., New York City. 





work is aj 








LINE WANTED 


OBBER wants line of children’s and misses’ 
solid leather McKay-sewed shoes. Address 
Jobber, Cawker Bldg., Milwaukee, Wis. 


EXPERIENCED shoe salesman, now selling the 
best New England states trade, with Boston 
office, is open for nt with manufacturer. 
Address C251, care tt and Shoe Recorder, 207 
South St., Boston, Mass. 














FOR RENT 


FoR RENT—Shoe department for rent—De- 

tt store will consider selling stock shoes, 
and renting their established women’s, children’s 
and boys’ shoe section to responsible party. Store 
caters to medium and better trade. Kaufman & 
Co., Colorado Springs, Colo. 














“FOR SALE 
iness for manufactur- 


‘OR SALE—Complete busi I 
ing of all kinds wood sole shoes. 180 N. Main 
St., Fond du Lac, Wis. 








CAN YOU SELL SHOE LACES? 


if so, write. We want salesmen to handle 
our advertised and trade-marked shoe 
laces in southern, southwestern and Paci- 
fic Coast states. Liberal commissions. 
Only men of experience in selling shoe 
laces, who can give satisfactory references. 
should apply. Address C266, care Boot and 

hoe Recorder, 207 South St., Boston, 


FOR SALE— BOYS’ SHOES 


90-24 prs. cases boys’ and youths’ Russ. 
Choc. cordovan and Gun metal blu., Good- 
year welt. Made in Abington, Mass. Will 
s Il five cases and upward or whole lot. Price 
in small lots $2.75 net. 4% or whole lot 
$2.60 net. Address P. O. Box 102 Abington, 
Mass. 














SALESMEN WANTED 


For Haverhil) Manufacturer’s IN STOCK 
department, ident sal to sell to 
large retailers and department stores pop- 
ular priced line of women’s canvas and 
satin specialties, Turns and McKays, in 


the principal cities in every state. cel- 
required. 


lent proposition. References 
yo Bu C255. care Boot and Shoe Recorder, 
207 South St.. Boston, Mass. 

















POSITION WANTED 





line of men’s fine Goodyear welts; two [ 
only; direct from fact in Brockton district; a 
strictly quality proposition, in stock; 6 per cent 
basis. Give full experience in first 
2, care Boot and Shoe Re- 

Boston, Mass. 


ITION WANTED—Young man, 20, de- 
sires connection with wholesaler or manu- 
facturer where there is chance for advancement. 
Six years’ retail experience, Philip Greenberg, 
Glen Cove, L. I. 


MISCELLANEOUS 


ANTED to purchase a good paying shoe store 
in live Michigan town. ‘Address C269, care 
Boot and Shoe Recorder, 207 South St., Boston, 


Try Our 


Ladies’ comfort black kid vici polish, 
lain or cap toe, sizes 3 to 8, flexible Mc- 
cov. hi lini and rubber 
heels. Made for wear. Only $3.00. 
Samples mailed on request. 
THE SPECIALTY SHOE CO. 
11 Washington Street Haverhill, Mass. 
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BOOT AND SHOE RECORDER 


THE RECORDER CREED: Getting More Shoes Sold Right; not only “‘more”’ but “‘right”’; sold for the right purpose, to 
the right wearer, in the right fitting, for the right price, at the right profit. This is the great problem of the retail 
shoe merchants. The chief purpose of ‘‘The t and Shoe Recorder”’ is to help solve it; for this is the basic problem upon 
which depends the progress of the entire allied industries relating to shoes and leather; their production and distribution. 
Annual Subscription in the United States, $5.00. Per copy, 25 cents. Canadian, $6.00. Foreign, $10.00 
No Subscription Accepted for Less Than One Year. 
Member of the Associated Business Papers, Inc. Member of the Root Newspaper Ass'n. Member of Audit Bureau of Circulations 
Entered at the Post Office, Boston, Mass., as second-class matter 


Oct. 30, 1920 








Each issue copyrighted by the Boot and Shoe Recorder Publishing Co. 
ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 


Cable Address BOOTRECO 











BUSINESS OPPORTUNITY 


MISCELLANEOUS 











SALES OPPORTUNITY 


Manufacturer or wholesale dealer having 
surplus stock to clear, may secure fully 
equipped retail shoe store, neighborhood 
8th Ave. & 42d St., New York City, from 
January Ist to March Ist, which time new 
tenant takes possession. Address K-357, 
care Boot and Shoe Recorder, 127 Duane 
St.. New York City. 








BUSINESS PARTNER WANTED 
Man who seeks highly profitable invest- 
ment for $25,000 will find his opportunity 
in this offer of a partnership in a well-es- 
tablished, 
house whose business will stand ‘the most 
rigid inspection and investigation by those 
who are seriously interested. All replies 
will be considered absolutely confidential. 
Address C285, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 











OFFICE RENT FREE 
To a responsible shoe salesman selling 
men’s or ladies’ shoes to the wholesale 
trade only. Will furnish office space free, 
Lincoln Street, ton, until April Ist in 
exchange for taking care of office and wait- 
ing on our trade while we are out on our 
trips. In addition to the office space will 
pay commission on goods sold for us. 
Address C281, care Boot and Shoe Recorder, 








207 South. .St., Boston, Mass. 








MISCELLANEOUS. 








“FISHER” 


Trade Mark 
Reg. U. S. 
Pat. Off. 

HEEL and 

COUNTER 

SUPPORT 
A Help to 

Weak Ankles 

Prevents the Counters of Boots and 

Shoes from Running Over. Easily ap- 

plied. No Repair Department should 

be without them. 


Without With 


The New Improved 
“|. 
SHOE STRETCHER 


will adjust counters or stretch 
shoes two whole sizes_ without 
damaging the shoes. Ra of 
sizes: Misses’ 13 to men’s 12. 
Shoes can be stretched —_— 
across the base end or of ved 
ve greater — or wid 

. $2.00 each 


F. Ww. WHITCHER co. 


Chicago 











Job Lots of Shoes & Leather 


Are Sold Through the 
Recorder Want Ad Page 


5 CENTS A WORD 


Every Shoe Store Needs 
a pair of 


“MANCHESTER” 


(Trade Mark Reg. U.S. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The re nipper 
made which is just 
the right shape to cut 
out tacks on the in- 
side of shoes. 


““Manchester”’ 
Trade Mark Reg. U.8 
Pat. Off. 


nippers are made of 
hig grade tool steel, 
nickel plated with a 
curved jaw that ena- 
bles you to cut the 
tacks close to the 
insole. 

Be sure and specify 


“MANCHESTER” 
curved jaw when or- 
dering. 

Write us direct if 
your dealer cannot 
| supply you. 

Price, $4.50 


Frank W. Whitcher Co. 


Patentees and Manufacturers 
Boston, Mass. sestss Ww. take St. 


Yabo 2H 








Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds of 
stores and shelving. They 
will enable you to get 
along with less help, save 
the wear and tear on your 
shelving and help the ap- 


| wey of your store. 
ose subject to ap- 
proval and aatisfaction 


guaran 


Write for our latest cata- 


wing 18 styles of 
inders as well es ether 
store fixtures. 


Milbradt 
Manufacturing Co. 


2410 No. 10th St. 
ST. LOUIS, MO. 








No matter what policy you may pursue 
in selling to the shoe trade, nevertheless, 
you need the “BOOT AND SHOE 
RECORDER” all the time. 











PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT BY THE 


BOOT AND SHOE RECORDER PUB. CO. 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 


OFFICERS OF THE CORPORATION 
CHARLES G. PHILLIPS, ratios 
EVERIT B. eg Treas. and Gen'l Mgr. 
GEOR aE R. HILL, Ist Vice-President 
H. WALTER SCOTT, 2d Vice-President 
ARTHUR D. ANDERSON , Secretary 


SWAIN, a & NAY, Counsel 
1 Tremont St. 


ARTHUR D. ANDERSON, Editor 
E. C. LOGAN 
OWEN A. THOMAS 
HELEN M. HANEY 
Associate Editors 





PUBLISHERS’ NOTICE 


ee yt ay subscription price of the 
oe Recorder is $5.00 a year in 

pr or gh cm includes postage in the United 
States, Cuba, Hawaiian Islands, Philippine 
Islands and Mexico. The price for Canada 
is $6.00 a year, including postage. 

FOREIGN SUBSCRIPTION—The price to all 
foreign oman except the above is $10.00 
per year, inclu postage. 
All cabomtptlens aos payable in advance. 

ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates for 
Wants, for Sales, etc., see Want Page. 





OFFICES IN 


BROCKTON OFFICE: 224 Moraine St. Geo. W. 
R. Hill, Manager. Telephone 507. 

CHICAGO OFFICE: 189 West Madison St. Tele- 
phone Main 1089. B. C. Bowen, Manager. 
ST.. LOUIS OFFICE: 1627 Locust St. B. C. 

Bowen, Manager. 

NEW YORK OFFICE: Room 102, Graham Bidg., 
127 Duane St. H. Walter Scott, Manager. 
Telephone 959 Worth. 

PHILADELPHIA OFFICE: 929 Chestnut St. 
H. Walter Scott, Manager. 

HAVERHILL OFFICE: Chamber ¢ Commerce 

ooms, Haverhill National Bank Bldg. Geo. 
W. R. Hill, Manager. 
SS — NATI OFFICE: 501 First National Bank 
Idg. B. C. Bowen, Manager. Telephone 
Maks 655. 

ROCHESTER OFFICE: 609 Powers Bidg. Ros- 
siter L. Seward, Western New York Repre- 
sentative. Telephone Stone 6314. 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKEE OFFICE: B.C.Bowen, Manager. 

a Office: 2 Rue des Italiens. L. Hubbard, 


anager. 
London Office: John C. Curtiss, Monro. Man- 
sion House Chambers, London, E. C. 
Australian Office: 430 Lit. Collins St., Melbourne. 
G. Jervis Manton, Manager. 
Cptee Office: William meee ee Manager. 
Wasagasse 2, Vienna, Austria. 
ee pecan Alses, Rivadavia, 2721. 
P. Sabazzini, 
BRAZIL: Gerente, tase Combacau, Ruaido 
Alfandega 204, Rio de Janeiro. 
CHILE: Santiago, Las Rosas 1123-1127. Otto 
Fuhrimann, ite. 
we Mr. H. Gomez, P. O. Box 422, Havana, 


SPAIN: Gerente, Leoncio de Miguel, Librero 
Editor, 20 Fuencarral, Madrid. 


MEXICO: Gerente, Carlos Elizomdo, 4a Del 
Cipres 117, Mexico, D. F. 


Yokhobama, J. F. Wagen. 


—— 
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INDEX TO “WHERE TO BUY’’ 


BOOTS AND SHOES 


Abbott Shoe Co., No. Reading, Mass 
Ahearn, John, Boston. . 7 
Alden, C. H., Co., Abington, Base. 

Algier Shoe Co., Brooklyn, N.Y.. bi 
Allen-Goller-Leighton Co., Lynn, Mass. et 
Ault-Williamson Shoe Co., Auburn, Me.. 156-157 
Bacon-Rollins Co., Lynn, Mass 

Bancroft-Walker Shoe Co., Boston , 
Barry, T. D., Co., Brockton, Mass........ 2,104 
Bartlett-Somers Co., Lynn, Mass............ 36 
Bay State'Blipper Co., Haverhill, Mass...... 134 
Berry, A.H., Shoe Co., Portland, Me........ 167 
Bluestein Bros., Boston. . cou ae 
Blum Shoe Mfg. Co., Dansville, N. Y. pac ae 


B. & P. Footwear Co., Oswego, N.Y. . . 88, 106, 174 
Brandau Shoe Co., Detroit, Mich 103 
Brockton Shoe Mfg. Co., Brockton, Mass... 166 
Brooks Shoe Mfg. Co., Philadelphia 

Brown, H. C., Company, Inc., Boston 

Burdett Shoe Co., Lynn, Mass 

C. & E. Shoe Co., Columbus, Ohio 

Carter, J. W., & Co., Chicago, Ill 


Chipman-Harwood Co., Boston 

Clapp, Edwin, & Co., E. Weymouth, Mass. . . 
Collins & Staples, Haverhill, Mass 
Consolidated Shoe Mfg. Go., Boston 

Cotter Shoe Co., Lynn, Mass 


Crossett, Lewis A., Co., No. Abington, Mass. 
Dalton Co., Brockton, Mass 
Davies Shoe Co., Racine, Wis 
Diamond Shoe Co., New York 
Duane Shoe Co., New York City 
Duttenhofer-Stevens Co., The, Cincinnati, O 42 
Duttenhofer, Val, & Sons Co., Cincinnati, O 10, 42 
Eaton, Charles A., Co., Brockton, Mass 
Edwards & Co., J., Philadelphia 
Elam, F. S., Shoe Co., Rochester, N.Y 
Ellis-Eddy Co., Haverhill, Mass 
Fern Shoe Co., 
Fern & Poor Co., Newburyport, Mass 
Field & Flint Co., Brockton, Mass 
Fisher, A., & Son, Lynn, Mass 
Freeland, H. H., Rochester, N.Y 
French, Shriner & Urner Co., Boston 
Freydberg, G. H., & E., New York City 
Goodger, W. C., Rochester, N. Y 
Goodrich, B. F., Rubber Co., Akron, O. 
Front Cover 
Gregory & Read Co., Lynn, Mass 
Hahn, F. W., Co., Rochester, N.Y 
Hannahson Shoe Co., Haverhill, Mass 
Harney, P. J., Shoe Co., Lynn, Mass 
Harney-Tracy & Crehan Co., Lynn, Mass. .. 


Harrison-Lockwood Co., Haverhill, Mass. .. . 
Hartman Shoe Co., Haverhill, Mass 
Healey-Phelan Shoe Co., Stoneham, Mass. . 
Heilbrunn & Sons, J., Rochester, N.Y 

Helmers Bettman & Co., Cincinnati, O 
Helming-MeKenzie, Cincinnati, O 
Hennessey, Maxwell, Hennessey Co., Lynn, 


Herrick Shoe Co., Lynn, Mass 

Holters Co., The, Cincinnati, O 
Homan-Hughes Co., The, Cincinnati, O 

Hoyt, F. M., Shoe Co., Manchester, N. H. .122- 
Jacobs & Thatcher Co., New York City 
Johnson Bros. Shoe Co., Hallowell, Me 
Johnston & Murphy, Newark, N. J 

Johnson, Stephens, & Shinkle Shoe Co., St. 


Julian & Kokenge Co., The, Cincinnati, O. . 42-43 
Juvenile Shoe Corporation, St. Louis, Mo. .. . 38-39 
Keith, P. B., Shoe Co., Brockton, Mass 138 
Keith, Geo. E., Shoe Co., Brockton, Mass. . 148-149 
Kelly, John, Inc., Rochester, N. Y 

Kiely, T. J., & Co., Lynn, Mass 

Kimball & Sherman Co., Haverhill, Mass. .. 


Kleine, Henry & Co., 


Krippendorf-Dittman Co., The, Cincinnati, O 42 
Krohn-Fechheimer Co., Cincinnati, O. .40-41, 96 
La Crosse Boot & Shoe Mfg. Co., La Crosse, 


La France, Lynn, Mass 

Lilly Co., Henry, New York City 
Linscott-Tyler-W ilson Co 

Lund-Mauldin Co., St. Louis, Mo 

Maid-Rite Felt Shoe Co., Brooklyn, N.Y... 
Manss-Owens Co., Cincinnati, O 

Marshall Co., C. S., Brockton, Mass 

Marston & Brooks Co., Hallowell, Me 
Marston & Tapley Co., Danvers, Mass 

Mayer, F., Boot & Shoe Co., Milwaukee, Wis 
McNamara, John E., Haverhill, Mass. . . .. 102, 107 
Meis, Charles, Shoe Co., Cincinnati, O 
Menihan Company, The, Rochester, N. Y. . . 
Milford Shoe Co., Milford, Mass 

Miller, I., Inc., Brooklyn, N. Y 
Mitchell-Caunt Co., Lynn, Mass 

Nettleton Co., A. E., Syracuse, N. Y 
Newcomb-Anderson Shoe Co., Rochester, 


Nu Baby Shoe Co., Lynn, Mass 

Packard, M. A., Co., Brockton, Mass 

Palan, A., Shoe Co., St. Louis, Mo 
Parker-Holmes & Co., Boston 

Pentuckct Shoe Co., Haverhill, Mass 
Phillips-Cram Corp., Haverhill, Mass 
Pinsker, J., New York City 

Plant Bros. & Co., Manchester, N. H........ 
Puritan Shoe Co., Inc., New York City 
Reece Shoe Co., Columbus, Neb 

Regal Shoe Co., Boston 

Rialto Shoe Co., Lynn, Mass 

Rice & Hutchins, Inc., Boston 

Richards & Brennan Shoe Co., Randolph, 


Riemer, A. H., Shoe Co., Milwaukee, Wis... 
Rosen, Geo. H., Boston 

Sachs Shoe Mfg. Co., The, Cincinnati, O 

Salem Shoe Co., Salem, N. H 

Scheiffele Shoe Mfg. Co., Cincinnati, O 

Selby Shoe Co., Portsmouth, Ohio 

Silver Shoe Co., Haverhill, Mass 

Smith, R. P., Sons Co., Chicago 

Smith-Wallace Shoe Co., Chicago 

Smith, Wm. Sumner, Chicago 

Stacy-Adams Co., Brockton, Mass 

Stetson Shoe Co., The, So. Weymouth, Mass 105 
Stickles, L. D., Shoe Co., Red Wing, Minn. 107 
Stone, K. M., Importing Co., New York City 90 
Stone-Tarlow Shoe Co., Brockton, Mass 

Sullivan, P., & Co., Cincinnati, O 

Thompson Bros. Shoe Co., Brockton, Mass 11, 104 
Timson Bros., Inc., Boston 

Tober-Saifer Shoe Co., St. Louis, Mo 

United States Rubber Co., New York City.. 94 
Upham Bros., Shoe Co., Stoughton, Mass... 170 
Utz & Dunn Co., Rochester, N. Y 

Wall, Doyle & Daly Co., Brockton, Mass. .. . 
Watson Shoe Co., Lynn, Mass 

Weimer, Wright & Watkin Co., Philadelphia 34 
Westcott-Whitmore Co., The, Syracuse, N. Y 103 
Weyenberg Shoe Mfg. Co., Milwaukee, Wis. . 
Whitman & Keith Co., Brockton, Mass 
Whitney-Roth Shoe Co., Cleveland, O 
Williams-Hoyt Shoe Co., Rochester N. Y... 
Winchell, J. H., & Co 

Witherell, E. A. & M. C., Co., Haverhill. 


Wolf, Sam, B., Shoe Co., Cincinnati, O 
Wright, E. T., & Co., Inc., Rockland, Mass. . 


LEATHER AND OTHER MATERIALS 
Amalgamated Leather Company, Inc., Wil- 


Brown, C. D., & Co., Rochester, N. Y. 
Castle Kid Co., Camden, N. J : 
Chamberlain, B. F., Boston............... ; 
Creese & Cook Co., Danversport, Mass 
Donovan Bros., Boston 


Gallun, A. F., & Sons, Milwaukee, Wis. 
Holbrook Co., W. H., Boston ‘ 
Howard, J. W., & A. P., Co., Corry, Pa... .. 
Hub Gore, Boston and New York City. :. 
Jones Co., F. E., Boston 

Kepner, C. O., Leather Co., Boston : 
Keystone Leather Co., Philadelphia. .. .2d Cover 
Kistler, Lesh & Co., Boston............... . 92 
Lawrence, A. C., Leather Co., Boston . 
Levor, G., & Co., Inc., Gloversville, N.Y... 
Monarch Leather Co., Chicago 

New Castle Leather Co., New York City... .. 
Pfister & Vogel Leather Co., Milwaukee, Wis 89 
Rueping, Fred, Leather Co., Fond du Lac, Wis. 130 
Sherer, Oscar & Bro., Inc., New York City... 
Snyder, H. S., & M. W., Boston........... » & 
Standard Kid Mfg. Co., Boston.......... «01%, 868 
Vaughan, Geo. C., Peabody, Mass 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


American Multigraph Sales Co., Cleveland, 


American Shoe Polish Co., Chicago 

Brockton Rand Co., Brockton, Mass 

Griffin Mfg. Co., New York City 

Meyer, J. C., Thread Co., Lowell, Mass 

National Shoe Polish Mfg. Co., Inc., Phila- 
delphia 

North-Judd Mfg. Co., ! 

Pfister & Vogel Leather Co., Milwaukee, Wis. 80 

United Shoe Machinery Corp., Boston....... 158 

United Shoe Repair Machine Co., Boston.... 3 


FINDINGS AND SHOE STORE SUPPLIES 


American Seating Co., Chicago 
Arrowsmith Mfg. Co., ‘ 
Clarke-Emerson Co.. ie 
Coultas Co., D. W., ‘Providence. | ea ui 
Crystal Fixture 

Curtie-Leger Fixture Co., 23 


Perfection ae Wincreki, : 
Schall Me Co., Chicago 


‘ay 1 
. 8. Specialty Mfg. , Somerville, Mass. . 
Vanity Novelty Werke) Brook lyn, N. Y 
Whitcher, Frank W., , Boston 
Win-Deco la Service, Boston 

Wizard Foot Appliance Co., St. Louis, Mo. . 


MISCELLANEOUS 


Sue Printing Co., Boston 
rook! Purchasing Hi: yeep Brooklyn, " 


Boot 

Calderwood & Preg, Bos' 

D’Avesne e_ — aa: Boston 

Edwards, T. 

Fitchburg Matanl Fire panes € we 

peony Co., New York _- 

aooret e ton. 

looper Prin‘ 

Hotel Essex, Bosto: 

Kalter Cerf’ Mere. Co., Inc., Max, N. Y. City 175 

Kelly, T. K., Sales System, Minneapolis, Minn. 22 

New York Export Purch Corporation, — 
New York City 15 

Olenick, i. New York City 

Root, F. 8., Co., Boston 

Tolman Print, Brockton. 

Union Bank of Canada, Nes 7 York City 

aw Electrotype Fou , Cambridge: 
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AV saury Feminine TRAIT IS ASPIRATION. 
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~ SOME WOMEN MAY NOT ASPIRE 
ALWAYS ASPIRE QUALITY, IF NOT QUANTITY 
HOWEVER—WHETHER AN’S DI 
DIFFERENCE. FOX S 
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Entered as second-class mail at the Post Office at Boston, under the act of May 24, 1918 
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Snappy Menihan Footwear in Stock 


Rightly Styled and Priced to 
Meet Your Quick Demands 





B 290—Chocoiate Brown Calf Lace, Good- 
7. AA, A, 


B 286—Glace Kid Lace, Goodyear Welt. 
AA, A, B, 4-7; C and D, 3-7. ..$7.50 


B 287—Havana Brown Kid Lace, Good- 
year Welt. AA, A, 5-8; B, 4-8; C and D, 
25 


B, 4-7; C and D, 
$7.50 


BrBe cc cccscccccsccsccccscoesoeecs 





B 126—Mahogany Brown Calf Oxford, S 688—Black Suede “Irene” Turn, 18-8 3 16 -Cilgpeniale Brown Calf Oxford, 
Suede Covered W. is Heel. AA, Cuban H Goodyear Welt. AA, 4 


Walking Heel, Goodyear Welt. AA, 444-8; 


% y' 
A, 4-8; B, 344-8; C and D, 3-8..... $6.50 74; A, 4-74; B, 34-7h: C, 3-7... 96. 


ood Louis 3 
4-8; A, 4-8; B, 34-8; C, 3-8; D, es. 


Don’t Let Your Stocks Run Low. Keep Your 
Stock Up and Avoid Losing Sales and Profits 


SEND YOUR ORDER TO 


The Menihan Company 


SHOEMAKERS FOR WOMEN 


Rochester, N. Y., U.S. A. 
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U. S. Leather 
Helps Sales 


JNTELLIGENT buying is the watchword to- 
day. The public is insisting upon real worth 
and honest merchandise. 


War time substitutes for leather are no longer 
found in good shoes. The all-leather shoe is 
demanded and the leather must be of the best 
quality to give good appearance and long wear. 


We have been tanners of highest character sole 
leather for generations. “U.S. LEATHER” 
will be found in most of the best makes of 
shoes: it is the standard of quality. 


A salesman of shoes has a prime talking point 
if the goods he sells contain soles made of one 
of our tannages. The worth of our leather is 
known world wide. 





The United States Leather Co. 





The United States Leather Co. of Massachusetts 











New York Boston Philadelphia Chicago Cincinnati 
St. Louis San Francisco Liverpool Paris 
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What Goes Up Must Come Down 


except the Barry High 
standard of quality 
which never changes 
« . wn 
Cordovan Bal, Si regardless of con 
le, 1-inch Broad Heel, +4 
is Last. A, 7-11; ditions. 
D, 5-10 


™ Supported by a_ well 
earned _ reputation, 
the Barry Shoe con 
linues to remain 
**Above All.” 





In Stock Ready To Ship Get connected with an 
Stock No. 981. Brown Cor- nization where 


C orga 
Ozford, Perfor- . 
Fozing, style and old fash- 
wey — ioned quality go hand 
1 in hand. 








T. D. BARRY COMPANY 


BROCKTON, MASS., U.S. A. 


ADDRESS ALL COMMUNICATIONS TO BROCKTON, MASS. 
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The General Offices of Amal- 
gamated Leather Companies, 
Inc., .have been moved from 
Wilmington, Del., to Philadel- 
phia, occupying the entire build- 


ing at 22 North 5th Street. 





One whole floor will be used 


plete display will be carried at 
all times. Our own 
daily truck service 
will bring complete 
assortment of skins 


from our Wilming- 


ton factories to Phil- 


as a show room, where a com-. 


ANNOUNCEMENT 


make selections as readily as 


they could at Wilmington. 


We invite manufacturers and 
retailers to visit these new of- 
fices, which we shall endeavor 
to make national headquarters 


for fine leathers. 


In future please address all 
mail to our Phil- 
adelphia offices. 


We also announce 
the opening of a 
store in New York 
City. at 86 Gold 
Street, where a full 





adelphia, enabling 


manufacturers to 


BOSTON 


NEW YORK 
103 South St. 


86 Gold Street 








line of our leather is 


carried. 


FINEST BLACKS AND COLORS 


Amalgamated Leather Companies, Inc. 


Formerly F. Blumenthal Co. 


22 North Fifth Street, Philadelphia, Pa. 


Factories, Wilmington, Del. 


ST. LOUIS 
911 Locust St. 











ROCHESTER 
123 Mill St. 
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LEVOR BUCK 


This distinctively different ooze meets the 
present demand for greys, white, black and 
other colors. It 


Sells Your Shoes 


WHYr 


MAKE THIS COMPARISON 


Compare Levor Buck for cutting qualities, --- nap, finish, 
color and general workmanship, --- with deerskin buck and 
ooze calf (the competition). Compare these for durabil- 
ity and price. 


DISCRIMINATE and 


Levor Buck Wins 





G. Levor & Co., Inc. 


TANNERS OF CABRETTAS 
New York Gloversville, N. Y. 
Boston St. Louis 
Milwaukee 
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Mi 
IN STOCK 
BA 
DR. EDISON CUSHION SOLE SHOES 


(NOW BEING ADVERTISED NATIONALLY) 


B0375G $8.75 _ B0275J $8.75 


Woman’s Black Glazed Kid, Welt Boot, HF Woman’s Black Glazed Kid, Turn Boot, 
Genesee last, three-quarter fox, lace, Kid Genesee last, three-quarter fox, lace, Kid 
tip, Cushion sole, 144 inch sensible heel. tip, Cushion sole, 13% inch sensible heel. 
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, 4 to8 3 
Net 30 Days Net 30 Days 


Two Styles That Are Salable The Year Around 


UTZ & DUNN CO. 


ROCHESTER « NEW YOK 


=. 


TE) 
TULTTDAPP Pree LPP eLLLLLPeeee 0 


UT 
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BRANCH OFFICES: 
DENVER NEW YORK CITY LOS ANGELES 
Buildi Bush Terminal Sales Buildin 718 
eee o MeNUT t 130 West 42nd St., Room 1521 G. Oca Re 


: 2 S. A. MCOMBER A 
Representative deseanmative Representative 
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THE IDEAL 
&. WHITE SHOE CLOTH 





Fae see 











ONS chan 
Lee eee es ee Stee ee 


Nov. 6, 1920 BOOT AND SHOE RECORDER .9 


HERRIMAN HM KKK Madr Mearats KekateotakaXs othe ReteotoeRateatokoroterok Mekororokom earokoR Kn SHOR SHER SH HONORE oO 


“Decidedly Thompson” 


Men’s and Women’s Shoes In Stock 
Ready Now 


‘Values Tel 


S-618 S414 


Code Word Now. Ladies’ Gallun’s 
Nor. Calf Brogue Oxford. Wellesley Code Word Nimble. Ladies’ Russia 
Last. Calf. Perf. Wing Tip and Heel Fox- 
Price $6.50 : ing. Princess Last. 
Price $7.00 


S-616 


Code Word Nellie. Ladies’ Havana 
Kid Oxford. Anita Last. 
Price $7.50 





S-624 


S-622 
Code Word Night. Gallun’s Nor. Code Word Nearly. Brown Cordo- 
van Bal. Admiral Last. 


Grain Blu. Thompson Brogue Last. 
Price $9.50 Price $9.50 


HOMPSON BROS .SHOE 
MEN'S FINE SHOEMAKERS 
BROCKTON 


NEW YORK BOSTON CHICAGO 
930 Marbridge Building 207 Essex Street 35 South Dearborn Street 


Address all communications to Brockton (Campello), Mass, 


"i 


| 
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What brings new customers 
to your store? 













































































More than 3,000,000 readers of The Ladies’ 
Home Journal, Vogue, Photoplay and The 
Christian Science Monitor are reading Red Cross 
Shoe advertisements. Approximately 15,000,000 
pdvertisements are telling the story of Red Cross 
“Shoes made, with the aid of motion pictures, to 
fit the foot in action. 


ram a + = 
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Mrs. Jones, say, drops into Merchant Smith’s 
shoe store one afternoon—a new customer. 
Why did she come? 


Smith’s reputation? It’s good—but so are 
lots of other merchants’. Complete stocks, 
good shoes? Mrs. Jones didn’t know that 
because she hadn’t been in the store before. 
And it wasn’t price—Merchant Smith’s too 
wise to indulge in that kind of competition. 


If you asked her why she went into that par- 
ticular store, she perhaps couldn’t tell you. 


It was chance. In any town where shoe mer- 
chants sell just “shoes,” with nothing to 
make one “shoe store’? stand out distinct 
from another, the getting of new customers 
must always remain pretty much a matter of 
chance—of luck. 


How can it be made almost 
a certainty ? 


Suppose Merchant Smith, instead of selling 
just “‘shoes,” carried a line that is known to 
women everywhere. A shoe that Mrs. Jones 
reads about month after month in her favorite 
magazines—with a name that she has come 
to regard as a sign of quality, smartness and 
comfort in shoes. Suppose Merchant Smith’s 
store was linked strongly with the name of 
this shoe? 


Wouldn’t he have reduced chance almost to 


a certainty? And not only Mrs. Jones, but 
hundreds of other women who, as luck had 


a 


Chance—or the fact that women know 
you've got the shoes they want? 


it happened to go elsewhere, would have be- 
come his customers—not by chance, but be- 
cause he had the shoes they wanted. 


Scores of merchants who have concentrated 
upon Red Cross Shoes for their women’s high 
grade line have proved this. They have 
found that the prestige which attaches to 
their store reduces the getting of new cus- 
tomers to a certainty—and makes it easy. 


They have won remarkable success with Red 
Cross Shoes and the principle of concentra- 
tion in buying. So can you. And your best 
opportunity is right now. 


Because the greatest publicity campaign ever 
conducted for a woman’s shoe is now making 
the Red Cross Shoe even better known than 
ever. Approximately 15,000,000 advertise- 
ments in leading women’s magazines are tell- 
ing to more than 3,000,000 readers the fas- 
cinating story of how the lasting smartness 
of Red Cross Shoes is obtained from the study 
of hundreds of motion picture photographs 
of the foot in action. Greater interest, faster 
turnover—your greater opportunity. 


Let us tell you more about the principle of 
concentration on this fast selling and nation- 
ally advertised line of shoes. Like scores of 
other merchants in big towns and small, you 
too will find that this correct buying principle 
will get new customers and hold them. 


Just drop a card and one of our representa- 
tives will call on you soon. You will not be 
obligated. Mail it today 


The Krohn-Fechheimer Co. 


919 Dandridge Street 


- Cincinnati, Ohio 
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STEAM CURED 
IN VACUUM 


LOOK FOR THE 
GREEN LABEL 


Looking ahead to a Rosy Future 


4 Buckle 
Arctic 
Pennsy 
Lace Boot 


HE dealer who stocks the 

Snag-Proof Line of rubber 
footwear is certain of a profit- 
able, enduring business. Snag- 
Proofs are merchandised on a 
good will basis. Nearly fifty 
years of increasing success 
have proved the worth of our 
selling plan. 


We give exclusive territory 
to the dealer who is willing 


and ready to cooperate with 
us in rendering the exclusive 
Snag-Proof service. It pays 
him the greatest profits in the 
long run, for it not only in- 
sures immediate sales, but an 
increasing business from year 
to year. Snag-Proof users are 
steady repeaters. 


Write us for details of our 
selling plan. 


LAMBERTVILLE RUBBER COMPANY 
Lambertville, N. J. 
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The 
Nunn-Bush London Last 


A staple as well as popular last this season. Shoes 
made over it have a custom appearance and are 
well liked by both the young and elderly men. 


Samples in either superfine or fine grades-on request 


Nunn, Bush & Weldon Shoe Co. 


Milwaukee Wisconsin 
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These Will Maney ane 
Meet the Wingest Ba 
Demand epee 
for Lower 

Priced 


Shoes 





$5.75 


True Piekenbrock 
Style and Quality. 


5043 
Mahogany Side In Stock Ready to 
W hole Quarter ° 
Blucher, Wing- Ship. 
foot Rubber 
Heel, Single Sole, 

Plaza . Last. 
Widths C-—D-E, 
Sizes 6-11. 


E. B. PIEKENBROCK & SONS 


DUBUQUE, IOWA 
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VELVETTA CALF 
Tuscan Calf Russia Calf 


Manufacturers of strictly fine full- 
grain aniline dyed chrome tanned 
calf leather. 


Used by manufacturers of exclusive 
footwear throughout the world. Also 
manufacturers of 


Velvetta 
Calf 


The standard suede leather. All 
colors required by manufacturers of 
fashionable shoes. 


106 BEACH ST.,BOSTON, MASS. 





}) HUNT-RANKIN LEATHER CO. [4 
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STACY-ADAMS CO. 


Originators of Combination Lasts 
Brockton Massachusetts 


In Our Recent “‘Cold Feet’’ Ad. 


We find we did not hit the nail squarely on the head, when 
we said that “‘Prices would not go lower at once.” 


They have dropped since then. 


But we want to say to our customers that they will be 
protected to the best of our ability, as regards prices. 


Our shoes will be billed to them at the market price of 


leathers, on the day the tags are sent in to the Cutting room. 
Further than that, we cannot go. 





We feel this will be doing all that can possibly be expected 


of us. 


Be assured of this fact: That all our prices are quoted on 


top-grade materials. 





We use nothing else in our shoes. 





“None But The Best’’ is our motto. 


Send for a Salesman to Show You the Stacy-Adams Line 


Large Cities, Chicago to Coast CARL MERROW 
WM. H. LARKIN Miss. River to Coast 
JOHN McELANEY Large Cities, Southwest GSO. STACY BEARSS Bact Central States 
JOE W. ELLISON HUBERT S. JAMES West Central States 


Cc. P. WAIDE 


Washington, Philadelphia, Pittsburgh, Detroit, 
Indianapolis, Cincinnati, Nashvilleand Memphis 
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Anited States Post Office 


Denver, Colorado, May 14, 1920. 


The B. F. Goodrich Rubber Co., 
1422 Court Piace, 
Denver, Coldrado. 


Gentlemen: Atten:- »r.WeMeburkley, Salesman. 





In December, 1915, one of your selesmen let 
me have a pair of your “Hi-press" Rubbers to 
try out. Being a Mail Carrier and ——s 
considerable walking, I was accustomed to 
wear out one or two pairs a year. After 
wearing this pair for fow years, they still 
looked good for two years more. I called 
the attention of the clerks and carriers 
to these wear-proof rubbers. A number of 
them tried them out the same as I did with 
the same results. 


I wish to state that now, the Goodrich "Hi- 
ess" Rubber is the only Rubber worn in the 
enver Post Office for service and that my old 
pair is still doing service for the fifth 

season. 





Respectfully yours, 


Wow UW. WArctaverwe 
Carrier or 





A man has to get extraordinary service before he will go to the trouble to congratulate 
the manufacturer. 


FOUNDED 1870 Often you get a good buy in a suit of clothes or a pair of shoes. You are pleased— 
tell your friends about it—but how often do you go so far as to write to the maker? 
Yet we get letters continually from people who say that Goodrich Boots and Shoes far 
outwear other brands. 
Of course, everybody won’t get the wear this postman did, but everybody is going to 
get splendid service—that’s why the demand keeps growing and growing. 
How is your winter stock—got plenty of Arctics, Gaiters, Sockovers, and Boots? Watch for 
the Red Line ’round the Top. 


Go O dri ch THE B. F. ves mane COMPANY 
Rubber Footwear 
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Stroller 


How have we run full time 
during the dullest period? 


We save overhead expense by special- 
izing on two good types of shoes. 


ALL OUR SHOES GUARANTEED 
TO CARRY 10 OZ. DUCK LININGS 


We make shoes for jobbers only. Case lots of 
our shoes open right because we are operating 
our factory on a new standard efficiency basis. 


Nov. 6, 1920 
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To Meet The Demand For 


Popular Priced Shoes 
We Have Added 
To Our Line Of 


mea PFE. 
Zamna 
SANMNING CO—" 


HIGHLAND CALF 


Colored Chrome Tanned Sides--Smooth 




















Oo 








Our Calfskins, Veal Sides and Sides 
In Most Every Known Finish 


FIND THEIR PLACE IN EVERY LINE 


Of Dress, Sport and Work Shoes 


— Oo 








THE GRIESS PFLEGER TANNING CoO. 
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LAWRENCE LEATHERS ARE RELIABLE LEATHERS 





NUBUCK 


REG. U.S. PAT. OFF. 








These NEW N ubucks 


Point The Way To Increased Business 


26, Maltese Grey 
27, Henna 
28, Autumn Brown 


UBUCK is the Dominating Suede Side Leather of the day, both in Finish 
and intrinsic Quality. These distinctly new shades, listed above, are 
proving to be real favorites. 
Keep them in mind in ordering styles which—both from the standpoint of 
Fashion and of Value—will prove genuine Sales-winners. F 


A. C. Lawrence Leather Company 


161 South Street, Boston, Mass. 
NEW YORK—CHICAGO—ROCHESTER 
GLOVERSVILLE 
CINCINNATI 
ST. LOUIS 
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HERE are at least five salient features of this 
shoe that it will pay you to investigate. 


First: MATERIAL. Of the highest grade throughout. 


Second: LAST. We have spent over three years in the study of the last 
which has resulted in a perfect fitting shoe. 


Third: FLEXIBLE ARCH. The last and pattern of this shoe are so 
designed that the arch of the foot has a continuous gentle support. 


Fourth: FITTING QUALITIES. The shoe fits like a glove at every 
point and will fit 95% of the men today. You will be surprised at the 
perfect fit in the shank and in the back part. 


Fifth: QUICK SELLER. Just try the shoe on a customer’s foot and he 
will be sold. 


Send for booklet of styles and more detailed information. Ask for one of our 
special demonstrators or salesman to call. 
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Headed Sip 


> 
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To Help You Sell 
More Shoe Laces 


EADED Tip Shoe Laces will be nationally 
advertised in magazines of the widest 
circulation; also in a large list of newspapers. 


- \iisienchiaisiniadniememeniiinbicie ness 2 enn enrereneeemenstne-mpseartneeme a a 


Behind this advertising is a merchandising 
plan which will make shoe lace sales a real 
factor in the profits of your business. 


i 
} 
| 
‘ 
3 
j 
> 


The handsome cabinet illustrated above 
does away with slipshod methods. Keeps shoe 
lace stocks clean and saleable. 


The Beaded Tip Lace Cabinet is a silent 
salesman. Hundreds of dealers report that 


it has greatly increased their shoe lace sales 


and shoe lace profits. The Tip That 
Won’t Come Off 


Ae ee eee 


Write our Dealers’ Help Department or 
your jobber for details of our Special Display 
- Cabinet offer. 


Shoe Laces 


UNITED LACE & BRAID MFG. CO. 
Providence, R. I. 
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We are pleased to announce that our 


Imported Patent Leather 


Product of the 


Tanneries de France 


(STRASBOURG) 


has stood the test in many of the 
foremost shoe factories in this coun- 
try. It has proven entirely satis- 
factory and has surpassed its well 
known pre-war standard. 


Stock will always be carried in 
this country, and we invite 
your request for samples. 


F. HECHT & CO. 


Main Offices 


10 Spruce Street - New York 
Sole Representatives for the U.S. A. and Canada 


MASASbOSUZSVCSICSVZSICSIZSIZSIOSUZSVZNUE 
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Descriptions and Prices 
No. 22% Black Glas Kid, No. 213—All Glazed Kid § 
ine im: Ip. 
Best, lnitation Tip. 2% leather = inch Cuban eel, 90 last. 4 
Louis Heel, Imitation collar, per AAAS to 8; AAS to 97 No. 202—A 
Serates: with Geur-de-lis perforated “- % to @ 9; C2 Welt, Tip. 15 
ee ae oe o.....-- 
So . "% £o*s we: Add 30 cents for sizes 8% and 9. ~y + 
to 8; B- to 8; 
and D-3 to 8. - 89.40 3% to 8; ¢ 
No. 224--Same as 222 in Brown No, 212—Ginzed Regent Kid 8% A 
Kid $9.50 inch wah Tip 1% Military Heel. No. 216—B 
¥: Tagish Wel 
No. 210—Brown Novilla Kid a tat B- as 8. 24 Heel, 92 last 
8% inch Eagle welt. 1% tacb 8; D-3 to 8. 87.50 A4% to 73 
ban : 
4A-4 to 8; A-3% to 8; B-3 No. BiT—geme eo 212 ia Brown Bh to 8: 
to 8:C. D2% to8 $7.00 Side Calf 87.50 eeee 
me sie cunt meres nce BEF re 
‘ . 214—Glazed Regent x 
He » eel ce teen attain | Coben Heel as, inst with art on 221— 
Sue t Ti 1 inch supporting shank piece and ¢ % inch 
Hee! nae last. ws tai ene Boot, Imita’ 
AA4 to 8; A-3% fo 8: qo B+% tn 8: C-3 to 8%; Dy MME Cohen Heel, 
werCusehece arte Bae 6..-..-....... 8.10 . 
Add 30 cents fer sizes 8% and 9. Add 30 cents for sizes 8% 21 mg 
No. 219—Glazed Kid Vamp. AAAS to 74 
No. 211—All Glazed Kid 9 inch Fiexisie Welt Kid Top, OS BE 4 we 8; 1 
Welt, Imitation —_ 2% leatber inch Cuban Heel. Wingfoot, rubt 44 D-2 to 
The shoes illustrated in this advertisement are serviceable a st litt, 99 last. 
ell as beautiful 4% to 8; AA-4 to 8, AAS to 8: A-4i6 to 8: B 
well as beautifu ; ; : A-3% to 8; B, O and D2¥ oO. Cand DBM 0.8. ‘or 
Dealers will make no mistake in ordering any one of these a Serr eee oe 6 Se y i 
I 
numbers. 
. 
Add 10 cents to price quoted for orders for less than six pairs Terms: 
of a number. Net 30 Days 





















TheHOLTERS COMPANY 


b CINCINNATI.OHIO 












1920 
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No, 202—All Glazed Kid 8 inch 
Welt, Tip. 1% inch Military Heel, 
% last. 

44% to 8; A-4 to 8; B- 

3% to 8; C, D-3% to 8..$7.90 


No, 216—Brown Brazil Kid, 8% 
Teglish Welt, 1% inch Military 
Heel, 92 last. 

MAY to 7%; A-3Y% to 8: 

_“ to 8; C, D2% to 


Ne. 221—Glazed Regent Kid, 
1% inch Welt, 

Boot, Imitation Tip, 1% inch 
Cuten Heel, Imitation collar, per- 
forated with fleur-de-lis perforated 


44 D-3 to 8...6+.000¥~- $9.00 


No, 222. + as 7m in Brown 
Novilla . $9.15 


Descriptions and Prices 


No. 220—Gia: it Kid 8% 
inch Welt, 2% mioeh ther Louis 
Heel, 52 last. 

AAA to 8; A-4 to 8; 
B-3% to 9; 6 and D-8 to 


Add 30 cents for sizes 8% and 9. 


No. 215—Giazea Kid Vamp. 
Glazed Regent Kid Top. 8 inch 
Flexible Welt, Sofshu, Imitation 
Straight Tip. 1% inch Cuban 
Heel, 85 Iai 
AA-4% to 8; A-4 to 8; B4 
t. 9: C and 23% 8: .87.60 
da 30 cents for sizes 8% and 9 


No. 700—ahes Kid Vamp. Dull 
Kid oP. inch Flexible Welt. 
Sofsbu, 1% common sense 
heel, 33 la 


A-5 to 8; BA% to 9; c, D. 


B4 to 9 
Add 80 cents for sizes 8% and 9 


142—Glazed Kid Vamp. Dull 
Liy top, 7 inch Flexible Welt. 
Sofeha ls aenenan 
Bay to 95 C4 to 9; D. 
Add 30 cents for sises 8% and 9. 


Terms: 


Net 30 Days 








SHOE RECORDER 





No. 136 No. 210 


TheHOLTERS COMPANY 


CINCINNATI.OHIO 
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A 
Soft Walk 
Style 











oft Wal 


BENDS WITH FOOT 


The Most Flexible 
Men’s Goodyear Welt Shoe Made 


BUILT WITH THE FAMOUS 
K-B 


Patented Innersole 


KNIPE BROS., Ine. 


WARD HILL, MASS. 


— 





SPRING STEP STABILITY 


Spri St Rubber Heels tration. 3 Nail holes will be 
have 8 NAIL HOLES, while revealed above the fin; 
most heels have but 6. You but the same test x to 
can quickly demonstrate the the six-holed shows 
practical advantage of this only 

to your customer, Mr. Re- The additional security at 
tailer, in the following simple he back of the heel which 
way. SPRING STEPS thus offer, 
Place your index finger across makes a vital difference in 
a Spring Step Heel in the their wear and good appear- 
manner indicated in the illus- ance. 


ona ch Sacadlvene.raniins *egeeetatheans a Sabie lipsencatlastiatti sins nets PR tt, snag 
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Just a Few of the 68 Numbers 
of First Steps in Stock 


IN 

/, -P a \ 
/ b el thy-F Uy \ 
le —o 
\ THE \ Focas) 
Soy 


Black Kid Top 
Turn-Flexible 


Patent Vamp and Fox. Matt Kid Top. 
A110 —ZJnel. half sizes 1 to 5... .$1.15 
H10X—Same with heel 1.2. 


Black Kid ( | Sparen NS White Kid 
Turn-Flexible , i : Turn-Flexible 
All Black Kid. ————— er ~ ion diiihin test Heal ene! 
, rs. ! ad Oe ite enuine ashable id. 
A164 —Inel. half sizes 1 to 5...$1.10 4 Pant Hiuttons. 
“ aateal ae cake : a => AIS —Incl. half sizes 1 10 5... .$1.35 
@; ; te H15X—Same with heel 


} —— 


ie 4 Tees MARK ‘3 
te | THE SHoE To Buy g THAT Wie Sarisry 
. | 
ee 


— 
is Ow THe Sovk 


Ask for This Mahogany Finish 
Display Stand 


Sent Gratis with First 
White Kid Top Step Orders on Request 
Turn-Flexible Ivory Kid Top 
Turn-Flexible 


Patent Vamp and Fox. White Kid s 
eS iiterag ‘ The Greatest Line of Infants’ pics. vamp and For. Ivory Kid 


Top. 
"A1l2 —Inel. half sizes 1 to 5... .$1.35 ° Top. White Milo Buttons. 
Flexibles Manufactured A120—Tucl half sizer 19 5... $1.35 


H12X—Same with heel 


One of Our 


Fall and Winter IN R 
S AC 20 Salesmen is Probably 


Catalog of Complete Line : 
Mailed Without Tee Helthy-F ut line Near Enough to 
Call 


Obligation CHICAGO, ILL- 
SINSHEIMER BRO. & CO. 
211-15 W. Monroe St. 
49th SEASON 
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SELLING LINKS 


LYNCO Arch Cushions cannot get 
out of order! No adjustments! Made 
of leather and sponge rubber only— 
without springs or metal parts; foot 
aggravation or shoe cutting entirely 
done away with. 


Act on the tired muscles as though 
walking on springy turf—allowing 
them to co-ordinate naturally with 
consequent absence of strain. 


Once worn LYNCO users become 
LYNCO boosters. Logically you 
gain by attracting LYNCO buyers 
towards your shoe values—to back 


up LYNCO satisfaction. 


LYNCO Foot Appliances sell quickly 
—for cash—and mean re-orders as 
often as necessary. If your jobber 
does not stock LYNCO Foot Ap- 
pliances send us your order. We will 
do the rest. Do it today as LYNCO 


customers are waiting. 





SUPPORTS THE ARCH re 
The LYNCO ARCH CUSHION is kept in 
place by the pressure of the arch, allowing it to 
co-ordinate properly. 


LYNCO 





FITS THE HEEL 
Note how snugly this LYNCO ARCH CUSH- 
ION sets in the shoe. Cannot work loose if it 


is fitted correctly. 



































KLEISTONE RUBBER COMPANY In 


SALES DEPT. 11 HIGH ST, BOSTON, FACTORY: WARREN, R.I. 
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TO THE TRADE 


PF OALII NN LIFTON IT NY 


By adding leather soled slippers 
to our felt line we have made it 
complete. 





By securing our Bridgeport Fac- 
tory, giving us fifty thousand 
additional square feet of working 
space, we increased our production 
to ten thousand pair per day. 


NOW 
By engaging the services of Mr. 


Gennaro (Jerry) Del Re 


an expert creator of styles and a 
man capableof seeing them through 
—to take complete charge of our 
manufacturing—we have a qual- 
ity line second to none in the 
country. This makes 


FOOT-PALS 


The Standard in Felt Slippers 


Our salesmen are now on their For our mutual benefit, await our 
way to see the jobbing trade. line before placing your orders. 


Rb RRR UP RR UR PRR RRR RX 








THE E-Z WALK MFG. CO., Inc. 
62-70 W. 14th Street, New York City 
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THE MAGNETIC CHARMS 


of the artistic beauty designed into our window fixtures, relief decorations 
and backgrounds reflect that richness of line and detail so attractive to the 
eye. They curiously arouse the most refined tastes of all passersby and 
compel them to stop and admiringly study your shoes. 

Our beautifully illustrated catalog just off the press is full of 

the latest up-to-date fixtures, stands, easels, backgrounds, 

etc., for displaying your shoe line. 
Write Today for Catalog ‘‘T’’ It Will Pay You 


THE DECORATORS SUPPLY CO. 


Archer Avenue and Leo Street 
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Side Seam Opera 
Turn Pump 


RARARA) 





No. 294—Black satin, 3 5/8 inch vamp, 
14-8 Louis heel. This pump is made , 
also in Dongola and patent leather. 
Retails at $6.50. 


(RAR 


Growing Girls’ Patent 
Leather Seamless 
Turn Pump 


ARG 


RARARARAR 


This shoe represents a new 
pattern and excellent value. 
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Made with satin bow ornament, 9-8 
wood military heel. Solid leather 
shank piece. Retailing at $6.00. 
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Emery & Marshall Co. 


Haverhill, Mass. 
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CHARLES L. MARKS WARREN H. TUCKER 
In New England 


Eastern City Trade and J. B. LAUGHLIN 
- B. Office at 183 Essex St., Boston 
Southern Territory with Throughout the Middle West LARRIE H. SASS 


New York 
1008 Marbridge Building On the Pacific Coast 
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The 

Arrow Is 

the Sign of 
Quality and Or- 
thopedic Correctness 
in Arch Supports 


Wherever the arrow of the ‘“‘Arrowsmith” trade mark is seen upon an arch support of 

any style or type, the public and the experienced shoe dealer know that it is the BEST of 

its kind. They know that it could not earn that decoration if it was not entitled to the dis- 
tinction through having passed the most rigid tests and having established the fact that it was fully 


a 
ie 


up to the high “Arrowsmith” standards. 


Unquestioned Leadership 


Throughout the many years that have elapsed since “The Man Behind the Arch Support Idea” brought out 
his first practical Arch Props to replace the few bulky and impractical supports that had been devised up to 
that time, the “Arrowsmith” Supports have maintained their supremacy in the arch support field. 
They have remained the STANDARDS of scientific design and orthopedic excellence. 

They have maintained the same unswerving conformity to high standards of mate- 

rial and workmanship, despite every temptation furnished by the increasing 

Soh) q\ cost of high grade materials. The hard won reputation of “Arrow- 
L775 smith”’ goods cannot be jeopardized by ever employing any 
<< & material other than the very best. Both dealers and 

) public may rest assured that there will never be 

any letting down in “Arrowsmith”’ quality. 


J Arrowsmith Manufacturing 
Company 
Morristown, N. J., U. S. A. 


CHICAGO 
TORONTO 
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Pointing the Way to 
More Sales for You 


oo line which proves the business builder for the shoe 
merchant is not necessarily the one offering the longest 
profits or the most radical styles, or the greatest amount of 
publicity or any other ONE feature, as desirable as it may be 
in itself. 


The route to bigger business lies with the merchandise which 


offers the best COMBINATION of DESIRABLE QUAL- 
ITIES. 


We offer as a happy choice for the ultimate in results—La 
France Shoes. 


They win sales for you on the basis of ALL ROUND MERIT. 


“the warrant of value 

















that makes you sure” —— 


Williams Clark & Company 


LYNN - MASS. 
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COLORED CALF CIRCULAR 

SEAM BAL; ENGLISH COM- 

BINATION LAST; SINGLE 

SOLE; SPRING STEP RUB- 
BER HEEL 


1 


OHH 


| 


**Gee, but that’s a dandy,”’ 


2| 


} 


said the model who wore this shoe at a recent popular STY LE 
SHOW. “I’m stuck on it. It’s the best fitter I’ve had on 
—got a Spring Step Heel, too—the EIGHT HOLED heel.” 


PRESTON B. KEITH SHOE CO.’S SHOES 


are style leaders—not followers—and style is playing a more prominent 
and vital part today, in winning business, than for some time. 

If, Mr. Retailer, you are interested in sales-creating styles in shoes 
which will eloquently make good in service, see this season’s Preston B. 
Keith Co.’s Line. This line has Pep, Pull and Power when it comes to 
pleasing men and women who know shoes. 


Preston B. Keith Shoe Co. 


Campello Station, BROCKTON, MASS. 
NEW YORK, 299 Broadway, Rm. 415 BOSTON, 207 Essex St., Rm. 207 


UH NHTNEVHHLNPTT HATH 
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SPRING STEP SURETY 
SPRING STEPS have 8 nail holes while most rubber heels have but 6. The two extra 
holes are added at the swing at 8 nail hole feature is but one 





the back, thus insuring perfect 
security for these heels, at the 
point where others are first in- 
clined to gap and draw away 
from the leather base. The 


of several which mark 

SPRING STEPS as the most 

reliable, progressive and 

Posmay satisfactory of rub- 
or heels. 
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Sport Models 
For Spring 
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Present indications show that 
the sale of Spring footwear 
will be stimulated by sport 
models. 
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We of the Lindner organiza- 
tion have planned to help the 
retail merchant. The intro- 
duction of exclusive Lindner 
patterns—a variety of sporty 
lasts—selected stocks and 
carefully chosen colors. will 
help you please your particu- 
lar patrons. 
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Lindner workmanship is also 
a big factor which must not 
be overlooked. 


Hi 











A card or wire will bring our 
representative with complete 
Spring samples. 
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Lindner Shoe Company 
Carlisle, Pa. 


PHILADELPHIA NEW YORK CITY 
929 Chestnut Street Marbridge Bldg., Room 454 
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WASHINGTON LOS ANGELES 
Warder Bidg. Angelus Hotel 
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Season’s Newest 


' ‘ YE show here one of our very newest models—possessing 


good fitting qualities and service-value to an unusual 
degree. 
It is a modified English last—Goodyear welt—has grain leather 
counters, grain sole leather lift heels, first quality 9-iron outsole, 
full grain mahogany calf upper; lining 175 Khaki twill with felt 
lined tongue to match; first quality 6-iron grain innersole. 


All the improved methods of finishing and shoe making—the result 
of 19 years’ experience—are built into this shoe. 











And it’s only one of a number of other new models in the Racine 
line this season. 


RACINE SHOE MFG. CC 


RACINE SHOE MANUFACTURING CO. 


Medium priced dress shoes for men 


RACINE Piet @ - WISCONSIN 
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“At Once” 


TURDY shoes are good 








| The Derby friends in stormy weather. 
| A sturdy model, with short, flat fore- - The styles described on this 
part, slightly receding toe and low page are made with heavy 
| outside shank. ‘ 
single soles and from plump 
Style 58—Wine Cordovan Bal, Extra leather. 
Heavy Single Sole........ $12.00 ¢ 
Style 71—Similar style in Heavy Winter The trade-mark which ap- 
a np ED 10.50 pears at the top of the page 
Style 10—Plump Black Wax Calf Bal, ; " 
Heavy Single Sole........ 10.00 = your. eee eee 


gards quality of material and 


The above styles are only three of the excellence of workmanship. 
fifteen styles we are carrying in stock. ‘ ; 
If you have not already received our Order a few sample pairs. 
stock booklet, a letter or postal will We have pleased the most 


bring one to you by return mail. aS eae abt 
: besa discriminating, and if given 


the opportunity can please 
you. 


F rench, Shriner and Urner 


Factory and Head Office 
63 Melcher Street os Boston, Mass. 







































































THE SCHEIFFELE 
SHOE MEG. CO. 


CHILDRENS & GROWING 
GIRLS SHOES 























































Protection 


The Shoe Manufacturers of this Mar- 
ket are overlooking no opportunity to 
help the entire industry to regain its 
normal bearing. 
















Their willingness to protect the Re- 
tailer on price changes eliminates the 
one great disturbing factor of the sea- 
son in the purchase of shoes for spring 














Each and every trade mark on this ; 
page is the stamp of honest value in Ghe P.Sullivan Co. 
good shoemaking. PRETTY SHOES 
WOMEN 
Order Now 
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The Julian & Kokenge Co. 


The Krippendorf-Dittman Co. 


Val Duttenhofer Sons Co. 


The Scheiffele Shoe Mfg. Co. 


The Duttenhofer-Stevens Co. 


The Sam B. Wolf Shoe Co. 


The Holters Co. The Charles Meis Shoe Co. 
The Helming-McKenzie Co Helmers Bettmann & Co. 
The P. Sullivan Co. The Homan-Hughes Co. 


The Manss Owens Co. 


The Sachs Shoe Mfg. Co. 











HELMERS BETTMANN 
& co 
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Sizes 4-9, AAA-D. 
Black, $10.00 








We have, after spending considerable 
time and thought, together with many 
experiments, succeeded in producing an 
Arch Support which we unhesitatingly 
claim to be superior to anything on the 
market today. 


This Corset-Arch Shoe can be worn to great advantage on normal feet as well as others 
requiring corrective measures, making an unlimited field for our Corset-Arch Shoes, which 
are built on up-to-date models with character. 


Our own recommendation is supported by the indorsement of some of our largest accounts 
who have used them with great success. 


Carried in stock in Black and Brown Kid; 84-inch Lace; Vassar Last; 14-inch heel. 


THE KRIPPENDORF, DITTMANN CO. 


Introducing Our 


Corset Arch Shoe 





In building our Corset-Arch 
Shoe we carefully studied and 
considered every arch support- 
ing device used up to this time 
and have perfected a shoe con- 
structed on scientific arch sup- 
porting principles built into the 
shoe instead of the bulky make- 
shift of a separate arch support 
generally used. 


Brown, $10.25 
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Our Salesmen 


are just starting on their usual routes 
prepared to show you the most complete and exten- 


sive line of 








“Onyx” @ Hosiery 


for Spring 


that we have ever offered. Comprising numbers in 
every material at every price, the line is designed to meet every need 


of the retailer. 


In addition to the usual well known and dependable 
“ONY X”’ sellers there is a large selection of new and unusual do- 


mestic and imported designs. 


The entire line is priced at the lowest possible point, 
and will retail at an exceedingly attractive figure. 





' 






a 3 rey . = > 
- = we =r =F ar 
eo ee ese a Se = = — 


ta 
A 





We advise an early selection, especially as the most 
desirable lines are limited. 






Emery 6 Beers Company, inc. 


SOLE OWNERS OF “ONYX” HOSIERY 


BROADWAY AT 24th STREET 
NEW YORK 


















Philadelphia Office Boston Office Buffalo Office San Francisco Office 
1033 Chestnut Street 31 Bedford Street 210 Pearl Street 259 Geary Street 
Mutual Life Bldg. 


Chicago Office 
North American Bldg. 
State_and Monroe Sts. 
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BROCKTON, MASS. 
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Ma [The“number of turn- 
4 overs effected is the 
Pp biggest factor in determining your net profits. 

The less different shoes you carry in your work 

shoe stock, the oftener you can turn this entire 

stock. 
BARKER BRAND is a SPECIALIZED Line—comprising the small- 
est number of pairs covering the full work shoe range. 
That means less shoes on your shelves and less money tied up—more 
turnovers—and more customers. 


Stock Barker Brand—IT PAYS!! 


PRICE No. 440—Men’s Choc- 
olate Retan, Unlined, 


Cap Toe Blucher, Mun- 
e son Last, Heavy Single 
Sole, Goodyear Welt, 


Grain Leather Insole, 
All Leather Heels, 
Leather Counters, IN 
STOCK—Sizes 6 to 11, 
Widths D and E. 


ORDER 
TODAY 
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Specialized fine 
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HUNTINGTON SHOE. & 


LEATHER COMPANY 
HUNTINGTON INDIANA 





New York Office, 149 Duane Street 
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BROGUES HAVE THE CALL 


Stock No. 642—Brown Cordovan Brogue Bal. Raw- 
Stock No. 524—Brogue hide Slip Sole. Sizes and Widths: AA, 7 to 11; 
Last. Gallun’s 4 Nor- A. B. 6t011:C. D. Stoll. 
wegian Brogue Bal. Raw- rhs eee 
hide Slip Sole. 


IN STOCK—GET OUR PRICES 
SHOES AND PRICE WILL PLEASE YOU 


Stock No. 587—B Last. Gallun’s 4 N i 
o's Glin Sole amused ttt 6. Stock No. 679—Regent Last. Brown Cordovan 


Brogue Ox. Rawhide Slip Sole. 1 é . i : 
Stock No. 693—Brown Cordovan Ox. Rawhide Slip Varsity Ox. Wing Tip. Sizes and Widths: AA, 7 to 11; 
Sole. Sizes and Widths: AA, 7 #0 7%3;A, B, 6 to 11; A, B,6toll;C,D,5toll. 


The Dalton Company, Inc. 


Men’s Fine Shoes 
BROCKTON, MASSACHUSETTS 


BOSTON: 183 Essex Street’ NEW YORK: 651 Marbridge Building | Chicago: 1415 Great Northern Building 














The Serviceable Shoe Is 
What a Public Wants 





In every stock, under every condition, 
some shoes are quick assets. 


The public mood decides which type 
of shoe shall have that preferred 


rating. 
Today, the settled public policy of 


thrift favors the well made, neatly 
styled, moderately priced, serviceable 


shoe. 


People are buying this type of shoe— 
buying it with a steadiness and in a 
volume that sets the service shoe 


apart as a quick asset. 


More than 600 Numbers — Neolin-Soled— Will Be Shown This Season 
in the Lines of 194 Man-ifacturers 








DURABLE - WATERPROOF 





The Quick Asset Stock 
It Continues to Buy 





And because they meet so exactly the 
requirements of customers, success- 
ful dealers promptly list among 
their quick asset stock the service © 
line of shoes made with guaranteed 
NeGlin Soles, or Goodyear Wing- 
foot Heels, or, better yet, both of 
them. 


The appeal these sensible shoes make 
on the score of their durability 
gains force from the fact that though 
they possess the advantages of these 
products, they usually cost no more, 
and often considerably less. 


THe Goopvyear Tire & RuBBER CoMPANY 
Offices Throughout the World 





- COMFORTABLE 





| 
| 


BOOT AND SHOE RECORDER 


Nov. 6, 1920 








20%07% 
increase 


F there was ever a time in the shoe busi- 
ness that proved a test for the salability 
of any shoe it has been the last few months. 


Despite the untoward conditions, Educator Shoes have 
shown an increased sale in pairs covering July, August 
and September, averaging nearly 21%. The basis upon 
which Educators have been sold to retailers predicated 
exactly this result. 


Standardization of lasts and patterns, centralization of 
stock in distributing houses logically located, economic 
manufacturing and merchandising policies, productive 
national and newspaper advertising and consumer con- 
fidence, have placed Educator Shoes on a plane less af- 
fected than other by extraordinary business conditions. 


RICE & HUTCHINS, Inc. 


10 High Street, Boston, U. S. A. 
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